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Top Cars 


New-car registrations for seven 
months plus 31 states for August: 
Make 1956 Pos. 
Ford 854,415— 2 
Chev. 1,017,791— 1 
Plym, 321,901— 4 
Buick 364,095— 3 
Olds, 296,012— 5 
Pontiac 239,105— 6 
Mercury 182,106— 7 
Dodge 143,877— 8 
Cadillac 91,886— 9 
Chrysler 72,617—10 
DeSoto 67,105—11 
Rambler 46,655—13 
Stude. 53,739—12 
Lincoln 28,077—14 
Imperial 6,391—18 
Nash 17,600—16 
Met. 3,841—19 
Packard 21,945—15 
Hudson 8,427—17 
Cont 1,116—20 
Misc. 53,636 
Total All Makes 
3,351,139 3,892,337 
Further details on Page 50. 
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But Year Is Well Ahead on Calendar Basis .. . 


Model Run Ends with 57 Below 56 


By Martin L. Whitmyer 
Staff Writer 


perial, up 0.41 points; Rambler, up; 


0.30 points, and DeSoto, up 0.17 


S. AUTO makers turned o ut| Points. 
© 6,210,724 cars in the 1957) 
model run, down 84,856 from the) 


6,295,580 built in the 1956 run. 


On a calendar-year basis, | 


however, 1957 is running nearly 
450,000 units ahead of 1956 in car 
production. 

And, in spite of the general 
model-year decline, six makes, with 
Ford and Plymouth leading the 
way, topped the 1956 run from both 


|a numerical and percentage of in-| 


dustry standpoint. 
* > > 
AKERS that chalked up per- 
centage gains over their 1956 
model runs were Ford division, up 
3.63 points; Plymouth, up 2.21 
points; Dodge, up 0.83 points; Im- 


Used-Car Market Sliding 
As New Models Near 


By Robert M. Lienert 
Associate Editor 

A PAUSE for readjustment in 

the used-car market has come 
a little earlier than had been an- 
ticipated, field reports indicated 
last week. 
_ There had been indications for 


“several weeks in Automotive | 
News’ weekly wholesale index | 


that cracks were beginning to 
appear in the used-car price 
structure. 


Nevertheless, many industry ob- 
Servers had felt that used-car 
&ctivity would remain strong until 
just before the bulk of '58 models 
Made their appearance in the na&- 
tion's new-car showrooms. 

> > > 
big question now is how 
long it will take for the used- 
@ar market to shake down to a new 
level of steadiness. 

Some operators say they expect 
am extended period of lethargy 
and look for no improvement 
before mid-November. 

Others believe the current re- 
adjustment refiects a delayed re- 
action — a reaction which should 
have occurred in midsummer. 

- * * 
Y are uncertain on whether 
to expect further price cuts on 
units as the ‘58 model year 
under way. 

Past years have shown, how- 
over, that the new-model sea- 
fon tends to depress used-car 
ee nome © year 
er virtually over night. 
ofits reportedly have been 
g rapidly on used cars, 
cularly for franchised dealers 


= 
ie 
po 


2) 


who have pushed up over- 
allowances on tradeins in their ef- 
forts to clean up new cars. 

Some dealers believe there will 
be no noticeable pickup in used 
cars until a fresh crop of tradeins 
|\is made available by buyers of 
1958 models. 

* : > 

LEAN used cars have been in 

extremely short supply all year 
|long, and current offerings are of 
| less-than-average quality 

In metropolitan marketing 
areas, the hottest units are still 
"52s and ‘53s with automatic 
transmission, Dealers believe this 
market stems from the desire of 
many families for a second car 
—with an automatic because the 
wife will be doing most of the 
driving. 

Elsewhere, later models have a 
(Continued on Page 4, Col. 2) 





On a corporate basis, Chrysler 
Corp. showed the biggest gain 
with a 3.56 point increase over 
its 1956 model run, while Ford 
Motor Co. climbed 2.86 points and 
American Motors 0.02 points, 
Makers that showed declines 

from a year ago were Buick, down 
2.57 points; Oldsmobile, down 1.52 
points; Pontiac, down 1.06 points; 


* 


> = 
Each Maker's Share... 


Chevrolet, off 0.69 points; Mercury, 
off 0.60 points; Packard, off 0.38 
points; Nash, off 0.18 points; 
| Studebaker, off 0.12 points; Cadil- 
lac and Hudson, each off 0.10 
| points; Chrysler division (exclud- 
|ing Imperial), off 0.06 points, and 
Continental, off 0.03 points. 

Since Edsel did not come into 
being until the 1958 model run, 
it doesn’t show in the adjoining 
table. 

On a corporate basis, General 


Model-Run Output —'57 vs. ‘56 


(U. S. 


1957 
Model-Run 

Output 
1,213,363 
115,420 
35,754 
. 122,040 
289,141 
. 650,978 
2,002,216 
587 
1,674,343 
41,123 
286,163 


CHRYSLER CORP. 
Chrysler . a 
Imperial 
DeSoto 
Dodge 
Plymouth 
FORD MOTOR . 
Continental 
Ford 
Lincoln 
Mercury 


GENERAL MOTORS 


AME RICAN MOTORS 
Hudson 4,252 
10,330 
84,627 
72,830 
4,761 
68,069 


Rambler 


Total, Little 2 172,039 


Total Cars, U.S. ....6,210,724 


Production) 


Pet. 
of Total 
Output 
15.98 

1.92 
0.17 
1.79 
3.83 
8.27 
29.38 
0.04 
23.33 
0.80 
5.21 
51.39 
9.09 
2.46 
25.69 
7.71 
6.44 


Gain 
or 
Loss 


+3.56 
—0.06 
+041 
0.17 
0.83 


+2.21 
+2.86 
—0.03 
+3.63 
—0.14 
—0.60 
—5.94 
—2.57 
—0.10 
—0.69 
—1.52 
—1.06 


1956 
Model-Run 
Output 


1,006,070 
120,709 
10,685 
112,883 
240,966 
520,877 
1,849,412 
2,413 
1,468,733 
50,323 
327,943 
3,235,241 
572,024 
154,631 
1,617,397 
485,459 
405,730 


6,090,723 
99,507 
10,671 
22,263 
66,573 

105,350 
28,805 
76,545 


204,857 
6,295,580 


Pet. 
of Total 
Output 
19.54 

1.86 
0.58 
1.96 
4.66 
10.48 
32.24 
0.01 
26.96 
0.66 
4.61 
45.45 
6.52 
2.36 
25.00 
6.19 
5.38 


97.23 


1.60 
0.07 


96.75 


1.58 
0.17 
0.35 
1.06 
1.67 
0.46 
1.21 


+0.48 


+0.02 
—0.10 


1.36 


0.08 
1.09 


3.25 
100.00 


ADSA Plan Faces Showdown 


By Maynard M. Gordon 
News Editor 

"= chips are down for the Au- 
thorized Dealer Survival Assn. 
After three months of feverish 
activity, the ADSA’s territorial- 
security proposal will come up for 
showdown decisions tomorrow (Oct. 
8) at a special Washington meeting 

of the NADA board of directors. 
In attendance at the session 
will be the director who has 
stirred up the ADSA hornet’s 


Inside Automotive News 


John O. Munn dies at 71. Page 3. 


Teamster persecution of dealer reported at 
Senate committee hearing. Page 3. 


Press preview news. 
Truck dealer credit 


Page 2. 
liberalized. Page 29. 


Tire buyer tastes change. Page 8. 


| New-car and truck registrations and new-car prices, Page 50. 
Vehicle preduction by makes, Page 69. 
Used-car auctions, Page 52. 


nest, H. Mead Norton (Buick), 
Oklahoma City. 

Norton, chairman of ADSA and 
a regional vice-president of NADA, 
will brief the 54 other directors on 
the ADSA plan and inform them 
that the “rump” group has hired a 
special counsel. He is Joseph W. 
Burns, former chief counsel of the 
Senate Antitrust and Monopoly sub- 
committee. 

+ 


HE directors also will consider 

a Missouri proposal that NADA 
poll its membership on the ADSA 
plan. The vote on the “Missouri 
compromise” suggestion is expected 
to be close. 

Directors contacted by AvuTomo- 
tive News last week divided about 
50-50 on the poll idea. Several direc- 
tors opposed to the ADSA scheme 
said they thought a poll would be 
helpful, while others voiced fear 
it would “confuse” members. 


Norton awaited the Washing- 
ton showdown in the knowledge 
that his reception by the majority 
of directors will be ceol, if t 
hostile in some cases. 

ADSA has been rebuffed by nu- 
merous state associations in recent 
weeks and has lost the backing of 
several key dealers, including J. 
Saxton Lloyd and R:. L. Ledterman. 
Lioyd (Buick - Cadillac), Daytona 


| Beach, Fla, is a former NADA 
president, while Ledterman (Cadil- 
lac-Oldsmobile), Tulsa, is a former 
Oklahoma director and 
officer. 
* * * 
OWEVER, Norton and the 
ADSA leaders have won plau- 
dits in some sections for putting 
the spotlight on the cross-selling 
(Continued on Page 4, Col. 4) 


AMC Hints Plan 
On Dealer Security 


[ALLAB-Goorge Romney, presi- 
dent of American Motors, 
hinted last week at a solution to 
the service responsibility problem, 
but asserted his belief that it 
should be worked out between 
American Motors and its dealers 
council. 


Speaking here at the annual con- 
vention of the Texas Automobile 
Dealers Assn., Romney said: 


“We haven’t expressed our view- 
point on the NADA proposal as an 
automobile company. The reason 
we haven't is because I think basi- 
cally there is a constructive ap- 
proach in what the NADA is talk- 
ing about. 

“I believe there is a way by 

(Continued on Page 70, Col, 1) 





NADA.- 


This issue includes the monthly 
TRUCK SECTION 


$8 Per Year, 25c Per Copy.- 


Motors was off 5.94 points from its 
1956 model run and Studebaker- 
Packard fell 0.50 points. 

a * * 
gc ovess 2S sae output of 

6,210,724 units was 1.3 percent 
below the 6,295,580 cars rolled from 
the assembly lines during the ’56 
model run. 

The Big Three turned out 
6,038,685 cars, or 97.23 percent of 
total industry output during the 
1957 model run, compared with 
96.75 percent on 6,090,723 units 
during 1956. Although the GM- 
Chrysler-Ford combine fell 52,038 
units in numerical figures, it did 
manage to pick up 0.48 points in 
percent-of-industry ground. 

AMC and S-P turned out 172,039 
ears for 2.77 percent of industry 
output during the 1957 model run, 
compared with 204,857 units and 
325 percent a year ago. Its 
numerical drop was 32,818 units. 

* ~ * 
ON A NUMERICAL basis, 

Chrysler’s output was up 20.6 
percent and Ford's 8.3 percent. GM 

(Continued on Page 4, Col. 1) 


4. More Makes Set 
To Roll on 58s 


Car Output in Week 
Near Postwar Low 


ITH Chevrolet, Pontiac, Buick 
and Mercury beginning assem- 
bly of their 1958 lines at all plants 
this week, the auto industry was in 
hopes of returning to near-normal 
operations for the first time in 


| nearly a month. 


Last week saw car output 
plummet to 24,619 units. Not 
since the early postwar period 
had any weekly total been that 
small. 

Last week’s total was only 19.9 
percent of Automotive News’ three- 
year index, and 58.5 percent below 
the samme week a year ago, when 
the manufacturers’ built 59,382 cars. 
It also was a decided drop, 
the previous week’s output*of 51,552 
cars, which was good for 41.8 per- 
cent of the index. 

The decline held September out- 
put to 284,265 units—a 49 percént 
boost from the 190,722 cars built 
during September a year ago, but 
a 45.8 percent drop from the 524,- 
854 units rolled from the lines in 
August. 

~ ~ x 

AST month, however, did mark 

the ninth consecutive month 
that output surpassed the corre- 
sponding period of 1956. 

Truck output in September 
totalled 58,301 units for a sizeable 
decline from the previous month’s 
86,377 assemblies. 

The car manufacturers also built 
4,676,708 cars during the first nine 
months of this year to mark up 
the fourth best mark on record for 
January-September assemblies. 

~ * * 


T= top year, 1955, saw manu- 
facturers turn out 5,992,659 cars 
during the first nine months. Other 
years that led 1957 were 1950, with 
4,992,104 and. 1950 with 4,843,554 
units. 

Truck output for the first nine 
menths of this year totalled 814,- 
109 units, as compared with 831,- 
012 during the January-Septem- 
ber period of a year age. 

Chrysler Corp. was the leader in 
(Continued on Page 69, Col, 3) 
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Adding 2,400 Workers for New Models... 


Gas Economy Is New Olds Accent 


By Robert M. Finlay 
Editorial Director 

ASED on confidence in its 1958 

model offerings—which include 
a turnabout toward fuel economy— 
Oldsmobile plans to add 2,400 em- 
ployes at its Lansing plant this 
winter. 

This was revealed last week at 
the press showings of 1958 models 
in Detroit. 

Jack F. Wolf- 
ram, Oldsmobile 
general manager, 
asserted that Olds 
is shooting for 8 
percent of the 
market next year, 
which would 
amount to close 
to half-a-million 
cars on the basis 
of the six million 
sales predicted 





4. F. Wolfram 
for next year. 
* 


+ : 
INCE Oldsmobile led the way in 
accenting performance with its 
high-compression Rocket engine 
following World War II, it is in- 


teresting that the division now is} 


making a point of a 20 percent 
gain in fuel economy. 

The so-called Econ-o-way car- 
- aa > 


REAR SUSPENSION 








buretor will be standard equipment| economy carburetor, Harold N. 


on the Dynamic 88 series. 

Press release date on the new 
models is Oct. 27, with the dealer 
showing on Nov, 8. 

Discussing Oldsmobile’s current 
situation, Wolfram said that stocks 
of ’57s in the hands of dealers 
amounted to a 30-day supply. 


Stocks were cut 20,000 in the pre-|/ 


vious 20 days, he asserted. 
* - * 

Ly omens some observers have re- 

ferred to a decline in the 
medium-price miarket, Wolfram 
said he expected it to grow. He 
cited rising incomes and the in- 
creasing number of persons who 
want a better car than those in 
the low-priced field. 

Air suspension will be offered as 
optional equipment on the 1958 
models. Production is expected to 
be limited at first to 10 to 15 per- 
cent of output, but Wolfram said 
he expected it to grow. 

Wolfram pointed out that dur- 
ing the last 60 years Oldsmobile 
has sold approximately 6,000,000 
cars, and that 3,000,000 of them 

have been sold in the last 10 
years. 

Discussing the new two-barrelled 

* = *“ 


HIGH PRESSURE TANK 






REAR HEIGHT CONTROL 


MANUAL OVERRIDE VALVE 


1958 OLDSMOBILE NEW-MATIC RIDE 


Oldsmobile's Air Suspension for '58— 


The New-Matic Ride air suspension system, which will be offered as optional equip- 
ment on all 1958 Oldsmobiles, utilizes four chambers of compressed air, one at 
each wheel to cushion the ride. Air is supplied by a twin-cylinder compressor that 
runs on a dual pulley off the engine. Oil and moisture ore removed from the air by 
the oil separator, and then the air is pumped into the high-pressure tank near the 
right rear wheel. Three height-control valves, one behind the front bumper that con- 
trols the two front springs and one ot each rear spring, maintain the car level at the 
some height at all times. As more load is put on the chassis, the height control valves 
direct air from the tank to one or several air chambers to compensote for the added 
weight. As the load is diminished, air is exhausted from the air chambers into the 
low pressure tank near the left rear wheel. This is a “closed” system in that the air 
is stored in the storage tanks and reused, thus eliminating failures caused by dirt, 
water or ice in the system. The manual override valve permits the driver to raise 
the car height as much as four inches if the front or rear bumper becomes lodged 


on some obstruction. 


Lincoln-Mercury Realigns 


Marketing Organization 


DEARBORN.—A realignment of | 


manager. Each will be responsible 


the marketing functions and sales|for advertising, sales promotion 
tivities of the Lincoln-Mercury | and marketing planning. 


vision of Ford Motor Co. has been 

announced by Joseph E. Bayne, 
general sales manager. 

* The major functions of mer- 

and sales have been 

ical areas 


Bayne 

Named assistant general sales 
manager was C., E. Bowie, who will 
aid Bayne in the overall] direction 
of the new sales organization. 

R. J. Fisher will be Mercury 
marketing manager and R. R. 
Nadal will be Lincoln marketing 


Dealers Down, Vehicles 
Up in S. D. Count 
sioux 


FALLS, 8S. D.—South 
Dakota has 36 fewer dealers than 








Field operations of the division 
have been streamlined by the con- 
solidation of Mercury and Lincoln 
district sales offices into“ combined 
districts located in 23 marketing 
areas. 

Area sales managers for the divi- 
sion will be H. B. Daniels as sales 
manager for the western part of 
the nation and G. S. Coats in a 
similar position for the eastern 
portion. 

T. H. Holden has been named 
manager of dealer relations and 
market representation for the divi- 
sion, with A. H. Crowley appointed 
eastern-area manager and R. F. 
Williams appointed to western-area 
position handling this phase of the 
sales operation. M. H. Hayward 
becomes manager of market rep- 
resentation planning. 

Other assignments include the 
appointment of E. A. Erickson as 
manager of parts and service 

sales, G. M. Sherriff as business 
management manager, and L. B. 
Geithman as car distribution 
manager. T. A. Griffith is man- 
ager of the administrative de- 


partment, 
District sales managers are: Bos- 
(Continued on Page 67, Col. 1) 





Metzel, Oldsmobile’s chief engineer, 
said: 

“Fuel economy 
has been increased 
on the Dynamic 
‘88’ by reducing 
the seldom - used 
performance fac- 
tor at the top of 
the horsepower 
curve and divert- 
ing this seldom- 
used high speed 
ae performance to 
H. N. Metzel low and medium 
speed fuel economy. 

“This is not an underpowered 
model. It has plenty of reserve and | 
pep throughout the normal driving 
range. We have leveled off the 
high-speed horsepower and con- 
verted the gain to fuel economy 
while still maintaining Oldsmobile’s 
outstanding performance.” 

* + * 


sen four-barrel quadri-jet car- 
buretor which combines with 
the Rocket engine to deliver high 
performance will be standard on 
the Super ‘88’ and the ‘98’ series. 

Oldsmobile’s J-2 Rocket engine 
will be available on all three series 
as optional equipment at extra 
cost. | 
Metzel described Old’s air- 
suspension system as offering 
many advantages not available in 
other air suspension units, New- 
Matic Ride features a variable 
rate ride; a “closed” system; an 
automatic constant height con- 
trol; an extra large high pressure 
tank and an air filter and oil sep- 

arator. 

The 1958 Oldsmobile equipped 
with New-Matic Ride is cushioned 
on four chambers of compressed 
air, one at each wheel. The pressure 
within each chamber varies with 
changes of the load and the road- 
way, assuring the driver of an 





Circus Comes to Dealership— 


Helping dealers with the model cleanup this year is a fraveling unit from the 


Miller Bros. Circus at Pigeon Forge, Tenn. 
Ford, Detroit. Usual practice is for kids to 


salesmen. 





Above picture was taken at Russ Dawson 
get rides on the elephant by having their 


| parents fill out prospect cards. Future plans call for street parades, clown suits for 


Expanding Luxury Market 
Predicted by Roche 


DETROIT.—An expanding luxury 
car market, with continued Cadil- 
lac dominance, was predicted| 
Thursday by James M. Roche, gen- 
eral manager of | 
Cadillac. 

At a Detroit 
press preview of 
the 1958 models, ; 
Roche cited 
Cadillac’s 1957 
success as a basis 
for his outlook. | 

Roche pointed | 
out that Cadillac’s | 
production for the 
first nine months 
of 1957 was 120,- 





4. M, Roche 


product high as being signs of a 
healthy economy. 


After being presented for dealers 


; 


and distributors at the Masonic | 


Temple in Detroit next Tuesday, a 
Cadillac musical, which features an 
all-Broadway cast, will go “on the 
road” to Chicago, Boston, New 
York, Atlanta, Kansas City, Hous- 
ton, Los Angeles, San Francisco, 
and Portland, Oregon. 

Roche also: 

1. Announced completion of the 





last step in the Cadillac expansion — 


program undertaken following the 
Korean War. The old Hudson plant 
has been completely modernized 


ultra-smooth ride under all condi-| 993 cars, highest for the period in| and equipped and is in operation. 


Big Gain in °58 
Seen for AMC 


Sales Goal Is Put 
At 180,000 Cars 


By John K. Teahen jr. 
Staff Writer 

MERICAN MOTORS in 1958 

will show the greatest relative 

gain in market penetration of any 
U. S. auto maker, President George 
Romney told the nation’s automo- 
tive writers last week. 

The newsmen, attending a pre- 
view of AMC’s new offerings at | 
Orchard Lake Country Club near 
Detroit, heard Romney announce 
a sales goal of 180,000 units for 
the coming year. 

This would be more than 50 per- 
cent more than the 119,000 cars| 
sold in the fiscal year which closed | 
Sept. 30. 

He expects the company to be in 
the black for the 1958 fiscal year| 
and added: “With 150,000 sales, we! 
should make good money. With | 

(Continued on Page 68, Col. 1) 





Cadillac’s history. It compares with 
114,993 for the same period in 1956. 

Cadillac sales for the first nine 
months of 1957 were 115,022, com- 
pared with 114,744 for the cor- 
responding period in 1956. 

“However,” Roche said, “we ex- 
pect our sales during the last 
quarter of 1957 to be substantially 
better than those of the final 
three months of 1956.” 


Roche said he expects next year 
to be “as good as or better than 
1957.” He said that the luxury car 
market “probably will hit from 290,- 
000 to 300,000 in 1958- and should 
expand even further in the years 
ahead. 

“From the standpoint of market 
penetration,” he explained, “we not 
only met competition, but in- 
creased our percentage of the high- 
price market. For the first eight 


|months of 1957, we attained 47.5 


percent of the market in our price 
class—the highest Cadillac market 
penetration in history for that 
period. 

“We have been selling about as 
many cars as all our competitors 
combined.” 

Roche expressed optimism over 
the outlook for business generally, 
pointing at record incomes, high 
employment levels, peak wages 
and an all-time gross national 


Business Barometer 


Auto Production — 35,375 cars, 
trucks in week vs. 79,275 the year 
before. 

Department Store Sales—Down 
4 percent from the year before. 

Freight Loadings—724,934 cars in 
week, a decline of 97,502 cars from 
the year before. 

Gasoline Sto c k s—174,058,000 
barrels, an increase of 253,000 barrels 
in week. 

Jobless Cilaims—231,900 in week 

185,300 the year before. 
New-Car Registrations—3,851,- 
139 in 1957 to date vs. 3,892,337 the 
year before. 

New-Truck Registrations—550,- 
348 in 1957 to date vs. 581,175 the 
year before. 

Oil Stocks — 283,165,000 barrels, 
an increase of 1,069,000 barrels in 
week. 


vs. 





Soft Coal Output — 10,060,000 
tons estimated in week vs. 10,050,000 
tons the year before. 

Steel Output — 82.4 percent of 
estimated capacity vs. 82.2 percent 
week earlier. 

Used-Car Prices — $842 in Sep- 
tember vs. $873 in August. 

Wholesale Prices—117.7 percent 
of 1947-49 index vs. 117.9 percent the 
week before. Bean oe 


Common Stocks 


Oct. Sept. 
2 25 
7% 6% 

74% 72 
50%, 
39% 
5% 


34.67 


1957 
High low 
8% 5% 
824%, 644 
59% 49% 
47\n 38% 
8% 5% 


Am. Motors 
Chrysler 
Ford 


S-P 


2. Predicted an increase in 
Cadillac’s leadership in car air 
conditioning. He said that about 
33 percent of all Cadillacs sold 
are equipped with air condition- 
ing and predicted that this per- 
centage will rise in 1958 and 
years to come. Cadillac is the 
volume leader of the industry in 
air conditioning sales. 


3. Said that Cadillac has main- ~ 
tained ninth place in sales among ~ 


all manufacturers, a position 
gained by the division in 1956. 
Cadillac in 1957 has maintained its 





percentage of the entire auto mar- : 


ket at 2.4 percent. 


Caruso Pleads 


, 
+ 


Guilty to 4 Counts | 


On Eve of Trial 


LOS ANGELES. —H., J. Caruso, 
Los Angeles-area auto dealer who 
was indicted on 44 felony counts 
growing out of charges of swin- 
dling customers, pleaded guilty last 
Tuesday to two charges of grand 
theft and two charges of forgery. 

His trial had been scheduled to 
begin last Wednesday. Six of 
Caruso’s salesmen, who were in- 
dicted with him, pleaded guilty to 
a single charge apiece. 

Twelve other Caruso aides sub- 
mitted the question of their guilt 
to a judge while. still another said 
he would do so later. 

Caruso pleaded guilty after days 
of conferences with prosecutors. 
He will be sentenced Nov. 8 when 
a probation report will be made 
and the remaining 40 counts 
against him will be disposed of. All 
who have entered guilty pleas are 
free on bail. 

Caruso operated four dealerships 
in Los Angeles suburbs. One of 
them has been closed since his 
legal troubles began last spring. 


Syracuse Show 


To Open Feb. 15 


SYRACUSE.—The Syracuse Au- 
tomobile Dealers Assn. will hold its 
1958 auto show Feb. 16-22. 

Show dates were announced by 
Edgar J. Arnstine (De-Soto Plym- 
outh), association president. 
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John O. Munn Dies at 71; 


Advised Dealers 36 Years 





TOLEDO.—Funeral services were 
held here Sept. 28 for John O. 
Munn., 71, Automotive News dealer 
advisory editor and confidant of 
franchised dealers for 36 years. 

Mr. Munn ‘died Sept. 26 in St. 
Vincent’s Hospital here following 
several weeks’ illness, He had 
suffered from myeloma, a bone 
disease. 

A former NADA secretary, Mr. 
Munn had been a regular partici- 
pant in NADA conventions and 
directors’ meetings and in the 
semi-annual sessions of ATAM. 
He was elected an honorary 
member of ATAM at its Mon- 
treal meeting in July. 

Mr. Munn counselled dealers 


bution in delivering to automo- 
bile owners what they really buy 
—satisfactory miles of transpor- 
tation.” 

A native of Watertown, S. D., Mr. 
Munn first became associated with 
Toledo and the automobile industry 
in the pioneering days of 1909. He 
took an advertising job with the 
late John: N. Willys when the 
latter’s Overland Corp, bought the 
old Pope-Toledo plant. 


* * > 


Promoted at Willys 


B* 1913, Willys had moved his 
auto manufacturing operation 
from Terre Haute, Ind., to Toledo. 
Mr. Munn was promoted to assist- 


the ; ‘ ‘ ant advertising director. 

son both in a private capacity and as ‘i on s 

heir author for 17 years of one of their wt ae i Will ie a a 
rite reading habits, the “Deal- e 8S. fle was War 

for ate "ss M. Canaday, who later was to be- 








come chief executive of the Willys- 
Overland organization. It was in 
this wartime era that Mr. Munn 
helped create the first $1 million 
auto ad budget in history. 

Towards the end of World War 
I, Mr. Munn decided to go into 

the advertising business for him- 
self. He teamed up with Sterling 

Beeson in organization of a To- 

ledo advertising agency known 
today as Beeson, Reichert, Inc. 

Mr. Munn served with this agency 
from its inception in 1918 until 
his death, at which time he was 
chairman of the agency’s board 
of directors. 

While with Beeson, Mr, Munn 
handled such accounts as the Willys 
headlight, Airway electrical appli- 
ances and Ransom & Randolph 
dental equipment. 


— service volume and profits. | 


In 1921, Mr. Munn recognized the | 


role automobile dealers were begin- 


ning to play in the growth of the! 
industry. He organized the John O.| 
Munn Company as a dealer counsel- | 


ling service, providing dealers 



















































































|throughout the world with a 
= JOHN O. MUNN |monthly newsletter, advertising aids 
old . . . dealers lose a friend |and general business advice. 
on- * * * | * 
yer- ers Tell Me” column, which ap-|'"J‘HROUGH John O. Munn Co. 
and peared weekly on Page 3 of AvurTo-| contacts, Mr. Munn’s intimate 
the motive News. acquaintances among automobile 
in He also published the monthly | 4¢@lers and knowledge of the re- 

Munn Newsletter for Auto Dealers, | ‘iling end of the business grew to 

ain- * + & = ——— level in the 1920s 

. MUNN took over authorship | *” : 

—o M® the Dealers Tell Me cant He was drafted as secretary of 
1956. in Automotive News on Sept. 9, 1940, | the National Automobile Dealers 
d its two days after his 54th birthday. | Assn. in 1933, after the organization 
mar- He had never missed a column |8°t @ new lease on life under the 
deadline, having provided Avtomo-| National Recovery Administration 

) we News with more than 900 col-| (NRA). Then, he served with NRA 

* ums in his 17 years as a regular | Prior to its court-ordered demise in 

5 contributor. 1935 as secretary of the national 

The first Dealers Tell Me column | ee for the motor vehicle 

by Mr. Munn summed up his dedi- | Tet#!ling trade. 
uls cation to automobile d sal ers in| _,A staunch Toledoan, Mr. Munn 

these words: always was active in the com- 
“It (the column) will beat the | ™Unity to which 3 had — as 

drums a young man, He prepared a 
an dealer a ae Se | series of Toledo “leadership” ads 
yunts security and permanence, and | f°F the Saturday Evening Post 
win- will attempt to hold constantly | ™ 1978 and was rewarded the 
last before the entire industry the | *#me year by being elected presi- 
rand importance of the dealer’s contri- dent of the Toledo Chamber of 
gery. Commerce. 

.d to Mr. Munn also was a member of 
se off the fashionable Toledo Club and 
. ime index regaled friends often with the story 
ty to of how the northwestern Ohio 
y metropolis “lost out’ to Detroit in 
sub- Advertising News the race to become the auto captial. 

uilt ° ° 

Said fp | Avo morte Reset 2222! 13 || Wrote ‘Selling Guide’ 

Auto World in Brief ........... 64 R. MUNN was the author of 
days CER, co aacssebenecces 10 several books on automobile re- 
tors. TENA. cis o-accdinceeee’ 28 || tailing, including the popular “A 
when RS AE OR ok cee csvcccwe 18 || Guide to Automobile Selling,” pub- 
made EEE sd 0 gs Vedehu dss xen ol 10 || lished in 1950. 
ounts lod am Cine cuie'sandkwls 51 His kinship with dealer interests 
f. All Highway and Safety News ...... 22 || was emphasized by the late Chris 
s are s,s coc unie 45 || Sinsabaugh, former editor of AuTo- 

TT nk 6a Chaaeadsaawe 10 || Motive News in introducing Mr. 
ships Haw Products ..............00. Munn to readers as a new column- 
ne Of Pimeemitvcries ..... 22... ewes ist on Sept. 9, 1940. 

e his Ports-Accessories News ......... 41 “No man in America,” Mr, Sin- 
1g. Personnel (Factory) ............. 68 || sabaugh said of Mr. Munn, “is 
MueYices, Foreign-Caor ............ 60 better known or better liked by 

i MAES, oo usc 0schescee 50 the automobile dealers of Amer- 

| Production by Makes .......... 69 || ica, Independent; fearless and a 
‘ | Registrations, Cars, Trucks ...... 50 keen analyst of trends in this 
) “}Salesmen—Case Histories ...... 19 || ever-changing business of selling 

a asd tj ahhe nnponne 38 || motor vehicles, he has earned a 
» Au- Bi truck Highlights .............. 29 || reputation for always being fair 
ld its essa bns sees scrcevee and honest. His advice and coun- 












Used-Car Auctions 

















sel, now available through this 
column, will mark a long step 


forward in the service Automo- 
(Continued on Page 66, Col. 4) 
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Wisconsin Dealers Elect— 





The Wisconsin Automotive Trades Assn. elected new officers during its annual 
meeting in Milwaukee. They are, seated, from left, Vern Sell, Ashland, first vice- 
president; William Bryden, Beloit, president, and Arthur Gilsdorf, Fond du Lac, 
second vice-president. Standing: Leonard F. Rohrbach, Milwaukee, secretary-treas- 
urer, and Louis Milan, Madison, executive vice-president. 
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Teamster Pressure 


On Dealer Bared 


Senators Hear Charge 
Of ‘Death’ Plot 


By Frank Gawronski 
Staff Writer 


_— story of how Detroit Team- 
sters under James R. Hoffa, 
Midwest Teamsters boss, literally 
“hounded” to death a Detroit auto- 
mobile dealer suffering from a weak 
heart was unfolded in testimony 
before the Senate 
rackets committee 
last week, 

Joseph M. .Kritch, 
a former Teamster 
and now a Livonia 
(Mich.) auto sales manager, told 
the committee that the late Fred J. 
Love was the victim of a deliberate 
plot during a Teamster-organized 
strike of auto salesmen in Detroit 
in 1954. 

He said he was told of the plot 
by Henry Lower, then head of 
Teamster Local 376 in Michigan 
and one of Hoffa’s chief lieuten- 
ants, who was trying to organize 
Detroit’s auto salesmen. 

Kritch testified that Love’s deal- 
ership, Rosedale Motors, Inc. (Olds- 
mobile), was covered by only a few 
pickets in June, 1954, when Hoffa 
and Lower learned that Love had 

a weak heart. 

“Then they deliberately put the 


Of Backshop Space 


pressure on,” Kritch testified. 
“They called Love and told him 
they would ‘wheel him out in a 


| 
| 


use of floor space in backshops was| used cars. They are good sales 
_urged by D, L. McClellan, Detroit, ammunition in selling the car, he 
| assistant parts and service manager | said. 

for American Motors Corp., to in- 


Speaking at the llth annual 
convention of the Northwest Auto 


agers Assn., McClellan said any (technician is the prestige of the 
floor space not devoted to stall (dealer in his community and the 
use should be analyzed to deter- | prestige of the dealer is the prestige 
mine how it can be employed (of the products that we, in the 
profitably. industry, manufacture. 

One productive stall is worth the} “When the service technician is 
profit from a new-car sale each) given his proper place in the 
month, he said. | io 

He urged that dissatisfied cus-| ‘dustry and is capable of per- 
tomers be handled promptly. forming high-quality work satis- 

“A dissatisfied customer,” he| factory to the owner, the reputa- 
said, “is one who has been into! tion of the dealer and the 
your shop more than once to have | manufacturer of the vehicle is 
a complaint remedied. Spend the! protected.” 
oe Soe ae do the job right | He saw no relief from the short- 

Servieo-Bcor salesmen should be | 28e of trained mechanics until 
trained to fill out repair orders 
completely, he said. 

“A large percentage of com- 


aggressive efforts to enhance the 
| prestige of the technician and to 


: j}attract qualified people to the 
plaints originate from instances trad d giv h th igh 
where the repair order has been ‘coco give them the right 


scantily prepared by the service |~ ; 
lesman,” he said. : To become an automotive tech- 
He suggested that records be kept | Miclan is a stepping stone to other 
_—______—_——_—_—_——| occupations in the dealer shops,” 


Hopkins continued. “Automobile | 


PORTLAND, Ore.—More efficient; of all work done in reconditioning | 


Urging proper recognition for the | 
mechanic, Philip B, Hopkins, gen-| 
eral service manager for Chrysler | 
Dealers Parts and Service Man- |Corp., said “the prestige of the) 





casket.’ 

“They threw 50 to 75 special jeer- 
ing pickets around his place, who 
shouted obscenities and even spat 
in the faces of customers,” Kritch 
said. 

Police called union representa- 
tives in for questioning after the 
campaign of harassment spread 
to Love’s home. None was prose- 
cuted. 

Love had asked for police inter- 
vention when a brick smashed 
through a window as he sat with 


|his family in the living room. 


Three months later Love was 
dead, his heart gave out. A few 


| weeks later the unsuccessful strike 


ended. 
Kritch said he was told by the 
(Continued on Page 67, Col. 1) 





August Increase 
In Auto Paper Put 


| dealers, schools and industry make | 


At $160 Million 


WASHINGTON.—A rise of $160 
million in auto paper led an in- 
crease in all consumer installment 
credit during August, the Federal 
Reserve Board reported last week. 

The total climb amounted to $346 
million. The gain was slightly 
smaller than for August, 1956 and 


Sutter to Speak 
At 3-Day Parley 
Of Ohio Dealers 


COLUMBUS, O.—NADA Presi- 


and parts manufacturers also need | considerably under the gain regis- 
|}men with training in automobile|tereqd in the same month of 1955. 
|mechanics, Fleet operators, insur-| The rise in auto paper was $43 
|ance companies, parts distributors, | million less than the July boost. 

too, are employers of men with| The August advance brought 


| backgrounds in the automotive/ total consumer debt to $42.9 billion, 
| service trade.” 


dent Frederick M. Sutter will be} 


a principal speaker at the 24th an-| 
nual convention of the Ohio Auto- 
mobile Dealers Assn. here Nov. 
10-12. 

Other speakers include Rep. J. 
Harry McGregor, Ohio Republican; 
Charles L. Jacobson, Chrysler Corp. 
dealer relations vice-president; 
Richard L. DeChant, Cleveland 
Electric Illuminating Co., and Nel- 
son K. Mintz, past president, New 
York State Automobile Dealers, 
Inc. 

A special program is planned for 
wives of members, highlights of 
which will be a tea and tour at the 
governor’s mansion. 

George C. Llewellyn, president of 
the Ohio chapter of the Automobile 
Old Timers, has announced that his 
group will hold its annual break- 
fast here Nov. 12. 


Pasadena Car Dealers 


Elect Karl President 


PASADENA, Calif.—The Motor 
Car Dealers Assn. of Pasadena 
has elected George Karl president. 

Other officers elected are Ernie 
Porter, vice-president; Bob Loud, 
secretary-treasurer; and Dick Fox, 
director. Holdover directors are W. 
A. Knoll, Henry Kroll and Verne 
Orr jr. . 


| approximately $3 billion more than 


Clark B. Graham, president of | a year ago. 


the Automobile Dealers Assn. of 
Portland, rapped dealers who 


ended Aug. 31 stands at $925 


The auto increase for the year 
million. 


(Continued on Page 69, Col. 3) 


On the House... 
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“Advertising copy now being used by many auto 
makers is terrible,” charges the North Dakota Auto 
Dealers Assn. “The theme is ‘the dealer is dying to 
give you all his profit—hurry.’ Where do the makers 
get the authority to proclaim to the world that their 
dealers are willing to pay these exorbitant amounts 
or that a dealer will discount a new car tremen- 
dously? It’s time for the factories to review their 
advertising to find out if perhaps there may be 
something about their product worthy of mention- 
ing except promising the buyer that their dealers 
will give the buyer his profit”. . . 

Wemhoft For the first time, consumers will be represented 
in talks before NADA’s next convention in Miami. They'll tell 
dealers and makers what they’re doing, right and wrong, from a 
consumer’s standpoint . . . Oregon association has added five new 
members .. . Wife of Tom Braden, chief of Denver association, 
died Sept. 28. 

Much is being said about John O. Munn, my fellow columnist on 
this page for many years, who died last week. He began his “Dealers 
Tell Me” column for Automotive News in 1940, about three years 
before I became editor. His influence and guidance were tremendous. 
He was one of the nicest guys I ever knew. 


—Pete Wemuorr, Editor, 
Automotive News 
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But Year Is Ahead on Calendar Basis .. . 


57 Model Run Below ’56 


(Continued from Page 1) 


dropped 12.7 percent; AMC, 0.3 per- 
cent, and S-P, 30.9 percent. 

Chrysler Corp., with only its 
Chrysler division (excluding Im- 
perial) losing ground, turned out 
1,213,363 cars, or 19.54 percent of 
total industry assemblies during 
its 57 run, compared with 
1,006,070 cars and 15.98 percent 
im 1956. 

Plymouth was the corporation’s 
big gainer as it turned out 650,978 
cars for 10.48 percent of total out- 
put in ‘57, compared with 520,877 
and 8.27 percent in ’56. 


_ picked up its 0.83 points 
on 289,141 assemblies or 4.66 
percent of total output in ’57, 
compared with 240,966 units and 
3.83 percent a year ago. 

Imperial more than tripled its 
output over '56 as it turned out 
35,754 cars for 0.58 percent of 
total output in 57, compared 
with 10,685 or 0.17 percent a year 
ago. 

DeSoto picked up its 0.17 point 
gain on the basis of 122,040 assem- 
blies and 1.96 percent of total out- 
put in 57, as against 112,883 cars 
and 1.79 percent in ‘56. 


> > + 


HRYSLER division’s output 

dropped from 120,709 cars and 
1.92 percent of total] output in '56 
to 115,420 and 1.86 percent this 
year. 

Ford Motor, picking up its 2.36 
points mostly on a record- 
breaking operations at Ford di- 
vision, turned out 2,002,216 cars 
for 32.24 percent of total output 
in 'S7, compared with 29.38 per- 
cent and 1,349,412 cars a year 
ago. 

The company total for 1957 also 
marked a model-run high for Ford, 
surpassing the corporate total of 
1956. 


poe division set a record for 
model-run assemblies when it 
built 1,674,343 cars for 26.96 per- 
cent of total output in °57, com- 
pared to the previous record of 
1,468,733 cars and 23.33 percent 
during the previous mode] run. 

Mercury lost its 0.60 points on 
the basis of a production of 
286,163 cars and 461 percent of 
total output in °'57, compared 
with 327,943 cars and 5.21 per- 
cent in 56. 

Lincoln turned out 41,123 cars for 
066 percent of total industry 
operations in °57, compared with 
50,323 cars and 0.80 percent in "56. 


INTINENTAL assembled 587 

cars for 0.01 percent of total 
output during the ‘57 model run, 
compared with 2,413 assemblies and 
0.04 percent a year ago. 

GM's drop of 5.94 points from 





For Her Majesty— 

This Cadillac Biarritz convertible with a 
crystol-clear plexiglass top has been spe- 
cially ovtfitted by General Motors of 
Canada for use of Gueen Elizabeth and 
Prince Philip during their visit to Canada 
and the United States. The windproof and 
waterproof “bubble” top is easily remov- 
able if true “convertible” weather pre- 
The cor, equipped with special in- 
lighting for night use, will be flown 
from Ottawa to be avail- 
the Royal party's arrival in the 


U. S. capital. 


@ year ago was a result of out- 
put declines at all five of its as- 
sembly units. 

The result was that the corpora- 
tion turned out only 2,823,106 cars 
for 45.45 percent of total industry 
output in ’57, compared with 
3,235,241 cars and 51.39 percent the 
previous year. 

+ cd + 
UICK was GM’s big loser as it 
dropped from a production of 
572,024 cars and 9.09 percent of 
total output in ’56 to 405,086 as- 
semblies for 6.52 percent in ’57. 

Oldsmobile lost its 1.52 points 
on the basis of a production of 

only 384,392 cars for 6.19 per- 

cent of total industry assemblies 

in °57, compared with 485,459 

units and 7.71 percent the: pre- 
vious year. 

Pontiac dropped 1.06 points on 
334,041 cars and 5.38 percent of 
total industry output in °57, com- 





Ark. Dealers Vote 75% 
For Territory Security 


JONESBORO, Ark.— Arkansas 
dealers have voted overwhelm- 
ingly in favor of reinstatement 
of territorial security, NADA Di- 
rector Roland Hughes, Jones- 
boro, told Automotive News last 
week. 


Hughes said sentiment on the 
various proposals for service re- 
sponsibility was much more di- 
vided. The Arkansas Automobile 
Dealers Assn. conducted the post- 
card poll as a prelude to this 
week’s NADA board meeting in 
Washington. 

Between 75 and 80 percent of 
the voting dealers favored “some 
sort of territory security,” Hughes 
reported. Thirty-three percent 
backed the NADA plan, 25 per- 
cent the ADSA proposal and 40 
percent either had no opinion or 
| suggested that NADA and ADSA 
should combine their proposals. 





relatively greater demand because 
they usually are purchased as a 
“first” car. These transactions 
usually involve a tradein. 


jority of transactions on “second” 
|cars naturally are clean deals. 


used-car scarcity in those areas. 
> * - 


RICEWISE, the used-car mar- 

ket firmed a bit last week, after 
taking successive weekly tumbles 
for a full month, although the 
trend was still downward. 

The overall average price of used 
units sold at wholesale auction last 
week, according to AUTOMOTIVE 
News’ index, declined $2 to $842. 


Edsel Dealers 
Get Tips on TV 


DEARBORN.—Edsel, in an un- 
usual action for a television spon- 
sor, is writing all its dealers calling 
attention not only to its own TV 
Spectacular Sunday, Oct. 13, but 
also two others that same night. 





Bing Crosby and Frank Sinatra/|~ 


star in “The Edsel Show” over 
CBS-TV from 8 to 9 p.m. New 
York time. Other stars will include 
Rosemary Clooney and Crosby’s 
youngest son, Lindsay. 

Edsel dealers also were urged to 
watch “Pinocchio,” starring Mickey 
Rooney, Walter Slezak and Fran 
Allison. This precedes “The Edsel 
Show” on NBC-TV from 6:30 to 
7:30 p.m. New York time. The 
third special program, the 75th 


anniversary commemoration of 
Standard Oil of New Jersey, stars 


Tyrone Power, June Allyson, Jimmy 
Durante, Marge and Gower Cham- 
pion, Bert Lahr, Jane Powell and 


time. 


As New Models Near... 


| Used-Car Market Sliding 


(Continued from Page 1) 


In the metropolitan areas, a ma-| 


This, of course, contributes to the! 


pared with 405,730 cars and 6.44 
percent in ’56. 
+ * + 

HEVROLET drew just 25 per- 

cent of total output on 1,522,747 
units this year, compared with 
25.69 percent on 1,617,387 cars 
during the 1956 model run. 

Cadillac skidded the least of 
any GM unit as it dropped 0.10 
points on a production of 146,340 
and 2.36 percent of total output 
in °57, compared with 154,631 cars 
and 2.46 percent in 56. 

Rambler was the only member 
of the Little Two to pick up any 
ground from 1956. 

. * * 

HE American Motors unit 

turned out 84,627 cars for 1.36 
percent of total industry output in 
57 to pick up 0.30 points from ’56, 
when it assembled 66,573 cars for 
1.06 percent of industry output. 

On a corporate basis, AMC 
output stood about level with ’56 
—the corporation turning out 
99,209 cars for 1.60 percent of 
total factory output in ’57, com- 
pared with 99,507 cars and 1.58 
percent during the previous 
model run. 

Nash showed the biggest slump 
as it dropped from 22,263 assem- 
blies and 0.35 percent of total in- 
dustry operations in '56 to 10,330 
cars and 0.17 percent in °57. 

* * = 


Thea eed tumbled 0.10 points on 
the basis of 4,252 cars and 0.07 
percent in ‘57, compared with 
10,671 cars and 0.17 percent the 
previous year. 

S-P turned out 72,330 cars for 
1.17 percent of total factory as- 
semblies in °57, compared with 
105,350 cars and 1.67 percent in 
"56. 

On a divisional basis, Packard 
dropped from 28,805 cars and 0.46 
percent of total output in °56 to 
4,761 cars and 0.08 percent in °57, 
and Studebaker skidded from 
76,545 cars for 1.21 percent in "56 
to 68,069 assemblies and 1.09 per- 
cent this year. 





It was the smallest setback re- 
corded in a month’s time. 

For the first time in four 
weeks, some models last week 
escaped losses. The price of ’52s 
remained unchanged at $328, 
while "51s held steady at $230. 
Meanwhile, ‘50s went up $3 to 

$185; "53s advanced $2 to $494, and 
‘55s gained $2 to $1,166. 

Among models which showed re- 
duced prices, 54s went down $5 to 
$790; "57s were off $9 to $2,062, and 
|’56s declined $10 to $1,481. The ad- 
justed prices on all three models 
represented new lows for the year. 

The overall average price of 
$842, however, compares favorably 
with the $799 recorded on the 
corresponding date a year ago. 





= 





‘58 Dodge Pickups Feature Easy Loading— 

The 22-inch loading height of this half-ton Sweptside Series 100 model points up a 
others. It will be seen on NBC-TYV | key convenience feature of 1958 Dodge pickup trucks. This Sweptside 100 can carry a 
from 9 to 10:30 p.m, New York | 1,675-pound load. The new line of Dodge trucks includes models with gross vehicle 


New Legal Aide for ADSA— 


Joseph W. Burns, seated, former chief counsel of the Senate Antitrust and Monopoly 
Committee, has been retained as special counsel of the Authorized Dealer Survival 
Assn. Standing, from left, are R. T. Scott (Chevrolet, Okla. City), Treasurer, ADSA, and 
H. Mead Norton (Buick, Okla. City), Chairman ADSA. 








NADA Parley 


Tomorrow 


Holds Fate of ADSA 


(Continued from Page 1) 


problem. The [Illinois Automotive 
Trade Assn. commended ADSA for 
this last week. 

Another boost for the ADSA plan 
was contained in a motion adopted 
Wednesday by the Michigan associ- 
ation board of directors. The mo- 
tion exhorted NADA either to 
campaign for service-responsibility 
legislation or switch its support to 
the ADSA program. 

The Missouri association’s pro- 
posal for a dealer survey on ADSA 
opinion has not attracted official 
support in any other state. But 
many directors remarked that it 
offered a way of gauging dealer 
opinion throughout the country on 
the cross-selling issue. 

Another idea which will be 
thrown into the hopper at the 
directors’ meeting calls for a 
“friendly court test” of a service- 
responsibility plan. This pro- 
posal, first advanced by the Auto- 
motive Trade Assn. Managers, 
was endorsed last month by the 
Wisconsin convention. 

A proposal for a test of a terri- 
tory sales bonus plan in a selected 

area has been made by Pennsyl- 
vania Director W. M. McCune, of 
Kittaning. McCune said he had 
proposed the pilot study of service 
responsibility to Ford Motor Co., 
whose officials have said they were 
making a canvass of all territory- 


security suggestions. 
* - 
A RESOLUTION adopted by the 
Louisiana association’s board 
of directors last week commends 






all 


weights ranging from 5,100 to 46,000 pounds. 


ADSA as a “progressive movement” 





oy le Deh < 


te 


and urges that the leaders of | 
NADA and ADSA seek to unite | 


their efforts. 

At their convention in Atlantic 
City Thursday, the New Jersey 
dealers asked the NADA directors 
to adopt a “definite, concise and 
feasible plan” for service responsi- 
bility. The resolution made no 


a 


mention of the ADSA or NADA : 


plans. 
In a Detroit interview, NADA 


Executive Vice-President Frederick | 


J. Bell stressed that NADA had 
not closed its doors to any terri- 
tory-security proposal which is in 
the public in®erest. Any suitable 
plan which has industry support 


q 


will be pushed by NADA in the | 


departments of the national gov- 
ernment, Bell said. 


The announcement of Burns’ 
appointment as ADSA special 
counsel highlighted a week in 
which ADSA membership con- 
tinued to increase. All dealers in 
the Columbia (Mo.) and Camden- 
Sumter (S. C.) areas have en- 
rolled in the organization. 


Burns was instrumental in the 
conduct of the O’Mahoney commit- 
tee’s hearings in 1955, which delved 
into relationships between General 
Motors and its dealers. He was @ 
Department of Justice attorney for 
11 years before entering private 
practice. 

* > * 
ORTON’S mail last week was 
filled with favorable, unfavor- 
able and neutral letters from other 
NADA directors and members. 

Thomas F. Abbott jr. (Pontiac), 
Fort Worth, the NADA director for 
northern Texas, called on Norton 
to “quit fighting and get together 
with your fellow dealers.” 

“We should beware of taking 
steps which do not have the force 
of the entire dealer body behind 
them or steps which are only half 
answers,” Abbott said. 

Lloyd asked Norton to “abandon 
ADSA and join ranks with NADA 
to the end that we can all support 
one proposal sponsored by one 
organization.” 

7 + + 
a= Floridian warned against 
advocacy of any territory-secur- 
ity course outside of NADA’'s 
chosen program 

ADSA proposes that the manu- 
facturers underwrite a 5 percent 
bonus for sales inside a dealer’s 
designated territory. NADA’s 
plan calls for price increases te 
pay for intra-territory bonus in- 
centives, coupled with an in- 
fringement indemnity pool. 
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When your dealership teams up with Associates, you’re on 
a winning team that has paid off in extra sales and profits 
s for thousands of successful automobile dealers. At Associates 
Pa rtners . we always try to operate as your partner because in a very 
On Th e real sense we are your partners—our local office has only 
one function and that is to serve you, speed your deals 
through, give you all the tools and assistance to control the 
Same Team deal from beginning to end. Won’t you let us show you how 
Associates’ specialized automobile financing service can be a 
valued member of your sales team? Call your Associates 
branch today! 


“*A finance connection that has 
a thorough knowledge of 
your industry can be a tremendous 
asset to your sales team !’’ 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Paperwork and Profits . . . 
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Bootlegging Pipeline 
To West Traced 


By L, H. Houck 
Staff Correspondent 

OMEWHERE WEST OF LAR- 

AMIE.—This correspondent had 
to come way out here in the region 
made famous by Ned Jordan, an 
Automotive News columnist, to find 
out how bootlegging of new cars 
is carried on in Chicago and Kan- 
sas City. 

One dealer made a special trip 
to Kansas City and visited one 
of the larger used-car dealers 
early in the model year. There 
he found dozens of cars of his 
make that he had ordered and 
couldn't get. 

He had been attending the auto 
auction and he mentioned this situ- 
ation to another dealer who hap- 
pened to be acquainted with the 
owner of the used-car lot. So they 
called on him for a friendly chat. 

He proved to be an open-handed 
chap and an easy talker. He said 
his cars were sold to him by one 
of the largest dealers of that make 
in Detroit. 

He said that he bought a couple 
of trucks of the auto-transport type 
and hauled his own cars into Kan- 
sas City from Detroit for less than 
$45 per unit and that every car on 
his lot (new cars of that particular 
make) cost him $20 less than any 
authorized dealer in Kansas City 
could get like cars. 

>: > * 

OU don’t have to have it down 

in Sanskrit or braille to see 
that with the right kind of pro- 
motion why I have buyers coming 
from all over Missouri, Kansas and 
Oklahoma,” the used car dealer 
said. 

“I aim to draw $100 over cost or 





steal the used car and on such 
deals I have eliminated authorized 
dealer competition. They can’t even 
sell near me,” the used-car dealer 
continued. 

With this surprising frankness 
the visitors asked if they could look 
around and the used-car dealer 
waved them on with his hand. 

“Sure, look all over and I'll try 
to answer any questions.” 

The two visitors then found, in 
the hundred or so new models, some 
cars with the sticker used by a 
Kansas City authorized dealer. 
They wanted to know how that 
came about. 

“Well, I don’t always have the 
color or model that a buyer 
wants,” the used-car dealer said. 
“Now take a boy who comes up 
here from Oklahoma, He doesn’t 
want to go back without getting 
the car of his choice and I won’t 
let him get off the hook, 

“Well, I call a certain dealer in 
Kansas City with whom I have a 
sort of exchange agreement. He 
lets me have a car or two when I 
need special colors or models and 
I let him have a car or two when 
he gets short of one that I have on 
hand. 

“Of course, this dealer bills the 
customer direct sé it doesn’t show 
on his books that he is selling to a 
used-car dealer but I complete the 
deal here. The customer may never 
know his car came from another 
Kansas City dealer until the title 
papers go through. 

“And about them two transport 
trucks,” the used-car dealer said, 
“best investment I ever made. You 
know they claim that the factories 
own some of the transports and 
they ‘had been charging so much 


400 Ancient Cars 


To Join in Tour 


ROCHESTER, N. Y.—Over 400 
antique automobiles from all over 
America will compete in the 12th 
annual Revival Glidden Tour start- 
ing Oct. 12 at Roanoke, Va. 

The eight-day, 526-mile tour, 
sponsored by the Antique Automo- 
bile Club of America, will visit 
Roanoke, Charlottesville, Williams- 
burg, the Jamestown Festival, 
Washington, D.C., and Hershey, Pa. 

The old autos will recreate the 
early days of the 1900’s and the 
Glidden Tours by driving thousands 
of miles to participate in the coun- 
try’s largest gathering of antique 
automobiles. 





freight that the Government made 
them reduce the rates. It’s a wonder 
that more dealers don’t haul their 
own.” 

* = 


* 
IHESE two inquisitive western 
gents thought they’d go to Chi- 
cago and nose around a little. There 
they found that a dealer in another 
make had just sold 300 units to a 
leasing company for $25 over in- 

voice per unit. 

They asked the dealer if he 
thought they were to be used for 
lease purposes. 

“Not likely,” the authorized 
dealer said. “I didn’t ask any 
questions because this leasing 
company has been authorized by 
my factory to buy at lease whole- 
sale prices. 

“I am quite sure, however, that 
they'll show up on used-car lots 
around the country.” 

Since one of the inquisitive West- 
erners was an authorized dealer for 
this make “Somewhere West of 
Laramie” he complained to the 
factory. 

The factory bristled with right- 
eous indignation and sent one of its 
bright young men to check the 
dealer’s books. Of course, the West- 
erners didn’t wait but they did 
check the situation three months 
later. 

The bright young man checked 
the dealer’s books and found them 
in order since he had made a sale 
to a leasing company which had 
authority to buy or was approved 
by the factory. 

So the bright young man went to 


the leasing company to see how the | 
300 units were faring as drive) 


yourself taxicabs but none of the 
numbers could be found on the en- 


gine blocks of the vehicles on hand. 
> 7 


o 
QUsSSQUENILY these 300 units 
showed up on used-car lots and 
at auctions all over the country. 
That should be the end of the 
story and the letter the factory sent 
to the curious dealer “Somewhere 


West of Laramie” concluded on 4| jargely a promotional device. Pon-| 


righteous note, stating that the 
leasing company had its rights can- 
celled. 

But it seems that some Western- 








How Fuel Injection ‘Brain’ Works— 


This diagram of Chrysler's new fuel injection system shows the paths of the various 
signals for fuel requirements to the “brain"’ or modulator. An electric pulse is 


lengthened or shortened by the “brain,” which opens the injector valves for precise 


metering of the right amount of fuel into the cylinders. | 
"2 = 


Ch 


rysler Fuel 


* 


Injection Unit 


Optional on Some ’58 Cars 


MIAMI BEACH. Chrysler 
Corp.’s new fuel .injection system 
will be offered as extra-cost equip- 
ment for 1958 Plymouth models 
equipped with the new Golden 
Commando V-8 engine, Dodge cars 
with the new D-500 engine and the 
DeSoto Adventurer and Chrysler 
300-D. 

The fuel injection system was 
demonstrated here for the first 
time at the national press preview 
of 1958 cars and trucks. 

The system, an adaptation of 
one developed by Bendix Avia- 
tion Corp., will be supplied by 
Bendix. Price will be announced 
when the cars are introduced late 
this month. 

The Bendix system also was used 
by American Motors on some of its 
high-performance Rambler Rebel 
models this year. It was priced at 
$395. 

Chrysler is the third auto firm to 
offer fuel injection. Chevrolet used 
it on some 1957 models, but it was 


tiac used the system on its Bonney- 
ville sports cars, used only for show 
purposes by dealers. The Chevrolet 
system was priced at $484. GM's 


ers just don’t take the word of the| fuel injection unit was developed 


Easterner. 
This Western dealer went back 


| 


to Chicago and visited the leasing | 


concern with an offer to sell it 
some cars in blocks of 100 pro- 
vided it had authority to buy or 
was approved by the factory. 

The leasing company said they 
had been suspended for 30 days 
over a slight disagreement but that 
now for a couple of months they 
were buying and would be glad to 
take on a bunch of new units— 
say 300. 

The Westerner went back to his 
home on the range, a sadder and 
wiser man. 





aa 


Goliath Importer— 

R. H. Peterson, right, president, Goliath 
Imports, Inc., Burlingame, Calif., bids 
goodbye to Paul McNamara, public re- 
lations director for Goliath in America, 
as he leaves for a series of meetings with 
Goliath-Werk executives who manufacture 
the popular Goliath car in Bremen, Ger- 
many. Peterson plans to make stops at 
St. Louis, Detroit and Albany on his way 
East to visit new distributors who are 
being set up in the Midwest and North- 
east. 





by the Rochester Products division. 

In addition to super-fast 

warmup, the Chrysler fuel in- 
jection unit has increased fuel 
economy in extensive laboratory 
and road tests. Precise electronic 
control provides for optimum dis- 
tribution of fuel to the cylinders 
for greater efficiency, Chrysler 


says. 

The Chrysler system differs from 
others in its fundamental concept 
in that the gasoline is portioned 
out by means of electrical pulses 
rather than a mechanical metering 
device. 

Heart of the system is a “brain” 
about the size of a three by five- 
inch file card box, which houses 
a transistor-equipped electronic 
modulator. 

Located in front of the radia- 
tor, this electronic brain receives 
electric signals from various 
sensory units mounted in and 
around the engine. These signals, 
reporting such variables as en- 
gine temperature, throttle posi- 
tion, air temperature, engine load 
and altitude are instantly and 
constantly translated by the 
“brain” into the precise fuel re- 
quirements of the engine whetli- 
er it is idling, climbing or des- 
cending a mountain, cruising on 
the open highway or moving in 
stop-and-go ec. 

The “brain” lengthens or 
shortens an electrical pulse ac- 


Indictment Charges Dealer 


Turned Back Speedometer 
LOUISVILLE.—George Byers & 
Sons, Inc., Louisville auto dealer- 
ship, has been indicted on a charge 
of setting back the speedometer on 
an auto sold last March to R. A. 
Palfreeman. Penalty on conviction 
is a fine of $100 to $300. 
Palfreeman, according to As- 
sistant Commonwealth Attorney 
Charles Porter, presented an affi- 
davit from the car’s former owner 
showing a mileage discrepancy. 








cording to this information. Each 
pulse then is sent out to open the 
injector valves the right length of 
time to allow the proper amount of 
fuel to be metered into the cylin- 
ders. 

Frequency of the pulse is de- 
termined by engine speed. The 
length of the pulses can be con- 
trolled to one-thousandth of a 
second. 

Gasoline is pumped from the 
tank into pipelines which travel 
along the top of the engine to serve 
both banks of cylinders. A key part 


|of the fuel supply system is a new 
| electric-motor-driven fuel pump 


submerged in the gasoline tank. 

As a precaution against flood- 
ing, the fuel-pump motor will 
not start until the engine is 
being started and will not oper- 
ate when the engine is stopped. 
Every care has been taken to 

keep air, dirt or metal particles out 
of the fuel pipe-line Chrysler says. 

In addition to an extremely fine 

filter which catches anything big- 
ger than five-millionths of an 
inch, there is a magnetized wire 
spring in the pressure regulator- 
filter which captures any minute 
metal particle which might sneak 


Franchises Held — 


Worthless Without 


Dealer Security 


DAVENPORT, Ia. — Sixty - five 
franchised dealers from _ eastern 
Iowa declared last week that either 
a service-responsibility plan should 
be adopted “quickly” or NADA 


franchise system. 

At a special meeting here, the 
Iowa group instructed state repre. 
sentatives at the NADA board 
meeting this week to present the 
resolution for consideration. 

The resolution cited the decline 
in new-car sales over the past two 
years as evidence that the fran- 
chise system is weakening. 

“The auto dealer under the fran- 
chise system is obligated to pur- 
chase from but one manufacturer 
who fixes prices to suit himself 


while denying the dealer the right * 


to shop and compare and bargain 
freely with all auto manufacturers 
for new cars, a situation which 
brings about tremendous increases 
in the cost of automobiles to the 
public,” the resolution said. 


The resolution expressed alarm ® 


at the dealer mortality rate and 
said dealers of all sizes in this area 
were turning sour to the franchise 
system because of sales abuses. 


Chevrolet Builds 
In Jacksonville 


DETROIT.—Construction has 
started on a new building at Jack- 
sonville, Fla., latest step in Chev- 
rolet’s nationwide warehouse ex- 
pansion and modernization pro- 
gram. 

The one-story structure will be 


3 


: 


should strive for elimination of the ~ 


used as a Jacksonville zone office ~ 


for Chevrolet as well as GM Parts 


division warehouse serving Chev- ~ 
rolet, Oldsmobile and Pontiac deal- — 


ers of Florida, Southern Georgia © 


and Southern South Carolina, the 
company said. 

The Jacksonville building will 
contain 82,000 square feet of floor 
space, of which 8,500 will be air- 
conditioned offices for Jacksonville 
zone personnel. The remainder will 
be warehousing facilities with ca- 
pacity for approximately a million 
dollars worth of parts and acces- 
sories inventory. 


Morton Marks Jubilee 


CHICAGO.—Morton Motors, Inc, | 


through the filter before the fuel| has completed 25 years as a Ford 


enters the pipeline to the engine. 
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(Sold 139 cars out of 348 consign- 
ments.) 

BUICK—'57 Special Hardtop, $2,225* 
(ps), $2,200°. "56 RM Hardtop, $1,- 
850* (ps); conv., $1,700*° (ps); Spe- 
cial Hardtop, $1,600°. ‘55 Super 
Hardtop, $1,265* (ps), $1,175*; Cen- 
tury Hardtop, $1,200*° (ps). "54 RM 
sedan, $950° (ps); Special Hardtop, 
$805°. "53 Super sedan, $610*, $600°, 
$285; Special Hardtop, $515*. 

CADILLAC—'56 coupe de Ville, $3,300* 
(ps), $3,025° (ps). °52 (62) sedan, 
$725° (ps). 

CHEVROLET—’'57 El Moroco Hardtop, 
$2,520*, $2,450°; conv., $2,510*; Two- 
ten (8) sedan, $1,655*; Two-ten (6) 
Hardtop, $1,655*. '56 Bel Air (8) 2- 
dr:, $1,295°, $1,020; conv., $1,450°; 
One-fifty (6) station wagon, $1,275*; 
2-dr., $900; Two-ten (6) 2-dr., $1,050, 
$1,020. '55 Bel Air (8) 2-dr., $1,- 
170*, $1,110*, $1,090° $1,025, $1,- 
015, $1,010; conv., $1,100* (ps), $1,- 
075°; Bel Air (6) sedan, $960, $875; 
Two-ten (6) 2-dr., $1,100, $880, $870, 
$820, $685. ‘54 Bel Air Hardtop, 


$980*, $780*, $760*; Two-ten 2-dr., 
$610, $560. °53 Bel Air Hardtop, 
$535; 2-dr., $450; conv., $310; Two- 


ten sedan, $445, $400, $335, $330; 
One-fifty sedan, $340. 

CHRYSLER—'56 Windsor Hardtop, $1,- 
= (ps). '55 NY sedan, $1,250° 
(ps). 

DeSOTO—'56 Firedome sedan, $1,550* 
(ps). °55 Firedome Hardtop, $1,225* 
ge. $1,115*, $1,110*°; sedan, §$1,- 


DODGE—’56 Coronet sedan, $1,330*, 
$1,300. '55 Sierra station wagon, $1,- 
205; Suburban station wagon, $980; 
Royal Hardtop, $1,135*, $1,075; Cor- 
net 2-dr., $740*. °54 Royal sedan, 


$ § 

FORD—’57 Fairlane (8) 500 Victoria, 
$2,095* (ps), $1,930*, $1,890, $1,680; 
conv., $1,800*; Country sedan .station 
wagon, $2,060*%; Custom 300 2-dr., 
$1,600°. °56 Fairlane station wagon, 
$1,570*; Victoria, $1535* (ps), 2 at 
$1,525*, $1,425*; conv., $1,435, $1,- 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 52, 54, 56, 58. 


dealer. 


410°; sedan, $1,325, $1,300; Custom 
station wagon, $1,250; sedan, $960. 
"55 (8) station wagon, $1,200° (ps); 
Victoria, $1,120°, $1,100; 2-dr., 
080, $1,060°, $1,025*; Custom 
2-dr., $1,105*; Ranch wagon, $900*; 
sedan, $875. "54 Crest Victoria, $1,- 
020*; sedan, $725; conv., $500*°; Cus- 
tom (8) 2-dr., $760, $750, $720, $700, 
$630. ‘53 Country sedan station 
wagon, $735; Custom sedan, $375. 
"51 Custom sedan, $135. 
IMPERIAL—’57 Hardtop, $3,550* (ps). 
KAISER—’53 Manhattan sedan, $160*. 
LINCOLN—'56 Premiere Hardtop, $2,- 
510* (ps), $2,310° (ps). °54 Cos- 
mopolitan sedan, $840*. 
MERCURY —'56 Monterey Hardtop, 
. "55 Monterey sedan, $1,265°, 
Custom sedan, $975* ‘54 
Monterey sedan, $715, $705*. ‘53 
Hardtop, $715*. '52 Hardtop, $500*. 
OLDSMOBILE—’56 (88) Holiday, $1,- 
850* <ps); conv., $1,685* (ps). ‘55 
(88) Holiday, 2 at $1,400*%, $1,360°, 
$1,350*, $1,290* $1,285*, $1,260°. ‘54 
(98) sedan, $1,085*, $930; (88) 2-dr., 
$1,065*, $925°, $885*. 51 (88) coupe, 
$275*, $175°. 
PACKARD—’55 Constellation Hardtop, 


$1,200* (ps); Clipper sedan, $825°. 
_ "54 400" conv., $600*. °52 sedan, 
$450. 


PLYMOUTH—’56 Belvedere (8) Hard- 
top, $1,305*; 2-dr., $1,300; Savoy (8) 
2-dr., $1,250°; Suburban station 
wagon, $1,185. '55 Belvedere Hard- 
top, $980; station wagon, $820; Plaza 
sedan, $490. °54 Belvedere Hardtop, 
$690, $580°; sedan, $540. "53 Belve- 
dere Hardtop, $470, $345; Cranbrook 
2-dr., $260. 

PONTIAC—’'56 Star Chief conv., $1,- 
630* (ps); Hardtop, $1,510*; Chief- 
tain Hardtop, $1,460*, $1,450*; sedan, 
$900, $870°. °55 Chieftain Hardtop, 
$1,060*, $1,010; 2-dr., $830. '54 Star 


Chief sedan, $805*, $800; Hardtop, 
$675. °53 sedan, $425*%, $345, ‘52 
sedan, $325. 

STUDEBAKER — '52 Champion 2-dr., 
$155, $150. 

MISCELLANEOUS — ’55 Ford pickup 
truck, $605. 
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We set the prices and the buyers chisel. 
We've gotta’ do somethings to get our iin 


out of the middle! 


MANUFACTURERS 


YOU'LL HAV 


_| MR. AUTHORIZED DEALER: 


ou can't aif Tax oe ot | 


PICK /T OUT AT YOUR DEALER= 
Vt GET 17 FOR You WHAESALE! 
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TO JOIN THE PARTY -OR BREAK IT UP! 


"It’s good. More power to you." 
(Buick) Ky. 
“Fine program." 
(Buick-Chev.) N. Mex. 
“A very good idea. | am for it 100%." 
(Buick) S. Dak. 
"Very definitely interested." 
(Buick) Mo. 
"Our family has-been in the automobile business since 
1903. Never have seen conditions so bad. Something has 
got to be done." 
(Buick) lowa. 
“Corporate name most appropriate. Covers our needs." 
(Buick) Mich. 
“Must do something quick." 
(Buick) Minn. 
“Rush more information. Need it." 
(Buick-Cad.) Ore. 


“We're with you. Go get ‘em.” 
hev.) Vt. 


"Top drawer. We like it." 
(Chev.) Mass. 


"Your plan sounds absolutely sound and worthwhile." 
(Chev). Wyo. 


"Your plan seems to be the only way." 
(Chev.) Kans. 

“Looks to me like it's this, or else." 
(Chev.) Neb. 

"I believe you have something that's worth pursuing to a 

Conclusion.’ 
(Chrysler) N. J. 

“This is a step in the right direction. 
(Chrysler) —_ 

“More power to 
(Chrysier) Vash. 

“Sounds 


O. K." 
(DeSoto) So. C. 
"The quicker—the bette 
(DeSoto- meres N. Carolina 
"Good W. 


ork." 
TDescte- Plymouth) N. J. 


“Very interested—providing quick action is possible." 
(DeSoto-Ply.) Md. 


LET'S UNITE—JOIN US TODAY! 


“| agree with the Plan. Hope it is put into effect before 
it is too late." 
(Ford) Conn. 


“Very good Plan. Have needed it for years.” 
Ford) Ga. 


“Looks ~ to me. Tell me more." 
rd) Tex. 


“If you are on yr level, bless you." 
(Ford) Ala. 


“This is indeed a step in the right direction.” 
(L-M) Kans. 


ene, must be done by dealers themselves. This 
could be it 
(L-M) Mo, 


“Cross selling is killing us, hurting the customer, and the 
product. It must be stopped now, someway." 
(L-M) Calif. 


"Something is definitely needed! This is it." 
(L-M) Colo. 


“Surely the time has come for action!" 
(Past President of NADA) 


“Congratulations on your good work." 
(Olds.) Ark. 


“Excellent idea." 
(Olds.) Cole, 


“Looks good to me." — 
Olds.) N.Y, 


“Lor’ bless you. Trying to sell. Your idea may save me 
yet, after 26 years in this cutthroat business." 
(Olds.) Ohio. 


"Something has to be déne immediately or there is no 
alternative as to whether or not we stay in business." 
(Pont.) Mont. 
“Your Plan is what we franchise Dealers need today!" 
(Pont.) La 
“Sounds good. 5 About time." 
(Pont.) Hi. 
“We need this." 
(Pont.) Wis, 
“Association merits support of NADA." 
(Past President of NADA) 
“Plan is terrific. Something must be done to return sanity 
to the business." 
(Past President of NADA) 


TYPES OF AFFILIATION 


ADVANCE MEMBERSHIP—Any Authorized new car or truck Dealer or group of Authorized Dealers believing in 
and adopting the principles of ADSA. Minimum dues $100.00. 


ASSOCIATE MEMBERSHIP—Same qualifications as Advance Membership for Dealers who desire to pay Member- 
- ship monthly. Minimum payment with application $10.00. Balance monthly. 


ENDORSING GROUP MEMBERSHIP—Same qualifications as Advance Membership. Provided for community group 
: Dealers or for regular City, District or State Associations. Minimum dues $12.00 per 


Dealer. 


WHEN THE OWNER ASSURANCE SERVICE PLAN or a similar “Plan” accomplishing the same purpose is effected 
» the Factories and our victory is achieved, any unused funds will be refunded to members on a pro-rata basis. 


Make All Checks Payable and Address all Communications to 


AUTHORIZED DEALER SURVIVAL ASSN. 4 


Pest Office Box 281 





Oklahoma City 1, Okiahoma Y 


LEGAL e 






LOOK WHAT AUTHORIZED DEALERS 
ACROSS THE NATION 
ARE SAYING ABOUT ADSA 


SIMPLE e¢ FAIR ¢ LEGAL @ SIMPLE 


OWNER ASSURANCE SERVICE PLAN 


1 Manufacturer to designate area of sales and service 
responsibility to each authorized dealer. 


2 Authorized dealer assume the responsibility of providing 
adequate capital, premises, personnel, parts stock, tools 
and machinery to assure owners of all cars or trucks of 
the make he represents proper and- satisfactory service. 


Manufacturer agrees to pay dealer an overriding 
bonus of 5% of the factory list price for all new 
qars-and/or trucks sold by dealer to residents of, 
and that will be in general use in the area manu- 
facturer has specifically designated to the dealer 
as his responsibility for the development of sales 
and providing service. 


Overriding bonus to- be paid at regular intervals upon 
the dealer furnishing -affidavit listing the names -and 
addresses of persons or firms to whom new cars and/or 
trucks were sold by him within the area designated to_him 
as his responsibility by the manufacturer. 


SIMPLE @¢ FAIR ¢@ LEGAL 





AUTHORIZED DEALER SURVIVAL ASSOCIATION, Inc. 
P. O. Box 281 Oklahoma City 1, Okla. 


Number me as another Authorized Dealer who wants to Survive, maintain self-respect, dignity, 
and render service to my ownets, factory and community. 
Send me mote information (7) 


| wish to subscribe to: ([] AOVANCE- MEMBERSHIP—Check enclosed for $. 
[[] ASSOCIATE MEMBERSHIP—in the amount of $__ 





check enclosed for $. —, balance will be paid in 














ch iiacenttt =<... monthly payments. 
[] ENDORSING GROUP MEMBERSHIP—Our check for $= SE 
covers —___..Dealers. 
Name aciailnellaniaech eal idiiinataaaitaiilan 
Dealership. niente laniaiiaibiaieiae adi 
Oe Se a ee 
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Survey Shows 2-to-1 Trend 


NEW YORK.—Car owners show | 
a two-to-one tendency to shift 
brands when buying tire replace- 
ments, according to a marketing 
study on automobiles and tires 
sponsored by Look magazine. 

The study indicates that only 
30 percent of car owners who 
bought tires last year purchased 
the same make of tire as the 
one they replaced, while 61 per- 
cent shifted to another make. 
The remaining 9 percent had for- 

* > > 
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to Switch Makes... 


gotten the make of tire they had 
replaced. 

The 1957 survey brings out a 
number of new findings not covered | 
in the tire surveys of previous 
years. 

For example, it confirms the gen- 
eral feeling in the industry that 
some car owners seldom, if ever, 
buy tires. 

An average of 36 percent of all 
car owners, the survey discloses, 

* oe + 


Brand Shift Noted in Tire Buying 


traded 
tires. 

Most tire buyers were found 
among car owners who keep the 
same car over a period of years. 
Eighty-six percent of those who 
bought cars five or more years 
ago said that they had purchased 
tire replacements. 

More than half (52 percent) of 
the car owners buying tires are 
found in the middle groups from 
26 to 45 years old. Incomewise, 73 


in cars with the original 
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42,600,000 tires 
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Who Buys the Tires?— 





By City Size By Geog Region 


+ 
Met. Area Centers Northeast 
Over $500,000 


50,000-499 999 


12% | north contrat 
15 | sous 
28 | west 
29 


16 


Met. Area Suburbs 


Outsde Met Areas 
\Noo-farm 


This chart, detailing findings of a survey sponsored by Look magazine, breaks 


down tire purchases in the last 12 months. 


Tire purchases by 32.7 percent of all 


cor owners totalled 42:6 million, an average of three for each buyer. 


4 Models to Cost Less Than Mark Il... 


3 New Continentals for 58 


NEW YORK.—Ford Motor Co. 
will introduce a new Continental 
series for 1958 with four models. 

Two four-door sedans and a re- 
tractable-top convertible will be 
added to the two-door hardtop to 
give Continental four body styles, 
the company announced. Prices, 
which will be announced when the 
new models appear in dealer show- 
rooms in November, will be sub- 
stantially lower than the “Mark II.” 

The new line was shown last 
Thursday for the first time to 
Lincoln, Continental and Mercury 
dealers of the eastern region who 
met here with James J. Nance, 
general manager of the Lincoln 
and Mercury division, and other 
division officials. 

“With this entry, we will make a 
strong bid for a top position in the 
luxury-car field,” said Nance. 

The new Continental, built on a 
wheelbase of 131 inches with an 
over-all length of 229 inches, will 
be one of the longest and roomicst 
American-made cars, Nance said. 
It will be powered by a new V-8 
engine with a horsepower rating of 
375 and a compression ratio of 10.5 
to 1. 

The new line will be known as 
the “Continental Mark III,” succes- 
sor to the “Mark II,” which was 


introduced in 1955 as a two-door 


hardtop coupe. 

Ford Motor had said last May 
that production of the Mark II 
had ended with completion of a 
model run of 3,000 units—a sales 
tetal never before approached in 
the ultra-high priced car field. 

Despite many inquiries about 
product plans for the Continental, 





Volkswagen Boosts 
Prices $25-$50 


NEW YORK.—Volkswagen has 
increased its New York port-of- 
entry prices by $50 on two-door 
models and $25 on station wagons. 

Prices now start at $1,545 for 
the two-door sedan, including 
ocean freight, U. S. import duty 
and U. S. excise tax. Heaters are 
standard on all Volkswagens. 
Port-of-entry prices do not in- 
clude U. S. transportation fees, 
state and local taxes, dealer de- 
livery charges or optional equip- 
ment. 








the company made no further pub- | 
lic announcement. 


“Our 1958 plans reflect in no} 
small measure the experience the) 
company had with the Mark II,” 
Nance said. 
from a basic styling concept, the 
company had hit the target. From 
a prestige standpoint, it had hit the 
mark—the Continental brought dis- 
tinction to the owner.” 


Merchandising plans for the 1958 | 


Continental will bring it within the | 
reach of a much larger number of 
car buyers at a cost which reflects 


the economies of increased produc- | 


tion, Nance added. 


“This achievement results from 
two factors: Increased production 
made possible by our new plant 
at Novi, Mich., which was de- 
signed expressly for the type pro- 
duction we are using for the Con- 
tinental; and secondly, the fact 
that the Lincoln for 1958 will in- 


corporate Continental styling and 


performance, thus enabling the 
company to spread the costs of 
luxury car design and manufac- 
ture over an increasing number 
of units.” 

Five similar meetings at which 
Nance and Joseph E, Bayne, 
Lincoln-Mercury general sales 
manager, will speak, follow: New 
Orleans, Oct. 7; San Francisco, Oct. 
10; Detroit, Oct. 16, and St. Louis, 
Oct. 18. 


Air-Conditioning 


Show Scheduled 


CHICAGO.—The automotive field 
probably will see a greater in- 
crease in the use of air-conditioning 
equipment than any other industry 
in the next two or three years, 


according to George E. Mills, man-|- 


aging director, Air Conditioning & 
Refrigeration Exposition. 

The show will be held Nov. 18-21 
in the International Amphitheatre 
here. More than 250 exhibitors will 
display 7,500 pieces of equipment 
and components valued at more 
than $5 million. 

“Although air conditioning for 
passenger cars appears as the most 
promising new development, truck 
refrigeration and insulation should 
not be overlooked,” Mills said. 


“It was known that) 


percent of the tire buyers represent 
households in the middle brackets 
from $3,000 to $10,000 a year. 

The survey found that 28 percent 
of all tire buyers live in metropoli- 
tan suburban sections, and 29 per- 
cent live in smal] communities out- 
Side of metropolitan areas. 

By contrast, central metropoli- 
tan areas with over half-a-million 

population account for only 12 
percent of the tire buyers, while 
15 percent are represented by the 
smaller metropolitan area centers 
of 50,000 up to half-a-million pop- 
ulation, and- 16 percent by the 
farm areas. 

The study estimates that 42.6 mil- 
lion replacement tires were bought 
for privately owned passenger cars 
in the last 12 months. About a third 
of all passenger-car owners bought 

a tire or tires, the survey shows, 
with individual sales typically run- 
ning to a pair or a set of four. 


Ga. Independents 
‘Draft Proposal to 
‘Regulate Dealers 


ATLANTA, — Directors of the 
Georgia Independent Automobile 
| Dealers Assn. have drafted a bill 
| requiring all licensed auto dealers 
in the state to have an “estab- 
| lished” place of business. 
| The measure will be introduced 
|into the Legislature next January, 
according to Miles Elliott, execu- 
tive vice-president of the associa- 
| tion. 

“The bill,” Elliott explained, “is 
aimed at protecting auto pur- 
chasers from fraud, impositions 
|}and other abuses. It would require 
| dealers to maintain a salesroom or 
sales office in a permanent build- 
| ing or an open lot. 

“It would empower the State to 
suspend, revoke or refuse to renew 
the license of any dealer not com- 
plying with its provisions, The bill 
also would require dealers to have 
| liability and property damage in- 
| surance, and would subject them 








to fitness requirements. 
| “In effect,” Elliott added. “the| 
| bill will ask the General Assem- | 
| bly to declare that motor-vehicle 
| distribution ‘vitally’ affects the 


| public welfare, and that it accord-| rubber goods,” said William O’Neil, 


| ingly must be regulated.” 
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Check Plans for Philadelphia Show— 
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How Tire Replacement Stacks Up— 


A survey sponsored by Look magazine showed that 61 percent of all car owners 


switch to a new brand when they replace tires. 


On cars bought new 60 percent 


shifted to a different make, and 62 percent of those who bought used cars switched 


to another brand. 


Monthly Highway Toll 
Tops *56 for First Time 


CHICAGO.—The nation’s traffic 
toll went up in August for the first 
time since last November, the 
National Safety Council reported. 

The death total of 3,790 was 5 
percent higher than the August, 
1956 toll of 3,610 and was the 
second highest for that month 
in the country’s history. The 
August toll in 1941 was 3,954. 

The council suggested the in-| 
crease could be attributed, in part) 
at least, to the fact there were five | 


|Saturdays in August this year, 


compared with four last year. 
Furthermore, one of those Satur- | 
days was the first day of Labor | 
Day weekend. Last year the cor-| 
responding Saturday of the Labor} 
Day weekend fell in September. 
Despite the increase in August, 
highway deaths for the first eight | 
months of this year were 2 percent | 


General Tire Buys| | 


Castle Rubber Co. | 


AKRON.—General Tire & Rubber | 
Co. has acquired Castle Rubber 
Co., Butler, Pa. Formed in 1926, | 
Castle employs 375 workers at its| 
Butler plant. 

The firm produces large mechani- | 
eal rolls and other wrapped me- 
chanical goods, specially designed | 


| oil well snubbers and other rubber | 


products made to customer specifi- | 


eation and chemical linings for | 
containers other than food. 

“The acquisition brings to Gen-| 
eral a group of entirley new prod-| 
ucts and enables us to offer a more | 
| comprehensive line of industrial 
General Tire president. | 
i 


Checking exhibit space for the Greater Philadelphia Auto Show, sponsored by the 


Philadelphia Automobile Trade Assn., 


are, 
Swirsding, association officials; Julie C. Driscoll, 


from left, John B. White and Edward 
association secretary, and Harold 


Grebe, of Reber-Friel Co., managers of the show. The show, to be held Nov. 16-23 at 


the Convention Hall, 
PATA plans fo make it an annual event. 


will be the first sponsored by the association since 1949. The 


} 


below the corresponding period last 
year—24,730 against 25,200. 

Ned H.- Dearborn, council presi- 
dent, warned that the most dan- 
gerous months are just ahead 

He said the August increase 
“should serve as grim warnings 
that constant vigilance by drivers 
and ceaseless activity by traffic 
enforcement officers are needed 
to hold down the toll and re- 
store the improvement that had 
previously prevailed.” 

Of 46 states reporting to the 
council for August, 18 had decreases 
in deaths, four reported no change 
and 24 showed increases. For eight 
months, 26 states reported de 
creases, two had no change and 18 
showed increases. 

The greatest decreases, percent- 
agewise, for eight months were re- 
corded by North Dakota, down 26 
percent; Montana, down 23 percent, 
and Idaho, down 20 percent. 

Of the 606 reporting cities, 99 had 
fewer deaths in August; 389 re- 
| ported no change, and 118 showed 
increases. For eight months, 240 
cities had decreases; 145 showed no 
change, and 221 reported increases. 


Richmond, Va., and Syracuse had 


| 50 percent fewer deaths for eight 


| months, and Milwaukee and Fort 
Worth were down 44 percent. 

In August, 430 of the reporting 
cities had perfect records. The 
largest were Indianapolis, St. 
Paul and Norfolk, Va. Perfect 
marks for eight months were 
reported by 160 cities, the largest 
being Lynn, Mass.; Racine, Wis., 
and Elmira, N. Y. 

The leading cities in each popu- 


|lation group at the end of eight 


months, ranked according to the 
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number of deaths per 10,000 regis- | 


tered vehicles, were: 
Over 1,000,000 Population 


Detroit 26 
Chicago 29 
Philadelphia 3.1 
750,000 - 1,000,000 Population 
St. Louis .... 26 
San Francisco . 3.0 
Washington ..... 3.0 
500,000 - 750,000 ) Population 
Milwaukee . 15 
Seattle 1.6 
Minneapolis . 18 
350,000 - 500,000 Population 
PIII © cnsvaonaiesaansesiehtoinanatiades 1.6 
Denver . stead eecegeteeaeliaes 16 
Kansas City . , 18 
200,000 - 350,000 ‘Population 
I oo ce sasasn name 0.9 
ON 1.0 
Oklahoma NE Siam aaeent 12 
100,000 - 200,000 Population 
DEG: BI. a cciccsciccqrance> 0.3 
I Oa ation 0.3 
| GR aE 0.3 
50,000 - 100,000 Population 
SR 0.0 
RR I ac cnieccsceccmasisoiodactet 0.0 
MP FS cicceciccccccocctnssocnecsaéce 0.3 
25,000 - 50,000 Population 
Ee NE: IU.  scicsnctasiunsisecninntor 0.0 
I IN | oo cciscctccscceactachiensets 0.0 
I, a 0.0 
10,000 - 25,000 Population 
CGE: EI, initia deeendoee- 0.0 
ON OO SR 0.0 
Benton Harbor, Mich. ............... 0.0 
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Dr. Smiley Blanton: 
“LOVE OR PERISH” 


They lift the load from 
heavy hearts and 
troubled minds... 


last @ 
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To the oft-mentioned aims of The Inquirer 
—information, aid, entertainment—must be 
added another: Inspiration. Today, with 
the world so much awhirl, readers seek 
counsel and guidance and the shining light 






of inspiration to lighten their daily load. 


Dr. Norman Vincent Peale: Dr. Peter Steincrohn: 





The Inquirer supplies a full measure. As 


REAL HAPPINESS” AND ENJOY IT” ing books by the authors pictured here. 





It is only natural that readers turn to The 
Inquirer when they feel a need for help. Be- 


The Dy. Snell Hae * cause The Inquirer has always put the needs 
fect *AUTOCONDITIONING”: of readers above all else. Out of such concern 
vere 
— for readers has developed a firm loyalty to 
rope The Inquirer. Loyalty that is reflected in a 
~— most productive climate for advertisers. 
-_ That’s why more advertisers place more 
26 linage in The Inquirer than in any other 
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Capsule Comments 


NADA plans to step up its activity in consumer research, 
with the aim of learning why a buyer patronizes one dealer 
in preference to another. . 

The study might well begin in the service department. 


The manufacturer of a s -alarm device says more 
makes will use a speedometer “buzzer” in 1958. 


We like one factory man’s suggestion: Instead of a buz- 
zer, a music box to play, “Nearer My God to Thee.” 


“Most every small-car manufacturing plant in Europe is 
for sale,” says L. L. Colbert, Chrysler Corp. president. 
And nobody even knows who owns the Volkswagen 
factory. has tal 
A factory school for dealers’ sons opens next week with 
the largest enrollment in its history. 
Its still a pretty good business. 
* * * 


The death of Dick Grant, Chevrolet’s master salesman of 
the ’20s, recalls his genius for formulating slogans, devising 
surefire sales spiels and organizing contests. 

He never tried to discover a substitute for hard work. 
a * * 

Routes on the new $27.5 billion interstate highway system 

will be designated by fancy red, white and blue markers. 
With a tasteful border of dollar signs? 
” * * 

The Chicago Auto Show has allotted 25,000 square feet 

for the display of foreign cars. 


A few years ago, all of the foreign jobs registered in 
the U. 8. could have been parked in that much space. 
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Events 


Dealer Conventions 


— 20-21—Oklahoma Auto Dealers Assn., 

ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov, 2-4—Texas Independent Automobile 
Dealers Assn., Inc., 13th Annual Con- 
vention, Commodore Perry Hotel, 
Austin. 

Nov, 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. [0-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 


Assn., Inc., Roosevelt Hotel, New 
Orleans. 
Apr. 10-1!—Illinois Automotive Trade 


Assn., Springfield, Ill. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

— 12-13—Pennsylvania Automotive a 

adden Hall Ffotel, Atlentic City, N. J: 


Auto Shows 


og. 3-13—Paris Auto Show, Grand Palais, 

‘aris. 

Oct. 5-2i—4Ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

30-Nov. 10—International Automobile 

Show, Turin, Italy. 

Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Bos- 
ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 41!—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 


Inter- 


Show, D. C. National Guard Armory, 
Washi s 
Jan. 17- San Antonio Auto Show, Bexar 


County Coliseum, San Antonio. 
Jan. 17-25 — 
Show, Manufacturers Bidg., 
Grounds, Indianapolis. 
Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
Sure. Pa. 

. 18:26—Cincinnati Auto Show, North 
ond South Wings, Music Hall, Cincin- 


= ‘|8-26—Detroit Auto Show, Artillery 


pu Detroit. 
23-20—Tampe Auto Show, Fort Hes- 
in. Armory, Tampa. 
Jan. 4s Feb. 2—Houston Automobile Show, 
Houston. 
Feb. 1-8— Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
-_ $6-53-—Syrecese Auto Show, Syracuse, 


Indianapolis Automobile 
State Fair 


aa Etd—taternetionel Auto Show, New 
York Coliseum, New York. 
ee 


General 
Oct. 6&11—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago 
Oct. 8—I8th Anniversary Dinner, Automo- 
tive Old Timers, Waldorf-Astoria, New 


York. 

Oct. 14-16—Truck Body and Equipment 
Assn, !0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel. Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Oct, 21-25—45th Annual National Safety 
ee, and Exposition, Ceoee,, 

13th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. ‘I-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 


Dec. 8-I!—American Institute of Chemi- 
cal Engineers, coset Meeting, Conrad 
Hilton Hotel, Chicag 

Dec. 10—Annual Sean, “Philadelphia Au- 
tomobile Trade Assn., Philadelphia. 


30 Years 
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Letterbox 


‘A Bad Dream . . 


This is an open forum for the discussion of any 


subject 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Why Invest in Service? 

In your Sept. 23rd editorial com- 
ments on Page 14, your article on 
the lack of enlarged dealer-service 
facilities to handle the great in- 
crease of new cars sold, and your 
puzzlement over the fact that they 
are not spending the millions of 
dollars necessary to create these 
facilities beggars the question. 

Have you ever tried to imagine 
yourself a new-car dealer in the 
present market? 

I'll wager that if you have it was 
like a bad dream, because what 
dealer in his right mind dares to 
invest the necessary capital toward 
this end with the terrible uncer- 
tainty facing him. 

The small dealer can’t because 
he has been operating on a 1.7 
percent of profit for six months 
thus far in 1957, and before the 
year is out, this figure likely will 
be near zero. 

The big dealer, the volume boy, 
you should know’ by now, will stay 
here just so long as he can scalp 
the market for at least six months 
ahead. He is a smart (advisably) 
fellow who, when the going gets 
tough, will simply quit with his 


The Big Stories 


Production of cars in Canada during August, 1927, took an upward 
swing, reaching a total of 10,139, compared with 8,719 in July, but 
fell short of the output for the same month of last year, which was 
12,782, according to the Dominion Bureau of Statistics. 

Nash Motors Co. will make a million dollars more in 1927 than 
it did in 1926, and will distribute an extra million dollars in dividends 
if business continues for the last quarter of the year as it did during 
the third quarter, according to the firm’s quarterly report. 

Dr. Frederick Osius, rubber specialist, announced that his initial 
experiments in extraction of rubber from fig trees have proved 


successful. 


Paying tribute to Henry Ford and his new Model A, Alfred P. 
Sloan jr., General Motors president, said: “If the past is any indica- 
tion of the future, the new Ford car will be a car that will appeal 
to a great mass of people. Naturally, that car must meet present 
conditions, but the basic idea is likely to be the same.” 


—From the files of Automotive News. 





Automotive Cartoon 


Of the Week 


“And, in conclusion, let me say that although the factory 
has given us a car that will sell itself, we might still 
interfere with some sales effort to be sure—" 


































scalpings. Why should he invest 
a couple hundred thousand dollars 
in increased service facilities? Be- 
sides, no one is pushing him to do 
so, least of all his factory. 

The public doesn’t care either, or 
perhaps does not understand, and 
likely already has had a bad time 
or two in a volume boy’s service 
station and is sore at all dealers. 

I've lived in this industry for 
many years, and I know what 
makes dealers tick, and I think 
you do also. 

Of course, some day, and soon, 
the reckoning will have to be made, 
either voluntarily or through legis- 
lative controls to clear the air and 
let dealers think straight. — Joun 
O. Horsaver, manager-director, 
Louisiana Automobile Dealers Assn. 

* ” ” 


Grant’s Stand Backed 


Your article in the Sept. 16th 
issue, Page 8, by Lloyd L. Grant, 
Puyallup, Wash., contains more 
common horse sense than anything 
I have read. 

Let the dealer run his business 
and the manufacturer keep his 
nose out. 

For the manufacturer to try and 
run the dealers business is about 
as silly as the dealer trying to run 
the manufacturing end.—Jzan Mc- 
Intrme, McIntire Motors, Polson, 
Mont. 





















* * - 


Sound Efforts 

Thanks again for your consistent 
sound efforts in behalf of sound 
dealerships. Looking forward to 
forthcoming articles on protected 
territories with much interest. 

I started to collect his good at 
ticles on credit and collections but 
didn’t get the whole set. Could you 
send me the set, please.—VeERN® F 
SaMvuELSON, Samuelson Motor Co @ 
(Ford), Port Angeles, Wash. 
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— 13 acres of COTTON on the Baltimore waterfront 


ALVERT STREET in busy Baltimore is no cotton 
field. Yet cotton grows here with every car 
added to the flow of traffic, because modern cars ; ; 
Where COTTON is used to keep automobiles 


are using more and more cotton. 
For seat padding, cotton is cool and comfortable cooler, qu ieter, more comfortable 
and easily shaped. In sidewalls, headlining and 
upholstery fabrics, cotton is preferred for its ap- manana 
pealing colors, exceptional dimensional stability, 
its excellent sound-deadening qualities, the ease urne.eveny maTenes, 
with which it can be cleaned. 
These uses require a lot of cotton. It would 
take about thirteen acres of fertile land to produce 
the cotton in the cars pictured above. Over 200 
million Ibs. of cotton go into new cars each year... 
more than the combined total of all other fibers.* 
So wherever motorists go, cotton goes too .. . mak- 


ing modern cars cooler, quieter, more comfortable. 
FOUNDATION SHEETING 


NATIONAL COTTON COUNCIL SEAT PADDING 
Memphis, Tenn. 
*U. S. Department of Agriculture 1957 market research report 
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Auto Thefts Up 7.9% 
In Nation, F'BI Reports 


By William Ullman 

Washington Correspondent 
peor ete automobiles is big business in America, and 
business has been booming. The Federal Bureau of 
Investigation reports that during the first six months of 
this year, auto thefts increased by 7.9 percent over the 
comparable 1956 period. The number of offenses during 
oo —— —_-- 


Jan -June is placed at 
144,930—10,610 more than a 
year ago. 

This rise in auto thefts is part 
of a broad trend. Every category 
of major crime, from murder to 
larceny, increased during the first 
half of 1957, with the total of 
major crimes being the highest of 
any six-month period in our his- 
tory. They numbered 1,399,670, up 
84 percent over January-June of 
1956. 

Only burglary and larceny dis- 
played greater jumps over ’56 than 
auto thefts. Bur- 
glaries increased 
by 10.1 percent 
and larcenies by 
85 percent. Mur- 
der, negligent 
manslaughter, 
rape, robbery and 
aggravated as- 
sault were all 
below auto thefts 
in the scale of 
percentage rises. 

In city areas, car snatching in- 
creased by 6.5 percent over 1956, 





Wiliam Ullman 


increase of 7.2 percent 


major crimes in city 
areas and 132 percent in rural 
areas. 


16.3 percent increase in rural 
efts was the highest of any 
major crime category. Rural rob- 
bery and burglary, for instance, 
gained by 11 and 118 percent. 

Automobile crime rates, however, 
are still much higher in cities than 
in outlying areas. The FBI reports 
that in cities there were 122.5 car 
thefts per 100,000 inhabitants dur- 
ing the first half of this year. The 
rural rate was 35.5. 

A brighter note in the FBI com- 

is that some 30 percent of 

the car cases during 1956 were 
cleared up by arrest, with 63.9 per- 
cent of those charged being found 
guilty. . 7 * 


Ike’s Parley Misses Mark 


7s three-day forum, elaborately 
entitled the President’s Con- 
ference on Technical and Distribu- 
tion Research for the Benefiit of 
Small Business, was not an un- 
qualified success in the opinion of 
those attending. 

But, then, no one thought it 
would be. The idea was new and 
experimental. It can be expected 
that future confabs of the same 
nature, if the powers-that-be de- 
cide to repeat the experiment, will 
be better organized and more suc- 
cessful 


a? 


The principal gripes of partici- 
pants were that too much was 
packed into too little time, that 
some problems of vital concern to 
small business were bypassed (i. e., 
taxes and labor) and that no realis- 
tic solution was offered to small 
business’ weakness in the area of 
research and development. 

The consensus of the sessions was 
that small business is not fully 
utilizing available technical re- 
search material and is not spending 





Wisconsin Veto of Boost 


In Truck Weight Upheld 
MADISON, Wis. — Wisconsin’s 
Assembly upheld Gov. Vernon 
Thomson’s veto of a bill which 


than 10 





enough to develop marketing data. 

However, no formal findings or 
recommendations were issued. An 
“action committee” is supposed to 
digest the materials developed at 
the conference and then submit 
recommendations to the White 
House for possible implementation. 

tJ 


Cole Blasts FTC 





President’s conference was that the 
Government is adding to the woes 
of the independent jobber of auto- 
motive replacement and repair 
parts. The prosecutor is Charles 
A. Cole, president of the National 
Automotive Wholesalers Assn. His 
target is the Federal Trade Com- 
mission. 

Cole pointed out that in recent 
years the market share of these 
jobbers has been cut in half, 
from 60 to 30 percent, as the auto 
makers and oil and rubber com- 
panies y tightened the 
channels of distribution through 
their own organizations.” 
“Increasingly, either tacitly or 
explicitly, these huge companies 
persuaded their dealer outlets to 
purchase through company chan- 
nels,” he said, “With the mounting 
success of this program, independ- 
ent jobbers were foreclosed from 
those large and heretofore openly 

accessible markets.” 

Cole said franchised car dealers, 
although they are “theoretically” 
customers of independent parts 
jobbers, are enabled, via company 
channels, to purchase at a price the 


bp of the most trenchant| jobber can’t match. Often this price 
complaints brought before the|is as low or lower than that at 





London Show to Admit 


U. S. Citizens Free 


NEW YORK.—U. 8. citizens 
will be admitted free to the 42nd 
International Motor Show at 
Earls Court, London, Oct. 16-26, 
according to the British Auto- 
mobile Manufacturers Assn. 

Ticket requests may be made 
either to the BAMA office, 17 E. 
Fifty-fourth St., New York City, 
or at the Overseas Reception 
Room at Earls Court. More than 
300 cars will be exhibited. Last 
year’s show drew visitors from 
124 nations. 





which the jobber himself buys, he 
added. 

“Today,” he concluded, “it is the 
literal fact that the independent 
jobber cannot meet the competition 
of his car dealer competition with- 
out a loss on the sale.” 

+ * * 
OLE said that in order to meet 
the increasing competition of 
large auto companies having inte- 
grated distribution systems, job- 
bers after World War II began to 
form cooperative warehouse dis- 


———iny 


tributor groups, primarily to pod 
buying and selling functions of the 


member jobbers. 

But the FTC has scrutinized 
these organizations with a sus. 
picious eye. In the late 1940s it 
instituted actions against the 
co-ops and recently has begup 
@ new round of complaints, 
Charges of illegal operation in 
the past few weeks have been 
directed at co-ops in Kansas 
and on the West Coast. One of 
the latter has 59 jobber mem- 
bers, all of whom were named in 
the complaint. 


eer 


a 


FTC alleges these organizations |) 


are merely “bookkeeping devices” 
—agencies through which members 
are billed and pay for their pur. 
chases—aimed at exacting discrim- 


faa 


inatory low prices from parts sup- © 


pliers. 

It is contended that suppliers 
must base their quantity discounts 
on the aggregate purchases of all 
group members, with the result that 
each member gains a price ad- 
vantage over competing nonmem- 


ber jobbers. The latter gets dis- — 
counts only on the basis of indi- ~ 


vidual purchases. 
The commission feels this price 
(Continued on Page 60, Col, 1) 


Whatever Your Requirements 
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Cross-country trucking... quarrying . . . logging... mining... heavy construc- 
tion... whatever your on- or off-highway hauling needs—one of the products 
in the complete Timken-Detroit line of lightweight, medium and heavy-duty, 
and planetary tandem driving axles will assure you more productive work 
time—faster, more economical maintenance...smaller parts inventory! 





TIMKEN-DETROIT 
LIGHTWEIGHT TANDEM 


gives you greater payload capacity. Up to 700 
pounds lighter than any other unit of equal ca- 
pacity, this new lightweight tandem will give 
you up to 26,000 extra ton-miles of payload in 


every 75,000 miles of operation. 


AXLES 


ROCKWELL SPRING AND AXLE COMPANY 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Buffalo 
New-car sales in Buffalo and Erie 
County during the first seven 
months this year were slightly 
ahead of the corresponding period 
in 1956, according to the Buffalo 
Automobile Dealers Assn. This 


ions 7 year’s mark was the second best 
ices” = in history. 
bers Sales for the first seven months 
pur- ~ totalled 28,671, compared with 28,500 
Tim- in 1956. But they were down 12 
sup- percent from the record 1955 pe- 
riod. The cars sold in the 1957 
lierg seven-month period had a retail 
unts ~ value of more than $86 million, 
f all : which may be the highest in his- 
that |) — tory because of increases in car 
ad- — prices. 
1em- Plymouth Dealers Cited— Ford continued to lead in sales, 
dis- © Congratulations to the Twin Cities Plymouth Dealers Assn. are offered by Jack W.| with Chevrolet in the No. 2 spot. 
indi-  inor, Plymouth sales vice-president. For the first eight months of 1957, dealers in Plymouth took over third place 
the Minneapolis and St. Paul area increased by 61.5 percent their market penetration from Buick, which now ranks 
orice over the same period of a year ago. From left are W. B. McKinstry, association fourth. 


)  gesident; Minor, and H. N. DeWitt, Plymouth Minneapolis regional manager. 





Sales of new commercial vehicles 


for Tandem Driving Axles 
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available with worm drive. 


TIMKEN-DETROIT 
HEAVY-DUTY TANDEM 


with large rugged double-reduction gears is 
unequaled for dependable, economical operation 
under toughest conditions. Exclusive “Cradle 
Ride” suspension, with its long, resilient, floating 
springs, reduces road shock, stabilizes the load, 
and improves driver control. Some Timken- 
Detroit medium and heavy-duty tandems are 


in Erie County for the first seven 
months rose to 2,137 from 1,175 last 
year and 2,045 in 1955.—(George E. 
Toles.) 


Hastings, Neb. 

New-car demand is slowing down 
after a brisk early-fall business 4nd 
new-car inventories are rated as 
considerably above normal, but 
dealers are setting about to reduce 
stock with extra offers. 

One dealer advertised his last 
’57s at cost and others were adver- 
tised at reductions of $1,000 or 
more. 

Used-car inventories are high and 
buyers seem to be scarce. Dealers 
optimistic about future business 
and credit conditions are rated 
good.—(L. H. Houck.) 

= = = 


Phillipsburg, Kans. 


With a million-dollar payroll 
from the Co-op oil refinery and 


Spring and Axe bo 


id 





ONLY TIMKEN-DETROIT OFFERS YOU ALL THESE 
EXCLUSIVE FEATURES AND ADVANTAGES! 










Timken-Detroit Inter-Axle Differential di- 
vides torque evenly between axles, yet 
permit wheels of one axle to revolve faster 
or slower than wheels of other axle. Both 
axles do equal amounts of work. Driving 
parts and tires last longer. Controlled from 
the cab, the differential can be locked out 
at any speed to give positive through-drive. 


Timken-Detroit ‘In-Line’ Propeller Shaft 
Drive gives you straight-through drive. 
Bearing and gear life is greatly increased 
because universal joint working angles are 
materially reduced. 


Unequaled Parts Interchangeability means 
easier maintenance. Almost all parts in 
TDA® tandems—gears, pinions, differen- 
tials and brakes—are interchangeable with 
parts from Timken-Detroit standard single 
axles. This means more productive opera- 
tion time—fast, simple, economical mainte- 
nance, smaller parts inventory. 

Famous Torsion Flow Axle Shafts are made 


even stronger through the use of more 
splines and greater root diameter. 


Timken-Detroit Rectangular Shaped Axle 
Housings are forged from high carbon 
steel. This shape, plus TDA full strength 


corner sections, provides greatest strength 
possible with minimum weight and size. 
Timken-Detroit Hypoid Gears with their 
larger pinions and greater tooth contact 
give outstanding performance, top ef- 
ficiency and long life—plus lower mainte- 
nance costs. 


Dependable Heavy-Duty “P” Series Air 
Brakes utilize a unit-mounted design to 
make a compact self-contained assembly. 
Open type spiders mean lower tempera- 
tures, longer liner life. Tapered “Econo- 
liners” provide greatest thickness in area 
of greatest wear. ©1957, RS&A Company 


WORLD’S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSSES AND TRAILERS 





more industry scheduled, the retail 
automobile business here is boom- 
ing. 

Demand is good for late-model 
used cars, as well as current 
models. 

Inventories are adequate to 
strong, dealers are optimistic and 
most all retail business is in a 
strong position. This represents a 
transfer of dependence on wheat 
and cattle crops to industrial pay- 
rolls—relatively new in the prairie 
country. 

Collections and repossessions are 
rated normal.—(L. H. Houck.) 


* * * 


North Dakota 


North Dakota is running contrary 
to many other states in that it is 
out-registering last year’s perfor- 
mance, the Automobile Dealers 
Assn. of North Dakota revealed. 

August registrations of new cars 
totalled 1,850, compared with 1,564 
for the same month last year, The 
yearly total for the first eight 
months was 14,458, conipared with 
12,582 for the same period last year. 

New-truck registrations during 
August totalled 597, compared with 
564 for August, 1956. Total truck 
registrations for the first eight 
months of 1957 totalled 3,552, com- 
pared with 3,380 for the like period 
last year.—(Donald M. Lyons.) 


Florida Dealers 
To Hear Sutter 
And Smathers 


MIAMI. — Senator George 
Smathers, Florida Democrat, and 
NADA President Frederick M. Sut- 
ter will be principal speakers at 
the annual convention of the Flori- 
da Automobile Dealers Assn. at 
Miami Beach Oct. 20-22. 

“Romance of the Automobile and 
Opportunities Unlimited,” a film 
presented by Life magazine, will 
be shown by Warren King, auto- 
motive merchandising director for 
Life. 

Other speakers include Homer 
B. Nelson, assistant general coun- 
sel, Universal CIT Credit Corp.; 
the Rev. Hubert A. White, Hape- 
ville, Ga., and Charles E. Cullen, 
Charlotte, N. C., sales authority. 


Other features of the three-day 
gathering will be exhibits of auto- 
motive equipment and dealer 
meetings to be sponsored by auto 
companies. 


192 Defects Found 
In 632 R.I. Cars 


PROVIDENCE. — State Police 
found 192 equipment defects in 632 
cars they stopped Sept. 23 in the 
first day of a two-week statewide 
brake and equipment check. 


Capt. Harold T. McGovern said 
seven cars had defective brakes. 
Drivers were required to have the 
brakes corrected before they could 
move the cars. Also checked were 
windshields, windshield wipers, reg- 
istration plates, mufflers, head- 
lights, stop lights, rear wheel flaps 
on trucks, driver’s license and car 
registrations. 

Except in the case of faulty 
brakes, drivers were ordered to 
have the defects corrected and the 
vehicle checked again at any police 
station within 48 hours. 


Atoms for Peace 
Delco Says Beta Rays Aid 
Battery Performance 

ANDERSON, Ind.—A successful 
application of atomic energy for 
peacetime production is being util- 
ized by Delco-Remy in the manu- 
facture of Delco automotive storage 
batteries. 

Beta rays from a radioisotope 
gage are being used in battery 
plants to assure uniform thickness 
of microporous rubber separators 
for batteries, Delco says. 

This uniformity improves the 
electrical characteristics of the sep- 
arators making it possible for 
Delco batteries to show higher 
terminal voltages, the firm says. 


Se 


Firestone Is Pre-selling Your Custome 


Hxciting New Advertising Campaign De: 


AIR REPLACES STEEL 
IN 1956 CAR SPRINGS 


and now-you really ride on air 


Airide—a completely new kind of car spring, an idea 
pioneered by Firestone—becomes a realily in the 1958 
curs. Metal springs are replaced by pneumatic cushions 
which give you the brand-new experience, the buoyant 
feeling, of actually riding on air! And with this lururi- 
ous, bump-free, vibralion-free comfort, you get new 
safely, and stability such as you never could find with 
conventional springs. Carefully measured tests prove 


thal road shock is reduced by a remarkable 60 percent. 
Trips made on Airide are far less tiring and, with 
shocks insulated so effectively, Airide actually lengthens 
the life of your car. There’s no forward “‘dive’’ when 
you slop. There’s no “tail drag” when you load up 
the luggage compartment. Empty or loaded, the car is 
automatically self-leveling. It’s not like riding on air— 
it IS riding on air! 


The greatest ride advance since the balloon tire by Firestone 


OU’LL get the surprise of your life 

\ when you test Airide! Jarring bumps 

that you have always desperately 
tried to avoid seem to vanish in thin air. 
And indeed, air is the secret of this revolu- 
tionary development. 

Pleasant surprises start from the moment 
you are seated in a 1958 car equipped with 
Airide springs. As you step inside, Airide 
adjusts your car to your added weight and 
that of each passenger. Load in your heavy 
luggage and note how Airide keeps your car 


on even keel despite uneven loading. 
Take off with a flying start and appreciate 


the absence of “tail dip.”’ Experience the new 
“feel” to driving, the exhilarating sensation 
of airy buoyancy. Take an unpaved road and 
look for the worst bumps—the kind that 
used to “bottom” your car against the axles. 
Airide swallows the shock—and lets your car 
roll smoothly on with never an afterbounce. 

Head next for a stretch of pavement—the 
kind of road on which you do most of your 
driving. You'll find riding is noticeably 
quieter—with even the normal road ripples 
soaked up in a cushion of air. There’s no 
fatiguing high-frequency vibration. You reach 
an intersection and stop suddenly. There’s 


no forward “dive.” You feel more secure on 
tight curves and corners, too. 

Your first Airide will be nothing short of a 
revelation. That’s because this new kind of 
riding—on air—is something you have to 
experience to believe! And Airide advantages 
extend even beyond riding comfort and car 
control. Airide actually outlasts all types of 
metal springs. Carefully kept maintenance 
records show that airsprings give as much as 
700,000 miles of use with only negligible 
wear in giant passenger buses. 

For the past four years, many of our largest 


truck and bus companies have used airspring 
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YOU'LL NEVER KNOW THE BUMPS ARE THERE 






Air separates you, in the “upper car,” from the bump-taking chassis below, as this representation graphically shows. 


suspensions—found them virtually foolproof 
and easy to service. To quote one report: “It 
is our definite conclusion that airsprings save 
wear and tear on buses. Road shock is not 
transmitted to coach bodies as is the case 
with steel springs.” 

What makes Airide so effective? The simple 
fact that it’s an adaptable system—one that 
automatically adjusts itself to meet every 
demand. Each of the four rubber cushions 
that float the “upper car” over the axles 
works independently. Each rubberized nylon 
air cushion calls on its own outside supply 


of additional compressed air as bumps from 
below or added weight from above begin to 
flatten it out. 

Airide literally “breathes.” It inhales to 
resist compression, exhales to recover. This 
feature, combined with the natural cushion- 
ing advantages of rubber and air, makes 
Airide the most anticipated, most wanted 
equipment on 1958 passenger cars. 

Arrange a revelation ride with your new 
car dealer soon. Learn why Airide by Fire- 
stone will make 1958 an automotive year for 


you to remember. 
Copyright 1957, The Firestone Tire & Rubber Co. 


ALRIDE 


Airsprings by 


Firestone 


BETTER RUBBER FROM START TO FINISH 


500,000,000 miles of use in buses and trucks prove air- 


— outlast conventional springs by hundreds of 


ousands of miles. 





ar! 


Airide adjusts to every change in weight or location of 
load—maintains constant road clearance and level ride- 


platform always. 





Airide cushions, filled with air, absorb shocks at each 
wheel. Additional air is taken as needed from supply tank. 


Enjoy the Voice of Firestone on ABC television every Monday evening. 
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2 Jobber Groups 3 me Y 
Face Charges on 


Discount Policy 


WASHINGTON. — Two purchas- 
ing organizations and their 92 mem- 
bers who are jobbers in automotive 
parts have been charged with price 
irregularities by the Federal Trade 
Commission. 

They are charged with using the 
buying organizations illegally to 
seek and receive price discrimina- 
tions from suppliers, , 

Named were Southern California 
Jobbers, Inc., Los Angeles, and its 
59 jobber-members, all located in 
California, and Southwest Automo- 
tive Distributors, Inc., Los Angeles, 
and its 33 members—30 in Cali- 
fornia, two in Nevada and one in 
Honolulu. 





The complaint charged that the Driving Was Tougher— 


jobbers received discounts greater The slit-like windshield was one of the 
than those given their individual | factors in a 1929 DeSoto roadster which 
competitors and replaced suppliers | made the driver feel unsafe. Excessive 
which would not give the discounts | vibration and the lack of convenience 
with other sources that did. intensified anxiety, according to a DeSoto 
Hearings were set in Los Angeles | study of psychological factors affecting 
on Jan, 6 for Southwest Automotive | drivers. A 1929 and a 1958 model were 
Distributors and on Jan, 13 for | used. Cyril G. Korompay, DeSoto en- 
Southern California Jobbers. | gineer, was one of the drivers. 
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DeSoto Tests Driver Reactions .. . 


Modern Cars Cut Fatigue 


MIAMI BEACH. — Advances in 
automotive engineering and con- 
struction during the last 30 years 
have lessened driver fatigue greatly 
and have removed the motorists’ 
anxiety and insecurity, according 
to a Maine-to-Florida test con- 
ducted by DeSoto. 

Two cars were used in the 
seven-day, 2,378-mile trek, They 
were a restored 1929 DeSoto 
roadster and a 1958 DeSoto 
convertible. 

Drivers were Cyril G. Korompay 
and William D. Duckett, company 
engineers. They switched cars each 
day and drove an average of 340 
miles a day. 

The study was directed by Dr. 
A. S. Church, medical director of 
St. Joseph’s Retreat, Dearborn, a 
large private mental hospital. Other 
Detroit physicians, psychologists 


'and psychiatrists assisted in check- 





NOW-— FOR ALL DRY-CHARGED BATTERIES 
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ing the drivers at the end of each 
day’s run. 

According to Church, the study 
showed that the modern car re- 
quired fewer decisions and judg- 
ments, created fewer distractions 
and lessened feelings of insecurity. 

Each day, the drivers were 





New Hampshire Lifts Ban 


On Headlight-Test Device 


CONCORD, N. H.—A new reg- 
ulation which would have barred 
the use of mechanical devices to 
test auto headlight beams has 
been repealed by the Motor Ve- 
hicle Department. 

The action followed protests by 
service station owners, who would 
have been required to replace 
testing machines with wall 
charts. Since 1947 either a chart 
or machine has been permissible. 
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Du Pont Electrolyte in the new 
“CUBITAINER’ 





IT’S SO EASY TO POUR, you can even fill a thimble without 
spilling a drop! Big, easy-to-grip hand holds on each 
side of the new Du Pont “Cubitainer’” control pour- 
ing, let you put the electrolyte just where you want 
it. Hands never touch the acid container itself. And 
the pouring spout is drip-proof. 


REG. U. 5. PAT. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


O MORE damaging acid leaks—the exclusive new 





Du Pont “Cubitainer” holds 4.2 quarts of electro- 








lyte in one strong, easy-to-handle package. Its unique 
new design gives greatest security against leakage. And 
the “Cubitainer” stacks easily, stores more electrolyte 
in less space than any other package container. Du Pont 
Electrolyte exceeds government specifications for qual- 
ity and purity, assuring maximum battery service. 
Ask your No. 7 jobber for Du Pont Electrolyte in the 
new “‘Cubitainer.”’ 


subjected to four types of tests, 

Fatigue was measured physio- 

logically, subjectively and objec- 

tively, as well as through 
clinical observation. 

“We discovered,” Church said, 
“that the predominant factor in the 
study was the driver’s overpower. 
ing urge to get where he was 
going with the greatest degrve of 
safety.” 

He noted that drivers felt creat 
relief in completing the day’s run 
with the old car despite its being 
in sound condition. 

“Safety considerations were most 
noticeable in the statements of the 
drivers of the older car,” Church 
said, “They expressed fears of being 
unable to hold the road and even 
about the possibility of a disastrous 
tire blowout. 

“They complained about the 
awkwardness and discomfort of 
its position and manipulation of 
the steering wheel. Both men 
feared driving at night and were 
most concerned about the wind- 
shield wiper.” 

Church said that monotony was 
observed in both cars, but did not 
consider this necessarily harmful. 


—— Ff 





re aa ata 


It is fatigue, not monotony, which % 


appears to be causing highway ac- 
cidents, he concluded. 


08 Dodge Tops 
22-Mile Average 


On Economy Run 


MIAMI BEACH.—A 1958 Dodge 
Custom Royal, powered by the 
newly designed Ram-Fire V-8 en- 
gine, completed a 1,565-mile run 
from Detroit to Miami Beach at an 
average rate of 22.9 miles a gallon, 
according to Chrysler Corp. 

Average speed was slightly over 
40 miles per hour, and the run cov- 
ered 1,565.2 actual miles over alti- 
tudes varying from only a few feet 
above sea level to 5,048 feet. Maxi- 
mum speed was 65 miles an hour. 

The car was driven by James M. 
Jackson and Chadwell Johnson. 
The drive was supervised by of- 
ficials of the United States Auto 
Club. 

Throughout the trip, the drivers 
said they maintained an even ac- 
celeration, avoiding quick stops and 
sudden surges of power. By rigid 
rules of the USAC, the car was 
always in gear. 


Volume Recalls 


A Young Detroit 


DETROIT.—The days when 
whisky was two drinks for a 
quarter and auto makers were & 
dime a dozen are recalled in “Made 
in Detroit,” a nostalgic study of 
the Motor City during its most 
spectacular period—1900 to 1930. 

As it must in any account of 
Detroit’s heyday, the automobile 
plays a predominant role in the 
book, although political, sports and 
cultural developments are also 
noted. 

The well-illustrated volume was 
written by Norman Beasley and 
George W. Stark. Stark, a Detroit 
newspaperman for 50 years, is still 
an active reporter. He is also the 
official historiographer for the City 
of Detroit. The indexed, 312-page 
volume is published at $5 by G. P. 
Putnam’s Sons, New York. 


Guest of Honor 


Herman Eck’s Buick Is 


40 Years Old 


WYKOFF, Minn.—It was the 40th 
birthday of a good friend, so Her- 
man Eck gave a party. The friend 
was Eck’s Buick, which he pur 
chased in 1917, 

Hearing of the event, Edward T. 
Ragsdale, Buick general managet, 
sent Eck a miniature of a 1957 
Buick and congratulated him om 
“driving the same car longer thant 
any other person.” 

Eck bought the car for $750, has 
driven it 144,000 miles and always 
has serviced it himself. “When I 
bought it, I said it would last mé 
a lifetime,” Eck recalled, “People 
laughed at me, but I think I can 
make it last another 10 years oF 
so.” 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


Evelyn Picks a Winner 


LONG shot came in at Wheel- 
ing Downs, and Evelyn McNabb 
won an automobile. 

Hundley’s Car City (Ford), Wheel- 
ing, W. Va., numbered a used car 
for each horse running in a feature 
race at the track and said the pur- 
chaser of the car with the winning 
number would be refunded the full 
purchase price. 

Miss McNabb bought a 1951 
Plymouth bearing No. 8, the number 
of “Pamjon,” a lightly regarded 
entry, which won the race. She re- 
ceived her check from Charles Ross, 
the salesman from whom she pur- 
chased the car. 

+ * + 


Girls Take the Spotlight 


HEINGOLD girls appeared in 

person in the showroom of 
Buckley Edsel, Inc., Huntington 
Station, L. I. They were driven 
through town in three Edsel Cita- 
tion convertibles which were led by 
a 1912 model T Ford. 


~ * * 


Pizzsarama Lures Buyers 


B®” MEDOW (Dodge-Plym- 
outh), South Bend, staged a 
Pizzarama, featuring pizza and 
coffee, to “get the hottest deals 
on America’s hottest cars.” The 
stock included 2387 new Plym- 
ouths and Dodges and 100 used 


cars. 
* * * 


Tribute to the Farmer 

N AD by Parmenter Pontiac, 

Eugene, Ore., pays tribute to 
the farmer. The ad is a repeat of 
one run sOMe years ago. “Without 
the farmer there would be no life 
or living,” the ad says in part. 
“Let’s salute his sunup-to-sunset 
existence . .. and be grateful for 
his bounty.” 


* 7 . 

‘History Repeats Itself 

as repeats itself’ was 

the message Ed Maher, Inc. 

(Ford), sent to Dallas residents in 

an advertisement aimed at cost- 
conscious motorists. 

“Twenty years ago,” the ad read, 
“Ed Maher had a sale and offered 
new Fords on unheard-of terms— 
$50 down and $25 a month. Other 
dealers said it couldn’t be done, but 
Maher believed the people of Dallas 
would respond to such an honest 
deal. And he was right. 

“Now, nearly 20 years later, his- 
tory repeats itself. Ed Maher will 
sell, positively and without equiv- 
ocation, a factory-fresh Ford for 
$75 down and $47.25 a month. 

“It’s the same famous deal, al- 
tered a little by inflation and the 
shrinking dollar . . . Choose any 
model, any body style. And if you 
have a reasonable reputation for 
credit, this is the deal you'll get.” 


Dise Jockeys Push Cars 


wo Cleveland disc jockeys are 
waging a battle for the title 
“best radio salesman” under the 
sponsorship of auto dealer Del 
Spitzer. 

Joe Finan represents Spitzer’s 
Ford dealership on the east side 
while Wes Hopkins plugs the 
Dodge-Plymouth outlet Spitzer runs 

,on the west side of the city. Both 
appear on KYW. 

The winner will get a two-week 
vacation in Miami from Spitzer. So 
far the contest has given Spitzer 
“the biggest sales month in our 


history” (July) and “a smashing 
success” in August. 

7 - . 
Help, Help! 


WO ads—the first for four men 
to sell the Edsel and the second 
for six salesmen—were run by 
Dunne Edsel Sales, Providence. 
John Dunne, owner of the dealer- 
ship and president of the Rhode 
Island Automobile Dealers Assn., 
said interest in the Edsel far ex- 


ceeded his estimates. 
* . * 


Football Ticket Offer 


‘O tickets to. all home football 
games of Southern Methodist 
University were offered to each 
buyer of a 1957 Dodge at Morris 
Robinson Dodge-Plymouth in Dallas 
and suburban Arlington. 
The offer included “a beautiful 
fall mum to the lady of your choice” 








on the day of each game, The 
dealership said it was giving a $1,- 
000 discount on every Dodge in 
stock and $50 in cash to those who 
already had football tickets, 


* * * 


Hail to the Victors 
WO “winning’ combinations are 
saluted in an ad by Eppy’s 
Chevrolet, Inc.. Canton, O. The ad 
carries pictures of Eppy’s cham- 
pionship softball team and the 
firm’s six new-car salesmen. “See 
one of these salesmen for a cham- 
pionship deal,” the ad urges. 
* * * 


‘Just Phone for Appraisal’ 


ee appraisals, a pro- 
motion that has been used in 
various parts of the country, was 
brought to Warren, O., by Howard 
Thombs Plymouth Center. 

“Call 2301-8,” the advertisement 
invited. “Our deals are better, and 
we want to prove it. 

“We will tell you exactly what 



















































the new Plymouth of your choice 
will cost and make a sincere and 
honest effort to tell you just what 
we will allow for your car in 
trade. Save steps ... save time... 
saVe money.” 

+ * * 


‘On to West Overshoe’ 

“q)yN TO West Overshoe via dog- 
sled,” trumpeted the Allegheny 

County (Pittsburgh) Dodge dealers 

in an advertisement which an- 

nounced a sale and poked fun at 

a mythical “factory contest.” 

“Our factory is having a contest 
for us lucky Allegheny County 
Dodge dealers,” copy explained. 
“The jerk—’er, dealer—who makes 
the highest profits during our gi- 
gantic 20-day sale of ’57s is the 
winner. 

“None of us wants to go. So 
please help us, just to keep from 
being a lucky (ugh) winner.” 

* * * 


Fast-Dealing Dealer 
AUL HAVENS (Lincoln-Mer- 
cury), Logansport, Ind., held a 
two-day 10th Anniversary celebra- 
tion. Bank financing was offered 
on the spot, with deal approval 
in 15 minutes. Coffee and cake 
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*New GM Turbopower Diesels—higher power with little increase in size or weight 





Jamestown Ad Offers 
Something for Everyone 


Ed James, formerly a large 
Buick dealer, gave Los Angeles 
readers something of everything 
in an advertisement which men- 
tioned some of the present activi- 
ties of his Jamestown operation. 

He spoke of a Dodge-Plymouth 
“closeout sale”—(he holds a fran- 
chise); he put in a pitch for 
Studebaker-Packard—(he’s now a 
dealer); he played up his leasing 
activities — (through Jamestown 
Aute Leasing Co.), and he ap- 
pealed to his former customers— 
(“Buick service that pleased 40,- 
000 owners”). 





was served free. A portable tele- 

vision set was awarded. 
+ * * 
$100 to the Ladies 
A COLD-CASH pitch to the ladies 
featured a new-car sale staged 

by Mingo Motor Co., Williamson, 
W. Va. 

“Ladies! Read This!” the ad 
screamed in crimson type. “Accom- 
pany your man to this sale. If he 





Here’s how a “Jimmy” Diesel fits your truck 


= SS 

“4-7 1E" 140 gross HP @ 2100 RPM 
“4-71T"* 171 gross HP @ 2300 RPM 
“6-71E" 210 gross HP @ 2100 RPM 
“6-71T"* 236 gross HP @ 2100 RPM 





—-" 


buys a new car, you will receive, 
absolutely free, $100 in cash.” 
The sale involved 40 new ec 
and Mingo said it would give ‘$299 
to $600 over market price for your 
present car.” 
* * * 


Beauties on Parade 


A PARADE of bathing beauties 

in new convertibles passed 
through the St. Paul downtown 
district to mark the start of a 
citywide automobile clearance 
sale. The sale is sponsored by 
Associated Automobile Dealers of 
St. Paul, Inc. 


* * * 


Ads in TV Log Pay Off 
BOXED ad 
the daily TV schedule in the 

Billings (Mont.) Gazette has been 

very effective, according to James 

Gainan sales manager of Lew 

Chevrolet Co. 

Gainan said salesmen report nu- 
merous prospects have told them 
“I saw your ad in the TV schedule.” 
New and used-car ads are alter- 
nated daily in the TV schedule, 


|Gainan said. The ad carries only 


the make, model, style and price of 
a single car and the name of the 
company. 












a 
E 
i 


§ 


in the center of © 


sue 


alivs 


; 
‘ 
; 


WAAL Mh shh 


iy 





ier 


lIegQwzroeserree v 




























































































Fe 






Ford Dealers Meet— 


Among those who attended the Washington district meeting of the Ford National | 
Dealer Council were, top row, from left, George Vincent, manager, Ford Chester (Pa.) | 
assembly plant; F. P. Flester, Laurel, Md.; T. J. Reilly, service manager, Washington 
gles district; R. F. Cummings, Baltimore, and Frank P. Palmer jr., Aberdeen, Md. 
Middle row: J. J. Yeoumans, Towson, Md.; R. L. Sharrett, Hagerstown, Md.; L. E. Bark- | 


houser, Staunton, Va.; Burton Kephart, Arlington, Va., and C. E. McCalip jr., Wash- | 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


ACK of enthusiasm on the 
part of the salesman and the 
lack of the ability to instill en- 
thusiasm in the customer is the 
cause of the greatest loss in deals, 
in the opinion of Roy Thompson 
(Ford), Clinton, Ark., veteran 

salesman and dealer. 
You can recite 


Sales figures until you’re 
blue in the face, 

Case and parrot sales 

° features without 
Histories ond but without 


some _ animation 
and enthusiasm the words fall 
mostly on deaf ears, Thompson 
said. 

“From my own personal experi- 
ence I find that a sale is twice as 
easy to close when I am selling a 
car that I am enthusiastic about 
and so the next important thing 
is to learn how to acquire a genu- 


Thompson said that enthusi- 
asm cannot be faked and that 
lack of it usually stems from 


lack of knowledge. For in- 
stance, a salesman who is con- 
cerned only with price and who 
knows little about the features 
of the car, the quality of its 

components, can scarcely get 
up a big head of steam over its 
good qualities and points of 
superiority. 

Thompson said that he was re- 
minded of a salesman he once 
had. 

The salesman freely spoke 
about cars being all alike and 
was never known to brag on a 
car’s performance, In fact he was 
ideally suited for some other bus- 
iness and his sales showed it. 

+ +” +. 
— one day he was driving 
a prospect in his demonstra- 
tor and the prospect asked to go 
on a little-used road and a steep 
muddy hill. 

The car soon skidded in the 
ditch and was stuck in the mud. 
The inexperienced salesman only 
succeeded in getting it stuck 





= > ington. Bottom row: Stewart Eustace, Manassas, Va.; William E. Voyce jr., Baltimore; | ine enthusiasm,” Thompson said. 
f the > George Purvis, Fayetteville, N. C., chairman of the Ford National Dealer Council; | 
Phil A. Rauth, Hancock, Md., and William P. Bave, Ford, Washington district sales | 

= manager. 
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This General Motors Series 71 “E” engine for 
trucks and buses is the newest version of the time- 
proved GM 2-cycle Diesel, popularly known as 
the “Jimmy” Diesel to users the world over. 







It will save more money, perform better at all 
speeds and last longer than any other engine on 
the road today—for these important reasons: 









¢ Modern 2-cycle advantages — more 
power per size and weight—twice as many 
power strokes per crankshaft revolution as 
4-cycle Diesels—smoother running—faster 
accelerating—better high-altitude 
performance. 


e New 4-valve cylinder head and 38% 
larger air intake capacity for improved 
combustion and the cleanest “breathing’’ 
known—smoke-free exhaust. 






VAL LS 














e Unit fuel injection — with new free-flow 
spray tips—more “go’’ per gallon—maxi- 
mum. output on minimum fuel. 











Now— more than ever—i pays to 
standardize on GM Diesel 





















available for any make truck 
26,000 GVW and up 


New GM “71E” Diesel can cut gasoline engine operating costs in half 


¢ Lower maintenance costs —simpler design requires 
fewer maintenance hours, and maximum interchange- 
ability of low-cost parts assures lowest costs over the 
entire life of the engine. 


Here is a more compact, lighter-weight Diesel that 
will fit any heavy truck you own or buy—and 
compared to gasoline engines, it will cut your 
operating costs as much as 6¢ a mile! 


See your GM Diesel distributor about repowering 
your present equipment. When you're in the 
market for new trucks, ask for this great new 
GM “71E” Diesel. And if the truck you choose 
isn’t immediately available with a “Jimmy,” 
turn your truck over to the GM Diesel dis- 
tributor for a ““71E” installation. 


DETROIT DIESEL 
Engine Division of General Motors, Detroit 28, Mich. 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 


Regional Offices: 


New York, Atlanta, Detroit, Chicago, Dallas, San Francisco 


175 manufacturers 


Parts and Service Worldwide 


—available in 1485 applications of 
power equipment built by more than 


deeper. But the prospect was a 
graduate of the muddy roads of 
Model T days and he asked to 
take the wheel. 

He soon eased the car out of 
the bad spot and back into the 
clay ruts to the amazement of 
the salesman. 

The prospect bought that car. 
The salesman got another dem- 
onstrator and soon mastered the 
mud-road trick. He became so 
enthusiastic that he developed 
several other spectacular demon- 
strations such as running for a 
ditch and making a stop just in 
time as a demonstration of the 
brakes. 

His enthusiasm was contagious 
and he soon imparted it to pros- 
pective buyers and his sales rec- 
ord became phenomenal. 

* * * 

oo said the problem 

is for the dealer or salesman, 
who sees a new model every 
year, to cultivate a higher degree 
of interest in different parts of 
the product so that he can work 
up genuine enthusiasm. 

Thompson said it can be on the 
quietness of the short stroke mo- 
tors, the easy ride, the quality of 
the paint, the safety features or 
the brakes. 

Thompson said his enthusiasm 
will often cut through the price 

barrier, defeat the gimmick ad 
and make the prospect a cus- 
tomer who comes back again 
and again. 

“There is nothing that discour- 
ages a buyer more than a sales- 
man who is straight faced and 
unenthusiastic about the parts of 
the car that the customer wants 
to talk about,” Thompson said. 
“Enthusiasm makes selling a lot 
more pleasure and twice as easy.” 


Salesman Group 
Conducting Drive 


For Members 


WASHINGTON.—The newly or- 
ganized National Automobile Sales- 
mans Assn. is conducting a cam- 
paign for charter members, accord- 
ing to Lee Cheek, executive direc- 
tor. 

Cheek said membership is open 
to anyone actively engaged in sell- 
ing autos or trucks. Each member 
receives a death insurance benefit 
of $500, increasing to $1,000 after 
five consecutive years of member- 
ship, he added. 

“A complete legal department will 
help salesmen with their automo- 
bile legal problems,” said Cheek, 
“and the full-time staff of NASA 
is prepared to service almost any 
type of personal selling problem a 
member may present.” 

Among the organization’s objec- 
tives, Cheek said, are gathering 
and distribution of latest sales 
methods and techniques to mem- 
bers and representing the interests 
of auto salesmen at the legislative 
level. 

Cheek, 40 is a native of Birming- 
ham, Ala, and entered the auto 
business in 1939; now operates 
Cheek Motor Co. in Birmingham. 
He also has had experience in air- 
plane sales and service, real estate 
and investments, public relations 
and insurance. 

NASA President Frank A. Johns- 
ton, 40, also is a native of Birming- 
ham and has been in the auto busi- 
ness since 1936. He is automotive 
sales manager of Birmingham 
Electric Battery Co. and a partner 
in Auto Electric & Carburetor Co., 
Dothan, Ala. 


Canadian Rails 


Add Piggyback 


OTTAWA.—Canada’s major rail- 
ways, Canadian Pacific and Ca- 
nation National Railways, plan to 
haul the trailers of licensed “for 
hire” motor carriers on flat cars 
between Montreal and Toronto, 
with eight major trucking com- 
panies so far showing a definite in- 
terest in the piggyback service. 

While the railways have been 
operating such a piggyback service 
of their own since 1952, this marks 
the first time that they are co- 
operating with the “for hire” 
truckers. 











(Maybe even when selling automobiles!) 


Maybe your 57’s have everything. 

But unless you SELL everything—even the most “taken-for-granted” 

features — business goes to your competitor making the most of 

possibly less. Extra 

For example, take AIRFOAM. It has proved such a successful sales-aid Trade-in 

that most lines have it. B 

And why do manufacturers choose AIRFOAM? onus 

To better cushion and quiet the ride? Naturally. To keep drivers more For You! 

relaxed and passengers coolly comfortable? Of course. To be sure of 

avoiding sags and snags? Positively. To keep new looks longer and 

customers happier right up to trade-in time? Precisely. In addition to helping you sell cars now, AIRFOAM 

But also, TO HELP YOU SELL WITH THE GREATEST NAME IN will increase your profits come trade-in time. 

CUSHIONING! To help you sell against the most luxurious cars in the How? By retaining its shape and protecting uphol- 

field—to help you sell against all-out price lines! To help you sell with stery eee oe: —_ back = oe in more salable = 

AIRFOAM—preferred by more people surveyed than all other cushion- condi better way to assure more ressiee=: ©" 
ATB —than by selling AIRFOAM now! . 

ings PUT TOGETHER! eee by 5 ee 

So use EVERYTHING, EVERY time — and clinch the sale with 

AIRFOAM! Goodyear, Engineered Products Dept., Akron 16, Ohio. 


— 
MADE ONLY BY GOooD, YEAR 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 


Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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States Move to Raise 
Road-Building Funds 


EW developments affecting 

highway-user taxation and fi- 
nancing and construction of free 
highway and street systems, as re- 
ported from state capitals and 
municipalities, include: 

Florida: The State Road Board 
took steps to activate a plan to 
float a $34 million bond issue to 
refinance the Sunshine Skyway 
and provide money for construc- 
tion of the Pinellas Bayway. The 
board authorized a committee to 
discuss with the State Develop- 
ment Commission the best 
method of proceeding with the 
bonds. 

The Road Board also endorsed a 
proposed $3.2 million bond issue for 
Putnam County to be paid from 
secondary gasoline tax money. The 
bond money will finance 22 sec- 
ondary roads and purchase right- 


One moment please... 


WHILE A.B.C.* COUNTS YOU 


The words you are reading, along with the messages 
of other advertisements in this publication, have a 
tangible quality. They, and the values they represent, 
are definite things which can be studied and appraised. 


By the same token, the audience to which this message 


of-way for the four-laning of US-17 
from Palatka to the Clay County 
line. 

Kansas: Hearings will be held in 
October by the roads and highways 
committee of the State Legislative 
Council to determine whether a 
sixth cent of gasoline tax should 
be imposed to finance highway con- 
struction, and to decide if ports of 
entry should be abolished. 

Maine: A $24 million highway 
bond issue was approved by vot- 
ers in a special referendum. The 
money will be used to help the 
state participate in the Federal 
interstate highway program. 

Also approved by voters was a 
$2,500,000 bond issue for state- 
owned ferries serving islands in 
Penobscot Bay. Islanders said that 
adequate ferry service would bring 


is exposed has the same tangible quality. 


Data provided by A.B.C. circulation audits give us— 
and our advertisers—the answers to many questions 
about you, our readers. These facts tell how many 
people buy copies of this publication each issue, where 
you make your purchases, what you pay, and some 


reasons why you buy. 


We hope you won’t feel self-conscious now, knowing 
you are being counted by A.B.C. We did want you to 
know, though, that this circulation audit helps us to 
serve you and our advertisers more effectively. 


If you are an advertiser as well as a reader, and want 
to see a copy of our latest A.B.C. report, please let 


us know. 


’ 





Cars for Students— 


Orson Brown Chevrolet Co., Spanish Fork, Utah, has donated two 1957 Chevrolets 
with dual driving controls to the Nebo (Utah) School District for use in the Payson 
and Spanish Fork High Schools. Shown at the presentation ceremony are, from left, 
front row, Boyd Luke, driver, Spanish Fork High School and James Durrant, driver, 
Payson High School. Second row: W. W. Brockbank, superintendent, Nebo School 
District; J. Angus Christensen, Spanish Fork principal; Dr. Vaughn Hall, representative 
state board of education; Orson Brown, and Archie Williams, Payson principal, Payson. 


more jobs, more industry and more titions filed to initiate a popular 
vote on driver’s license and car- 
truck registration fee increases 
7 ANOTHER development, Gov.| enacted by the 1957 Legislature to 

Edmund 8S. Muskie accepted pe-| help support an expanded highway 


tourists. 
* o* oe 











*The Audit Bureau of Circulations is a non-profit circulation auditing association whose 
representatives regularly visit member publishers’ offices and whose reports provide facts 
on each publication’s circulation. Copies of our latest A.B.C. report are available to interested 
persons without charge or obligation. 


| Dec. 28 and Feb. 27. 


Maryland: The State Roads 
Commission announced that 
Maryland’s projected Northeast 
Expressway will be constructed 
as a freeway, rather than a toll 
road, but with a toll bridge about 
midway on the new highway. 
The new road will run from Bal- 

timore northeast to a connection 
with the Delaware Memorial Bridge 
over the Delaware River, providing 
a continuous limited-access high- 
way from New York to Washing- 


ton. 
* + * 


a A court test may 


be necessary to determine the 
| validity of a 1957 Minnesota law 
providing for reimbursement of 
utility companies for moving their 
facilities when necessitated by con- 
struction of interstate highways, 
State officials say. 


The law authorizes the State 
Highway Department to pay 10 
percent of such utility relocation 
costs, with the Federal Govern- 
ment to meet the 90 percent bal- 
ance. 

Deputy State Attorney General 
R. W. Mattson pointed out, how- 
ever, the Federal Government 
will not make any such reim- 
bursements unless the State cer- 
tifies such payments are legal 
under the State Constitution. 

NEBRASKA: Petitions seeking a 
referendum on a boost in the State 
gasoline tax from 6 to 7 cents a 
gallon did not carry enough valid 
signatures. 

The extra cent of the tax, which 
went into effect Sept. 20, is ex- 
pected to yield $5 million in addi- 
tional annual revenue, of which 75 
percent will go to the State High- 


way Dept. and 25 percent to the 
counties, 





* * * 


(ppmaos: A resolution authoriz- 
ing sale of highway bonds total- 
ling $20 million was adopted by the 
State Highway Commission. An $8 
million issue is earmarked for 
matching with Federal funds for 
the interstate highway system. An- 
other $12 million in bonds will be 


used in the improvement of the 


coast highway system. 

Pennsylvania: Construction 
work on the projected $300 mil- 
lion Keystone Shortway through 
Central Pennsylvania may start 
mext year or 1959 at the latest, 
according to the State Highway 
Department. The proposed 291- 
mile route will extend from 
Sharon to Stroudsburg. 

The Federal Government is ex- 
pected to pay 90 percent of the 
cost under the interstate highway 
program, with Pennsylvania pay- 
ing about $30 million. 

> . > 
opexss: Dallas County Commis- 
sioners Court approved a pro- 
posed $17,271,000 roads-bond pro- 


| construction program. A_ special | 
|referendum will be held between | 





a ee vere 


Cid 


gram which will bring $62,833,500 © 
in State and Federal highway 


spending into the county if ap- 
proved by the voters. The proposal 
is expected to be submitted to the 
voters Nov. 5. 

Utah: The State Road Commis- 
sion approved a 1958 road con- 
struction program costing more 
than $42 million, an increase of 
about $10 million from the cur- 
rent schedule. Bulk of the $42 
million was earmarked for 11 in- 
terstate projects, costing an esti- 
mated $29,900,000. 

West Vircinia: A resolution ad- 
vocating a $200 million state high- 
way bond issue was adopted by the 
West Virginia State Chamber of 
Commerce at its annual convention 
in White Sulphur Springs. 

The resolution urged Gov. Under- 
wood and the State Road Commis- 
sion to ask the Legislature to con- 
sider submitting the question to 
the voters at the 1958 general elec- 
tion. The bonds would be issued 
over a 10-year period to help West 
Virginia raise matching funds it 
will need to take full advantage of 
the Federal-aid highway program. 

* * ” 


Off-Color Turn Signals 


Get Green Light in Mich. 


Thomas M. Kavanagh, attorney 
general of Michigan, has ruled that 
blue or green lights in front turn 
signals are not illegal. 

His opinion was issued in re 
sponse to a query from a county 
prosecutor. He noted, however, 
Michigan law does require 
turn-signal lights at the rear of 
any vehicle must be red or amber. 


Laie Bt . 
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Buyers from 4 Corners of World .. . 





Wide Appeal at Frankfurt Show 


jsented a new convertible during a| 
| press dinner. | 
RANKFURT, Germany.- Buyers | Auto-Union, one of Germany’s| 
from the four corners of the|five major producers, presented a 
world were on hand for the 38th| new small car, which likely will be | 
annual German automobile exhib-| called the Bundesklasse. It has a| 
its, held once again in Frankfurt. | two-cylinder, two-cycle engine, four | 
Western Germany had a flood | speeds forward synchronized and/| 
of new models, reflecting the | will sell for $900 f.o.b. factory. | 
boom which followed financial Among the unusual items at | 
assistance from the U. S. Even | the show is a new oil dip stick. 
the Soviet section of Germany | There is a small plastic ball on 
had commercial vehicles on dis- | the top of the hollow rod. If the 
play. oil level is sufficient, oil will be | 
Among the American cars at the} 
show, the Edsel was a crowd stop- ‘ 
per. Another big hit was the Opel. | 417 SAAB Autos 
which GM will distribute in the U.S. Arrive in Boston 


I met a U.S. Air Force colonel | . . . 
. ; ; | NEW YORK.—A shipload of 417 | 
who flew in from England just to| new SAAB 93 autos has arrived 


get a glimpse at the Caravan, the| f . . : : 
: s ; rom Sweden in Hingham Bay, | 
Opel station wagon, and leave his just south of Boston, where the 


money for future delivery. SAAB company prepares cars for 


+ * * 
. - delivery to East Coast dealers. 
Sport Cars Go Over Big | The ship, the “Tristan,” carried 


EARLY every car manufacturer; twice as many SAAB 93s as have 
in Germany is offering a super| been shipped on previous vessels. 
deluxe sport version. Borgward pre- 


By George L. Glaser 
European Correspondent 








Used-Car Notes 





BAKERSFIELD, Calif.—Auto|and the sales force includes Bill 
dealers can help assure themselves; Howell, used-car manager; C. D.}| 
of a bright future, Harold Henry,| Norton and Bill Robinson. 
owner of the Los Angeles Auto * ¢ * 
Auction, told the Kern County Used | 
Car Dealers Assn. 

Henry advised dealers to use 
sound business administration and 
be ethical in their operations, He 

i > i rity of dealers in . 
oan Senasta clan. Little, Collins Open Lot 

Henry said a leveling-trend in MADISON, Tenn.—Howard Little 
retail business probably will bring|and Dave Collings have opened 
tighter credit controls, higher in-| Collins Used Cars, 650 Old Hickory 
terest rates and slight rise in retail| Blvd. Collins and Little formerly 
and wholesale prices for clean used | Were associated with Coggin Chev- 
cars. rolet here. 

This leveling-off, plus increasing | ; : 
competition in the automotive field, Perkins in New Location 
points up the necessity of carefull GREENSBORO, N. C.— Perkins 
management in the coming year,| Used Cars has opened for business 
Henry said. in its new location at 3108 E. Bes-| 

* 


> 84 | semer Ave. 
Used-Car Dealers ‘ 
Clements Picked to Head 
Told Parley Plans Auction Group’s East Zone 
AUGUSTA. Ga Some 400| BUFFALO.—Alton W. Clements, 
members of the Georgia Independ-|°Wner of Thruway Auto Auction, 


ent Automobile Dealers Assn. are | 1n¢., Buffalo, has been elected presi- 
expected to attend the 1958 conven-|dent of the Eastern zone of the 
tion here next August. National Auto Auction Assn. a 

Miles Elliott, executive secretary|..The Eastern ae includes a 
of the organization, outlined the ele Mer ge yr _Connec icut, 
convention program at a dinner at | Massac usetts and Ohio. 
which local officers were elected. 

B. B. Dixon was elevated to the Lynch Reopens Lot 
presidency to succeed R. E. Burson,|, GREENSBORO, N. C.—Corry)| 
who was named chairman of the|L.ynch has reopened his Corry 
board. Other officers are Charlie} Lynch Used Cars Lot at 220 N. Eu- 
Williamson, first vice-president; | gene St. here. | 


Ellis Boose, second vice-president, | - 2 
R.I. Independents 


and Clint Alston, secretary-treas- 
° 
‘Elect Silverman | 


urer. 
PROVIDENCE. — Rhode Island} 
Opened by Scarbrough | Independent Automobile Dealers 
PINE BLUFF, Ark.—Scarbrough |e lected Arthur Silverman presi-| 
Motors, Inc., has opened a “new-car| dent; Sumner Pomerantz, vice-| 
upermarket” at Fifth and Ohio.| president; Thomas Morrocco, secre- | 
Charlie Scarbrough owns the firm,| tary, and Fred Tanti, treasurer. 


Fletcher’s Opens Lot 
COLUMBUS, Miss.— Fletcher's 
Used Car Lot No. 2 has opened on 
Highway 45 North. 
* > 
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‘New-Car Supermarket’ 


| iar 








Florida Auto Auction Opens— 


Some of the more than 200 cars that went through the Florida Auto Auction at 
the opening sale in Daytona Beach are shown as they were being registered. The 
auction, sponsored by a group of Florida dealers, will be held every Tuesday at 
the Daytona Beach Municipal Airport, where facilities have been leased from the 
city. Dealers serving as officers of the new auction include George Mortimer, Fort ; 1 
Lauderdale, secretary; Eddie R. Parrish, Jacksonville, president; Ferris D. Ward, firm, has applied for a gas turbine | the 38th annual German auto show at Frankfurt. Cars from all over the world ' 


Orlando, treasurer, and Jim Cumbie, Orlando, and L. P. Evans, Miami, vice-presidents. 


drawn into the ball when you 
squeeze it. 


Boysen, in cooperation with the 
U.S. firm, Fram, exhibited an air 
cleaner that is supposed to filter 
pollen, smoke and dust from air 
coming into the car. 


Also on display was a new syn- 
chromatic transmission. Operated 
by four push-buttons, it consists of 
a fluid coupling, a regular clutch 


j}and a regular four-speed synchro- 


nized transmission. There are no 
clutch pedal and shift lever. 


* 


ge in VW 


* * 


Little Chan 


ROF. HEINZ NORDHOFF, of | 


Volkswagen, said the car would 
remain essentially unchanged. Pro- 


duction will be increased, he said, | 


if VW can acquire new facilities 
for which it has been dickering. He 
said the firm expects to continue 


|}exporting about 55 percent of its 


output. 

Auto-Union has expanded the 
DKW line and stepped up the 
power of some models by increas- 
ing the engine displacement by 
Il percent. 

Two-cycle engines have a pecul- 


developed, with Boysen, an exhaust 
system that silences the noise with- 
out taking away power. 


A separate hall was set aside for | 


the display of the smaller cars. 
Zuendapp has a new model. Its 
present engine is much too small, 


but I understand a bigger one is| 


planned. 
Maico has improved the chassis 


and eliminated rubber-torsion | 
springing by using coil springs. A| 


deluxe sport convertible also has 
been added. 


a + + 


Goggomobil All New 


OGGOMOBIL has a brand-new 
car. Hans Glas, owner of Gog- 

zomobil who has lived in the U.S. 
and knows when to make a switch, 
said the new Goggomobil T 600 has 
a four-stroke cycle, two-cylinder 
air-cooled engine with front-wheel 
drive, more advanced styling and 
a roomier interior. The Goggomobil 
even has a wraparound windshield, 
the only one in this tiny-car class. 

A new trend is apparent in the 
bus and truck field. Sliding front 
doors on panel delivery trucks 
will be popular. Bus doors do not 
fold any more. Both halves move 
first out of the bus about a good 
inch and then swing parallel with 
the outside of the vehicle. 

Semi-trailers are increasing in 
use in Germany and there are some 
new features. Schenk, one of the 
leading manufacturers in this field, 
has added air springing and rear- 
wheel automatic steering. Rear- 
wheel steering is a big help because 
narrow curves are more numerous 
in this country. 


2 * 
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|News from England 


HE “shooting brake” is gaining 
povularity, and if you don’t 
know what a shooting brake is, you 
probably have lots of company. 
It’s a British slang expression 
for what Americans call a sta- 
tion wagon and Germans refer to 
as a combi (combination body). 
These models are becoming in- 
creasingly popular in England. 
The Dormobile, 
Ltd., goes a step farther than many 
wagons since it offers sleeping ac- 
commodations in a shooting brake. 
Another popular model is General 
Motors’ Bedford wagon in which 
the seats can be converted to beds. 
Of course, those who go for high 


style may choose the Countryman, | 


which is made from a Rollys-Royce 
sedan. This model has ice-filled 
thermos bottles, water containers, a 
pipe rack, electric razor, radio 
telephone and other luxuries. 

+ * 


London to Calcutta by Bus 


ware persons participated in 
a long-distance excursion 
aboard the Indiaman, a bus which 
operates from London to Calcutta, 


India They travelled 18,000 miles|~ 


and passed through 15 countries. 
* * = 
Turbine Patent Sought 


ppmustR,r sources report that 
Armstrong-Siddeley, a British 


patent. 


idling sound and DKW has} 


by M. Walter, | 











'New Goggomobil T 600 Makes Bow— 


The all-new Goggomobil T 600 was one of the tiny cars on exhibit at the 3 
|} annual German auto show in Frankfurt. The T 600 is more advanced in stylit 
| according to makers, and has a roomier interior. 








British MG Display— 


This is the view of the British MG thot visitors got at the 38th annual Gern 

} auto show in Frankfurt. These two models were among the many foreign cors 

display at the show. 
. 


= > 





| Foreign Cars Lure Viewers— 


Foreign cars drew many of the visitors at the 38th annual German auto s! 
| at Frankfurt. Manufacturers from the U. S., Britoin, Italy and France were am 
| the exhibitors of foreign-made autos. 


* * > 





It’s Done with Mirrors— 


Mirrors were used to give visitors several different views of the same cor 


on exhibit. 


the 38th 
styling, 
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stylemaster 


KAR-RUGS « Rhema 


Custom Stylemasters — the excitingly fresh idea to match today’s 
dramatic styling — to cash in on the overwhelming popularity’ of 
luxury cars and deluxe models. For those who want the best — beautiful 
multi-toned colors — generous proportions for full floor coverage — 
new undersurface feature to hold in place — attractive, high-styled 
built-in utility — offered exclusively in Custom Stylemasters. 


95 
SET NO. 8487 SQ RETAIL 
COLORS 


The most attractive box in auto accessories. 4 
Sparkly white treated to stay clean — dust, ‘] er: Oa - 
dirt and grease marks wipe right off. Packed a a 
3 sets to shipping carton, wt. 30 Ibs. .ed a 
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SsStylemaster 


KAR-RUGS 4 Kfeunai£ 


Now, rectangular mats — with fresh new styling. Perfect com- 
panions to front Custom Stylemasters — or for those who prefer — 
make ideal ensemble used on front and rear floors. Beautiful Tr 
multi-toned colors — tailored to fit all cars — new hold down IL 
feature and built-in utility will attract your better customers. 


THESE NEW 
MODERN MATS OFFER BEAUTIFUL 
MULTI-COLORED UTILITY IN THE HOME 


at 
ad y A 
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% ) e or * 

Set contains two 18 x 22” Custom Kar-Rugs Oy a 
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stay clean — dust, dirt and grease marks wipe ya } 
right off. Packed 3 to shipping carton, wt. 
16 Ibs. a 


THE WOOSTER RUBBER CO. *© WOOSTER, OHIO 


BLUE 


GREEN 
SEE REVERSE SIDE FOR MATCHING FRCNT FLOOR STYLEMASTERS GREY 


RED 
WHITE 


Pe 
- — 
COLORS 
a 
A 


BROWN 
PTD. IN U.S.A. KJ-39 BLACK 











: ie 3 é z . © . 
ae id 
. ’ Fi Pc 
. : * ‘ = 
m eg : 
- S oe * 
ee ets 
a 








AUTOMOTIVE NEWS, OCTOBER 7, 1957 


Affecting Factories and Dealers . . . 


_ Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


ter two years in the top spot, 
eral Motors Corp. has been 
gpplanted by Procter & Gamble as 
e top American advertisers in 
gazines, newspaper supplements 
i television. 
P&G spent $29,955,614 in the 
st half of this year, compared 
h GM’s investment of $23,286,- 
5 over the same period. A year 
ago, GM invested $31,209,638 dur- 
ing the January-June period, 
ile P&G expended $27,297,369. 
The top 100 advertisers in the 
S., however, spent $409,120,410 in 
three media during the first six 
pnths of this year, a $30 million 
ost over the $378,319,096 expended 
the same purpose in 1956 and 
3 million above the total invested 
the first half of 1955. 
The figures, as compiled by Pub- 
ers Information Bureau, showed 
sler Corp. in third place; Ford 
fotor Co. in sixth, and American 
ptors Corp. in 78th place. Stude- 
er-Packard Corp. was not listed 
nong the top 100 advertisers. 


The majority of GM’s expendi- 
tures — $14,244,177 — went to 
ral magazines. Network tele- 
jion picked up $5,707,674; news- 
per sections, $2,459,435, and 
magazines, $875,630. 
Chrysler Corp., in contrast. spent 
ost of its budget for the first six 
months on television, with $9,056,182 
its $15,980,279 for advertising 
omotions going to that medium. 
eral magazines picked up $6,- 
5,207; newspaper sections, $540,- 
5, and farm magazines, $218,345. 


Ford Motor spent $6,386,322 of 
its $13,839,985 outlay on television 
advertising, while general maga- 

picked up $5,676,531; news- 
paper sections, $863,330, and farm 
Magazines, $913,752. 

AMC also leaned heaviest on tele- 

lion, with $724,412 of its $1,493,777 

iget going to that medium. 
yther expenditures by AMC showed 
meral magazines, $601,455; news- 
per sections, $124,710, and farm 
ines, $43,200. 

> > 


D Backs MSU Band Again 
Michigan State University bands- 
, who have travelled more than 
28,000 miles under Oldsmobile’s 


onsorship during the past four) 
, will travel again during the} 


football season as guests of 

GM division. 
The 135-man band will make ap- 
, rances at the games with -the 
sUniv. of Michigan at Ann Arbor, 
Oct. 12, and with Wisconsin at 


| Madison, Nov. 2. 


It will mark the fifth season that 
trips to out-of-town football games 


sponsored by Oldsmobile. 
> * > 


Record for Portsmouth 


Downtown Motors, Inc., Ports- 


| Mouth, O., used 11,270 lines of ad- 


Vertising to announce the new 
Is. 
The Portsmouth Times, which 
ied the display ads claimed this 
be the largest amount of adver- 
ng ever carried by one dealer at 
y time in the history of the 
per. 
he promotion included an eight- 
e tabloid carrying 8,764 lines of 
e and a two-page carryover 
ng 2,506 lines in the regular 
ttion of the newspaper. 
7 * * ” 


no ‘Prestone’ Promotion 


| A television and radio advertising 
mpaign has been announced by 
tional Carbon Co. a division of 

mion Carbide Corp., makers of 
estone” anti-freeze. 

' Network television programs to 
sponsored by National Carbon 
ude three new shows—the Dean 

in hour, a program featuring 
st stars from Broadway and 
Dllywood (NBC); Perry Mason, 

}one-hour detective mystery show 
d on the character made 
mous by Erle Stanley Gardner 
BC) and Sugarfoot, an hour- 
g western starring Will Hutchins 
the title role (ABC). . 

According to a company spokes- 
n, dates and times of sponsor- 
Pp were chosen carefully to.gain 
ximum audience at strategic 


Pe 


| newspaper schedule of 1,000-line ads 
of the Spartan band have been| 





periods in the anti-freeze selling 
season, 

Two other network television 
programs to be sponsored by “Pres- 
tone” are “John Daly and the News” 
and Navy Log (both on ABC). Tele- 
vision spots also will be used in 
areas not covered by networks. 

Supplementing the television cam- 
paign, “Prestone” will be adver- 
tised from coast to coast on 377 
radio stations in 346 market areas. 
The frequency of spot advertising 
on these stations has been stepped 
up to a total of 60 spots on each 
station during the four-week period 
that carries through the average 
first-freeze dates in covered areas, 

* * * 


MGM Gets Oil Film 

Metro-Goldwyn-Mayer Studios in 
Culver City, Calif., has been selected 
to produce the first of a proposed 
series of one-hour color films for 
television as a part of the oil 
industry’s centennial celebration in 
1959. 

The title of the series will be 
“Centennial.” 

* * * 


Huber Heads Oil Centennial 


Appointment of W. R. Huber, 
director of public relations for Gulf 
Oil Corp., Pittsburgh, as director 
of the petroleum industry’s centen- 
nial celebration in 1959 has been 
announced by Frank M. Porter, 
»resident of the American Petro- 
leum Institute. 

Huber, who has been given leave 
of absence by Gulf to accept this 
assignment, will have offices at 
Institute headquarters in New York 
City. 

The Centennial, to be observed 
throughout 1959, commemorates the 
one-hundredth anniversary of the 
oil industry. 

= > : 


Tabloid Introduces Edsel 
Berglund Edsel Sales & Service, | 


|Inc. Camden, N. J., opened its 
| showrooms and introfluced the new 


Edsel car by using a 12-page tabloid | 
section in two colors in the Camden | 
Courier-Post. 

The newspaper set up the tabloid | 
on the basis of congratulatory ads | 
from contractors who worked on 
the Berglund structure. 

E. H. Berglund, president of the 
firm, entered the automobile busi- 
ness in 1932 as a Ford dealer. 

7 > > 


Dodge Dealers Promotion 


Expenditure of $6,700 for a model 
year end advertising campaign has 
been authorized by the Utica (N. 
Y.) Dodge Dealers Advertising 
Fund. 

The dealers have purchased a 


| 


to continue for at least four weeks, 
a 15-minute daily radio program of 
Lawrence Welk music on station 
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Trophies for Truckers— 


Team trophies are displayed by Berna- 
dine Sogolow, left, and Virginia Maynard, 
employes of. the National Assn. of Auto- 
motive Mutual Insurance Cos., which for 
the second year presented these awards 
to the leading team of state champion 
drivers at the 1957 National Truck Roadeo 
which was held Oct. 4-6 in Chicago. The 
Roadeo, sponsored by the American Truck- 
ing Assns., Inc., attracted teams of drivers 
from all perts of the country for slow- 
speed skill tests, written examinations, 
interviews and inspections. The teams con- 
sisted of a driver in each of the four 
truck categories. 


One.” 


| Foundation, Inc., 


WRUN, and daily five-minute news- 
casts on WIBX and WTLB. 

Radio and newspaper copy will 
follow the theme: “You're Paying 
for a New Car, Make Sure You Get 


* * * 
DeSoto Cites Fenneman 
George Fenneman, for the last 
10 years master of ceremonies and 
commercial announcer on Groucho 
Marx’s “You Bet Your Life” show 
on NBC, has been made honorary 
DeSoto Master Salesman by J. B. 
Wagstaff, vice-president. 
Fenneman was at the factory to 
help introduce DeSoto’s national 
field force to the 1958 model cars. 
He is the first “outsider” to be 
named to the club, exclusively de- 
signed for selected top DeSoto re- 
tail salesmen. 
* * * 


RAB Speakers Listed 


The first three of a series of 
speakers who will participate in 
the 3rd annual National Radio Ad- 
vertising Clinic, to be staged in 
New York’s Waldorf Astoria Hotel 
Oct. 8-9 under the auspices of the 
Radio Advertising Bureau, have 
been announced today by Kevin B. 
Sweeney, RAB president. 

They are Albert Brown, vice- 
president in charge of advertising 
and public relations, Best Foods, 
Inc.,. New York; Julian Barksdale, 
vice-president in charge of market- 
ing and planning, Stephen F, Whit- 
man & Son, Inc., Philadelphia, and 
James J. Delaney, advertising man- 
ager, Sinclair Refining Co, New 
York. 

Brown, Barksdale and Delaney 
will take part in the “How We Use 
Radio” segment of the Clinic. 

* * * 


MJA Adds 2 Vice-Presidents 


Ernest A. Jones, president of 
MacManus, John & Adams, Inc., 
has announced the appointment of 
two vice-presidents in the agency’s 
Los Angeles offices. 

The newly appointed officers are 
Robert Guggenheim jr. and Ralph 
Yambert. 

Guggenheim will continue as 
manager of the Los Angels office. 
Yambert, whose agency, the Ralph 
Yambert Organization, recently was 
acquired by MJA, becomes super- 
visor of all account operations for 
the Los Angeles Office. 

* * - 





2 Brand Names Appointees 


The appointment of two execu-| 
tives to the staff of Brand Names| 
have been an- 
nounced by Henry E. Abt, presi- 
dent. 

Kenneth L. Walter has been ap-| 
pointed business manager of the | 
Foundation, and Fred B. Newell jr. | 
joins the staff as director of retail | 
relations. 

Prior to joining the Foundation, | 
Walter was senior financial analyst | 
with General Foods Corp., White | 
Plains, N. Y. Newell formerly was | 
with Orr’s Department Store in| 
Easton and Bethlehem, Pa. 

= 


| 
| 
i 
| 


Names 


Henry Halpern has been ap-| 
pointed a vice-president of Mac-| 
Manus, John & Adams, Inc. Hal- 
pern, who joined the Birmingham 
(Mich.) agency in 1953, will be in 
charge of media and research on 
accounts handled in the agency’s 
New York office and wil] continue 
to head television-radio research on 


all the agency’s accounts. 
> > 


E. J. Owens has resigned from 
the Kudner Agency. He has been a 
vice-president of Kudner since the 
agency was founded 22 years ago. 

* * 7” 


Ross Roy, Inc., Detroit, has added 
Joseph D. Dudley to its creative 
department staff. He formerly was 
copy chief at Howard Swink Ad- 
vertising, Marion, O. 

” * 


* 

Griswold-Eshleman Co.. Cleve- 
land, has elected Edmond C. 
Powers and Robert L. Baumgard- 
ner vice-presidents. Powers, who 
has been manager of the agency’s 
public relations department for 23 
years, will continue to serve in this 
capacity, while Baumgardner will 
continue to serve in his present 
capacity as a group head. 

* ~ 7 


Cunningham & Walsh, Inc. Chi- 
cago, has appointed William R. 
Dean as field merchandising mana- 
ger of Texas Co.'s central sales re- 
gion. Dean formerly was with Ben- 
son & Bowles and Norman, Craig 
& Kummel, where he worked on 
automotive and industrial ac- 
counts. 
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FORD DEALERS... 


How to Help 
Prevent 


Engine Trouble 
on Used Cars 


Treatment with 
Miracle Power® helps 
avoid costly comebacks 
from sticky and noisy 
valves, bent push rods, 
poor compression. 


The use of even the finest of modern oils often 
isn’t enough to prevent valve troubles, compres- 
sion loss, and bent push rods. That’s because 
the heat of high-powered, high-compression en- 
gines tends to break down and burn off oil films. 


But Miracle Power, selected 100% petroleum 
lubricant, provides positive lubrication always. 
Its specially processed colloidal synthetic graphite, 
held in suspension, forms a lubricating film that 
won’t burn off... thus helps free sticky valves 
and keep them free. Helps prevent noisy lifters and 
bent push rods, too. And it improves compression. 


That’s why many Ford dealers service used cars 

they sell with Miracle Power—8 oz. in the crank- 

case, 8 oz. through the carburetor, 8 oz. in the gas 
tank. The cost is a tiny part 
of your car-reconditioning 
expense . . . the freedom from 
comebacks builds satisfied 
customers and better profits 
for you! 


Distributed by 
FORD MOTOR COMPANY 
i Ford Part No. 1A-19588-A 


NOT A CHEMICAL ADDITIVE 6a cc cece cee ee oe 


ST CLs ie 
Le Mey 
"O23 moroe comet” 


PHYSICAL DAMAGE 


(Distressed Accounts Private Passenger) 


$100.00 Deductible Collision. Fire, Theft, Combined 
Additional Coverage 3 Times N.A.U.A. Manual Rates. 


Cancellations—Repo’s Pro Rata, Pay Offs Short Rate 
Coverage Bound When Deal Completed By Your Office. 


Coverage Available In All States 


We Allow A Guaranteed Commission 


Write For Details 


Reference 


Westport Bank 
Kansas City, Missouri 


FRED MILLER CoO. 


4028 Broadway - Kansas City 11, Mo +-Phone Lo 1-7640 





the world’s 
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HANDLE THE IMPORTANT JOBS! 


A siren sounds! "Way down the avenue, you 
spot flashing lights! Suddenly a big Mack 
pumper comes hurtling by on its way to protect 
lives and property. 


People often tell us: “Those fire engines of yours 
are great arguments for buying Mack trucks. 
Why not let people know that your trucks are 
as good as your fire apparatus?” 


They’re usually surprised when we explain that 
it’s the other way around. Mack fire apparatus 
is unsurpassed for dependability because it’s 
built to the same uncompromising standards as 
a Mack truck. 


For instance. A long-lines hauler often expects 
his Macks to run night and day for weeks— 
even months—on end...rolling up hundreds 
of thousands of smooth, repair-free operational 
miles on highly competitive schedules. Macks 
come through! 


A contractor expects Mack dumpers to stand 
up to the crushing impact of tons of dirt and 





TRANSIT BUSES— Transit buses are the strongest made—they have 
to be! They take a remorseless, clock-’round beating from heavy 
loads, incessant starts-and-stops, and the world’s most congested 
traffic. Few manufacturers can produce a transit bus . . . but the 
widespread use of king-size Macks in New York City gives eloquent 
testimony to their durability, safety and economical operation. 


busiest 


avenues... =. 





44 NEW MACK PUMPERS TO NEW YORK City. The toughest 
fire-fighting town in the world is New York City. Here 
fire apparatus must not only snake through heavy traffic 
at high speeds ... but may be called upon to stand for 
hours, pumping torrents of water on fires in high build- 
ings. The proved reliability of Mack apparatus was a big 
factor when New York City ordered the cab-forward 
beauties shown at right 


rock dropped by giant shovels . .. to hustle over 
axle-pounding roadways or in and out of well- 
nigh-inaccessible bogs . . . and to go on doing 
it until the job’s wrapped up. Macks come through! 


But find out for yourself, first hand. Thousands 
of users, in every phase of heavy-duty hauling, 
all count on Macks to outperform, outlast and 
outearn anything else in their class. Just ask 
any one of them why—on his important jobs 
—he can’t afford to operate anything less than 
a Mack. Mack Trucks, Inc., Plainfield, N. J. 


IT’S PART OF THE LANGUAGE... BUILT LIKE A 





TRUCKS + BUSES + FIRE APPARATUS 
AND ELECTRONIC EQUIPMENT 





UTILITIES VEHICLES—Just as important as fighting fires is the her- 
culean task of trouble-shooting and maintenance along the mains 
and cables that supply the city’s water, electricity and gas. That’s 
why New York’s major utilities depend on Mack trucks for fast, 
unfailing transportation of full crews, large equipment and heavy 
materials at lowest over-all operating costs. 


There are a number of excellent marketing areas open for appointment of new Mack Distribu- 


tors. For particulars write Distributer Sales Division, Mack Trucks, Inc., Plainfield, New Jersey. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


FEW weeks ago, a higher court 
clearly upheld the law that a 
taxpayer can be convicted of Fed- 
eral income tax evasion, if proof is 
given that his net worth today is 
greater than indicated by his in- 
come tax reports a year or more 
previously. 

For instance, in Hasson v. Com- 
missioner of In- 
ternal Revenue, 
239 Fed. Rep. 
(2d) 778, there 
was no proof that 
one Hasson, who 
operated an auto- 
mobile selling 
firm and filling 
station, had failed 
to file correct 
Federal income 
tax returns, ex- 
L. T. Parker cept that at the 








$14,350.37 richer than he should 
have been according to his reported 
income and expenses. 

The lower court convicted Has- 
son of Federal income evasion. 
The higher court approved the 
verdict. 

It said: “The employment of cash 
hoarding is a typical method used 
by tax evaders. The net worth plus 
expenditures method does not iden- 
tify the sources of the total net in- 
come thus calculated, and the bur- 
den of disproving the net worth 
determination of taxable income is 
upon the taxpayer.” 


* * * 


Second Remedy Barred 


ee the higher court in 
Arkansas took the attitude that 
a seller who repossesses an auto- 
mobile cannot, also, recover a defi- 
ciency judgment against the de- 
faulted buyer. 


For example, in Noble Gill Pon-| have both remedies—a repossession | filed this suit alleging that, after 





end of a three-year period he was 





tiac Co. v. Bassett, 297 S. W. (2d) | 
658, the testimony showed: One, | 
Bassett purchased an automobile 
from Noble Gill Pontiac Co. He) 
paid $1,255.76 in cash, leaving a} 
balance of $1,491.60 to be paid in| 
monthly installments. In other) 
words, the total sale price of the! 
automobile was $2,747.36. 

Later Bassett defaulted in 
making his agreed payments and | 
the seller repossessed the auto- 
mobile which was sold at a law- 
ful public auction for a price | 
which left Bassett owing Noble | 
Gill Pontiac Co. $583.13. 

In subsequent litigation, the| 
higher court held that when Noble 
Gill Pontiac Co. repossessed the) 
automobile it “left behind” any and | 
all deficiencies which arose from 
failure of Noble Gill Pontiac Co. to 
sell the automobile at a price which 
cancelled the total indebtedness 
owed by Bassett. 

In other words, the higher court 
held that Noble Gill Pontiac Co. | 
could not recover from Bassett the | 
$583.13 deficiency. | 

= = 





| Repossession Ends Debt 
HE court said: “The question 
here is whether the seller can | 


“Million-Mile Safe Driver” Reports: 








He Low | 
Low Boy 17'S Low!| 





ities 


“I never thought they'd make 
"em any lower—but I hadn’t con- 
sidered roller-skate wheels.” 





of the car and a deficiency judg- 
ment. At a time when appellant 
(Bassett) owed a balance on the 
car, it was repossessed by the seller 
(Noble Gill Pontiac Co.) which 
then sold the automobile and, later, 


“We Never Knew Tires Could Make 
Such A Difference In How Our Men Drive 
— Till We Put On ARMSTRONG S-D’s” 





One Million Miles of No-Accident Driving! 


That's the record of Henry Mondscheim, left, now Fleet 


Superintendent for Yale Transport 


Corp., New York 


City. Right, Yale Executive VP Gerald W. Eskow. Yale 
Transport Corp. operates more than 400 units. 


Yale Transport Diesel rigs now hold normal speed through what used to be 
20 mile an hour areas —with safety and mileage both improved. 


Can Armstrong Miracle S-D Tires cut 
route time? Yale Transport will tell you, 
yes! Will these tires win drivers’ enthusi- 
asm, step up safety, pile up extreme mile- 
age? Ask Henry Mondscheim: 

“These Armstrongs are the first tires all 
our drivers agree are far safer. Now they 
barrel through tricky stretches, knowing 
they can stop if they have to. They get 
more traction in rain and snow. Mileage 
is fine. Our high-torque Diesels burn up 


some tires, but these Armstrongs have 
plenty of tread left at the 75,000 mile 
mark. Our men and our records say, we’ve 
never had any tires perform like these.” 

Armstrong’s S-D tread (see diagram) 
is the first to win a U.S. mechanical patent : 
in 18 years! It makes these tires “kiss the E 
road” to give tremendous mileage — yet 
grip the road for real “stop and go”. Run ( 
a test — learn, as Yale Transport did, how 
different a tire can be! 


ARMSTRONG «*“so TRUCK TIRES 





Exclusive interlocking sipes. Grip 
in all directions, yet “kiss’’ 
the road and leave it without 
fore-and-aft scuffing that is 
the main cause of wear. 





Exclusive intratread bumpers. 


Keep tread open, yet prevent 


weaving under load or brak- 


ing. Greatly reduce side-to- 
side scuffing. 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 





‘Vermont Court Asked 





| trailer unit, 
|motor vehicle under provisions of 


aa 
crediting appellant (Bassett) with © 
the price received from such 
there remained a deficiency of 
$583.13. 

“The trial court held that appel. 
lant (Noble Gill Pontiac Co.) ex. 
hausted his remedies when he re 
possessed the car, and therefore 
could not collect the deficiency. The 
law is firmly established in the 
State of Arkansas that the seller 
cannot repossess the property on a 
title retaining contract, and then 
pursue the second remedy of col. 
lecting on the debt.” 

On the other hand, the state 4 
courts generally hold that the ~ 
seller of an automobile may re- 
possess it from a defaulted buyer, 
sell the automobile at public auc. ~ 


tion, and then recover from the | 


defaulted buyer a deficiency judg- 
ment. 

See to this effect, higher court 
cases, as follows: Grandon v. Gen- 
eral Motors Acceptance Corp., 268 
S. W. (2d) 898; Southland, Inc., y, 
Clayton, 261 S. W. (2d) 539; Brig- % 
ham v. Trailkill, 266 S. W. 958; 23 & 
A.L.R. 140; Nashville Lumber Co, | 
v. Robinson, 121 S. W. 350, 352. : 

For further comparison see 
higher-court decisions rendered 
during the last few weeks, as fol- 
lows: State, 306 Pac. (2d) 1096; 
Newby, 307 Pac. (2d) 275; and 
Lang, 23 Fed. Rep. (2d) 676. 

= o . 


Is Semi-Trailer a Vehicle? 


MONTPELIER, Vt. — The Ver- 
mont Supreme Court has been | 
asked to decide whether a semi- 
in and of itself, is a 


4 da Bhs ve 


state law. 

The question was brought up in 
an appeal by a Chelsea man from a4 
two-count conviction in Brattleboro F 
Municipal Court last year. * 

Found guilty of operating a trac- 9 
tor semi-trailer unit with defective > 
equipment and operating an unin- 
spected semi-trailer unit, the de- 
fendant appealed to the high court 
on grounds the verdict was not 
substantiated by evidenced pre 
sented in the case. 

The basic question now at issue 
is whether a semi-trailer can be 


is. 


|}termed a motor vehicle if consid- 


ered by itself or whether it is part 
of a motor vehicle when considered 
with the tractor. 





‘Crackdown Starts 


On Dealer Plates 
In South Carolina 


COLUMBIA, S. C.—Dealers must 
present a certificate of inspection 
signed by a State highway patrol- 
man before 1958 demonstration | 
license plates will be issued, accord- 
ing to Chief Highway Commis- 
sioner Claude R,. McMillan. 

This certificate will state that 
“the said individual, firm or cor- 
poration, maintains an established 
place of business as required un- 
der the laws of this State for the 
purpose of engaging in the business 
of buying, selling or exchanging 
vehicles, and that records of suca 
transactions as required under Sec- 
tion 46-94 of the 1952 Code of Laws 
are being maintained, or in the 
event of an original application for 
dealer’s license, that proper facili- 
ties for the securing and filing of 
such records are available.” 

“Because of the increasing evi- 
dence of misuse of dealer demon- 
stration plates and of failure to 
keep prescribed records, the de 
partment finds it necessary to insti- 
tute this program,’ McMillan ex- 
plained. 

“All license offices have been in- 
structed to refuse issuance of deal- 
er licenses until a certificate of 
inspection is first presented,” he 
continued. “Dealers may request 
any local highway patrolman to 
make the required inspection. No 
inspection will be made, or certifi- 
cate issued, except upon request. 

“The department plans to follow 
up the inspections during the year 
to see if the dealers are complying 
with the law,” he said. 


Deppe Opens Edsel Deal 

John H. Deppe, an auto dealer in 
Asheville, N. C., for 23 years before 
he surrendered his DeSoto 
Plymouth franchise in 1951, has 
opened an Edsel dealership in Ashe 
ville. Associated with him in Deppe 
Motors, Inc. is Paul S, Meeker, 
vice-president and general mana 
ger. 
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Commercial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 





MM ee Me Me Met 


HE “tear-yourself-apart” circuit | attend and there will be more ex- 


will be in full swing by the time 
this column appears, your overly 
plump reporter will be up to his 
neck in truck showings and con- 
ventions, and no doubt will be the 
worse for lack of sleep. 

The first of this year’s truck 
affairs was a well-arranged event 
at Studebaker-Packard. While not 
showing anything startlingly new, 

_ there is every indication that S-P 
intends to make itself heard in the 
truck business as it rolls along and 
gains momentum. 

First evidence was that al- 
though S-P showed the various 
Mercedes-Benz models in the first 
tent at the proving ground, trucks 
took up all of one end of this 
tent, putting trucks in a “lime- 
light” position for the writing 
machine pounders from across 
the nation. 

Then, too, Harold E. Churchill, 
prexy of S-P, emphasized that the 
company is looking ahead to bring- 
ing out a couple things in the truck 
end of the business that will give 
dealers an even better entry into 
the truck picture in each area. 

He was enthusiastic about the 
way the S-P pickup is going all 
over the country, and he announced 
new four-wheel-drive models in 
the one-half, three-quarter and one- 
ton sizes. 
* > > 


Studebaker Shows Taxi 


N ADDITION to the truck show- 

ing, Studebaker also showed a 
taxicab that was designed from the 
ground up for the taxi service. It’s 
a good-looking job and one, I think, 
the taxi boys will go for. It looks 
substantial, seems to have plenty 
of headroom and certainly should 
be economical to operate. 


Before you read this I will have 
seen the new Dodge truck line, 
and before the American Truck- 
ing Assns. convention is over I 
will have to come back to the 
General Motors Proving Ground 
to give the new Chevrolets the 
“double O.” 

Sprinkled in the “wax works” 
affairs coming up truckwise are the 
ATA circus and the Truck Body & 
Equipment Assn. show and con- 
vention. The ATA, being held in 
Chicago this year, shouldn’t be too 
hard, although it usually is one of 
‘Ye real toughies for newspaper- 
men. 

The TBEA in Atlanta may be 
Tougher than usual. More people 
are indicating they are going to 





Top Trucks 


New-truck registrations for 
seven months plus 38 states for 


August: 

1957 Pos. Make 1956 Pos. 
1—190,394 Chev. 194,332— 1 
2—176,389 Ford 172,888— 2 
3— 60,128 Internat’ 70,4738— 3 
4— 40,823 GMC 54,905— 4 
5— 30,771 Dodge 37,784— 5 
6— 13,708 Willys 13,722— 6 
i— 8,759 White 10,121— 7 
8— 8,694 Mack 8,569— 8 
9— 4,656 Stude. 6,218— 9 

10— 2,254 DiamondT 2,656—10 
ll— 1,485 Reo 1,917—11 

12— 44 Brockway 645—12 

11,843 Misc. 6,940 
Total All Makes 


550,348 581,175 
Further details on Page 50. 
NR 





hibitors in the show. 
+. + * 
Leasing Profits Lag 
yoo leasing, including trailer 
leasing, is expanded at a rapid 
rate, but profits are not keeping 
pace with volume, according to 
members of the National Truck 
(Continued on Page 34, Col, 1) 


i for Chevrolet, Dodge, 
Ford and Studebaker can now 
meet the finance terms of the old- 
line, heavy-duty makers accord- 
ing to spokesmen for the “Big 
Four” finance companies which 
have gone on record as “liberaliz- 
ing” their heavy-duty-truck paper 
terms considerably. 

Many truck dealers selling the 
products of the mass producers, 
however, are not so enthusiastic 
about the extent of the “liberaliza- 





Profits in Trucks— 


Since Collier Freeman took over Robert Malone Motors (Dodge-Plymouth), Dothan, 
Ala., 14 years ago, local market penetration for Dodge trucks has risen from a fraction 
of one percent to 20 percent, while sales have increased to 100 units yearly. Freeman, 
president of the Alabama Automobile Dealers Assn., maintains that service has been 
the key to his success as a truck dealer. He has set aside a separate section of the 
service department for trucks and keeps two mechanics on duty all night. As a result, 


his service absorption runs between 90 a 


nd 100 percent. Cotis Atkinson, left, parts 


manager, and Grady Hall, service manager, supervise the operation. 








ATA Convention Opens; 
TBEA Meets Next Week 


Two conventions’ of more than 
usual importance to the truck 
industry will be held this week and 
next. 

They are the American Trucking 
Assn.'s 24th annual convention 
which began yesterday (Oct. 6) in 
Chicago, and the 10th annual con- 
vention and exhibition of the 
Truck Body & Equipment Assn. to) 
be held Oct, 14-16 in Atlanta. 

Registrations for the ATA con- 
vention reached capacity weeks 
ago. The number of registrations 
that can be accepted for this 
annual meeting of the “over- 
road” truckers is limited by the 
seating capacity of the largest 
ballroom in the headquarters 
hotel, 

This year the hotel is the Conrad 
Hilton and about 2,200 delegates 
are on hand. 

Prominent in the program for 
this convention, outside of the 
meetings of the various conferences 
of the trucking industry, are the 
lavish and extensive entertainment 
Programs of manufacturer and 
suppliers to the industry. 

For instance, today (Oct. 7), In- 
ternational Harvester Co. is hold- 
ing its annual luncheon for all 
delegates. Wives of the delegates 
will be feted by Harvester at a 
luncheon at another hotel. 

Tomorrow morning, Fruehauf 
Trailer Co. will be host at a break- 
fast for state association managers. 





|GMC Truck & Coach division will 

| entertain Tuesday evening. 

| > > * 

| Outstanding Speakers 
OODYEAR Tire & Rubber Co. 
sponsors the Wednesday lunch- 

eon, and White Motor Co. sponsors 

the cocktail party preceding the 

annua] banquet Thursday evening. 
In addition to these affairs and 

various luncheons sponsored by 
the association itself, the Roadeo 
Courtesy Committee composed of 
Chevrolet, Dodge, Ford truck, 
Fruehauf, GMC, Trailmobile, In- 
ternational Harvester and White 
sponsored the annual Roadeo 
Drivers Banquet last Saturday 
and a tour of Chicago for the 
wives of the drivers. 

Roadeo events began last Friday 
in the International Amphitheatre. 
The finals were held yesterday. 

Convention speakers include G. 
M. Parke, president of Roadway 
Transport, Ltd., Toronto, speaking 
on “Agreed Charges—JIt Could 
Happen to You;” Owen Clarke, 
Interstate Commerce Commission 
chairman; Gen. G. C. Stewart, ex- 
ecutive vice-president, National 
Safety Council, and the Rev. Laur- 
ence H. Hall, director of St. Paul 
Episcopal Church, East Cleveland, 

(Continued on Page 30, Col, 3) 


TRUCK NEW PRODUCTS 


Page 48 





'Are Heavy-Duty Terms More Liberal? 


Truck Credit Weighed 


tion,” mainly because they have 
not investigated the several plans 
available to them and are not as 
familiar with the financing plans 
of the old-line makers as they 
should be. 

These “doubting Thomases” won- 
der why, if the finance companies 
will accept nonrecourse paper on 
trucks up to one-ton capacity, they 
don’t accept the same kind of 
paper on the heavy-duty units if 
they are bent on making it easier 
for the passenger car-truck dealer 
to sell heavy-duty units in compe- 
tition with firms that have domi- 
nated this field for years. 

Not having had much experi- 
ence selling heavy trucks on time, 
many object to having to put 
their name on the paper of truck 
sales that involves from twice to 
10 times the amount that is in- 


volved in the sale of a pickup or | 


panel. 

Many also inquire why, if there 
are terms for single-truck sales 
that are more liberal than the 30 
percent down and 24 months time, 
don’t the finance companies publish 
these terms so that the dealer can 
know how far he can go in a deal 
that must be financed. 

According to experienced truck 
men, especially the distributors and 
branch managers of some of the 
old-line companies, the loss record 
for the last four years is so small, 
under the present plan of handling 
each individual case of special 
terms as a separate case, that they 
wouldn't want to change the pro- 
cedure, 

. > . 

usr point out that, when losses 

in financing new and used 
trucks under the current method 
have amounted to less than one- 
half of one percent over four years, 
there should be no fear of repos- 
sessions that would be disastrous 
to any dealer. 

But they point out, if each case 
were not handled on an individual 
basis, there would be a very good 
likelihood that many dealers would 
fail to sell properly and this en- 
viable record would be lost. 

The basis of credit in the truck 
business, they point out, is in sell- 
ing properly in the first place. They 
claim that if the dealer gets the 
proper earning record of the buyer 
and makes certain that he has the 





proper amount of reserve in his 
deal, even terms that seem to be 
bad business on the surface—work 
out sometimes to the advantage of 
both the buyer and the seller. 

Outside of this strong note of 
caution, the old-line makers’ re- 
tail outlets warn about only one 
other phase in dealing with the 
finance houses which handle the 
bulk of the finance paper on pas- 
senger cars. 

They say that these firms have 
a disconcerting habit of not notify- 
ing the dealer that a buyer has 
missed a payment until 60 or 90 
days have gone by and that, with 
some truck paper, this is too late to 
keep the buyer “sweet” on his deal. 

It is common practice in finan- 
cing passenger cars to let the buyer 
miss one month’s payment with 

(Continued on Page 32, Col. 1) 


Brilliant Future 


Seen for Trucking 


Tonnage Will Triple 
By °67, Fruehauf Says 


By W. M. McCarthy 
Staff Correspondent 


CHICAGO.—A rosy picture of the 
trucking industry in 1967 was 
painted by Roy Fruehauf, president 
of Fruehauf Trailer Co., at the 27th 
annual convention of the Central 
Motor Freight Assn., Inc., of Illi- 
nois. 

Fruehauf, saying the “future 
begins today,” foresaw trailers of 
new design. There will be more 
trucks on the road but they won't 
seem as numerous as today be- 
cause of the new roads, he added. 
Citing a wealthier America, he 

said by 1967 trucks will haul 2,000- 
ton miles of freight for every per- 
son in the country, and total freight 
tonnage will triple. He predicted a 
particularly bright future for the 
Chicago area, partly because of the 
St. Lawrence Seaway. 

Ten years from now, Fruehauf 
said, truck floors will be closer to 
the pavements. Because trucks 
can’t be made wider or longer due 
to legal restrictions and can’t be 
made higher because of clearance 

(Continued on Page 33, Col. 1) 








A Two-Way Haul— 


Three basic steps convert a trailer truck for dry, liquid two-way hauvl—dry cargo 
in one direction to liquid cargo in the same trailer on its return trip. Sealdtank in 
truck at left is rolled into compact cylindrical package only 25 inches in diameter. 
After removal of dry carge it is unrolled, center truck, and filled with as much as 20 


tons of liquid for return tri 
rubber-fabric container developed for the 
by U. S. Rubber Co. 


p as pictured in truck at right. Sealdtank is a giant 


railroad, trucking and: barging industries 
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Top Dodge Truck Salesmen— 


First-prize winners in the Truck Jamboree held in Dodge's New York region pose 
with Jack Friday, left, regional manager. The top truck salesmen are from left, Foster 
M. Lambert, Stapleton & Schneider, Jackson Heights, N. Y.; Harry Solomon, Dexter 
Motors, New York, and Marvin Weintraub, Reese Brothers, Inc., Lynnbrook, N. Y. 
Together they sold 325 trucks, of which 200 were fleet sales. 
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Business Asset.” 
* * + 


TBEA in Atlanta 


= the more important of 
the two conventions to most 
truck dealers, however, is that of 
the Truck Body & Equipment Assn., 
to which both makers and dis- 
tributors of truck bodies and 
equipment belong. 

The showing of bodies, body sup- 
plies and equipment held in con- 
junction with the convention in the 
convention hotel, the Atlanta Bilt- 
more, will occupy more than 100 
exhibit spaces this year. 

Speakers for this meeting in- 
clude Senator Herman Eugene 
Talmadge, Georgia Democrat; 
John B. Naughton, Dodge truck 
general sales manager, and Mrs. 


= 


—_* 


Bearings ... PLUS! 





What's in it for you? 


You’re in the service business for one main 
reason—to make money. You’re on the right 
track every time you open a Federal-Mogul 
bearing box. You get a quality bearing— 
in the proper alloy—in the right size or 
undersize. Your Federal-Mogul jobber is 
better equipped with bearing stocks balanced 
to your needs, with special bearing service 
tools, and backed by Bearing Service Manuals 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


Big Dates for Truckers... 


ATA Parley Begins; 
TBEA Meets Oct. 14 


(Continued from Page 29) 
O., who will speak on “Humor—A| Bernice McCullar, information 





director for the Georgia Depart- 
ment of Education. 

Among the discussions that al- 
ways play an important part in 
these conventions will be sessions 
on “How a Credit Association Can 
Assist Distributors in Financing 
and Helping to Conduct Their Busi- 


Gar Wood Gets Contract 


For 295 Army Cranes 


FINDLAY, O.—Gar Wood Indus- 
tries, Inc. has been awarded an 
Army contract to produce 20-ton 
truck cranes for more than $10 
million. 

The contract, awarded through 
the Chicago procurement office of 
the Corps of Engineers, called for 
the production of 295 cranes at the 
company’s plant here. 


and literature that provide you with the 


service help you need. 


Federal-Mogul gives him and you 100% 
backing for the world’s best automotive 
service—the kind you provide. It makes 


sense: The service trade consistently votes 
Federal-Mogul engine bearings its number 
one choice! Ask your Federal-Mogul Jobber! 


& 
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—e 
ness Profitably,” “Fundamentalg 
and Sound Practices of Merchan.” 
dising,” “Distributor Needs and In. 
terests,” “Refrigeration and Insula- 
tion” and “Public Relations and” 
Advertising.” 3 

Highlights of the entertainment” 
will include a reception and cock. 
tail party sponsored by Dodge 
truck and a tour and fashion show? 
for the delegates’ wives sponsoreg 


by the association. 
* * + 


TBEA Exhibitors Listed 


eS in the TBEA show 
include: Heil Co.; Truck-Lite™ 
Co., Inc.; Fleet Owner; Mariog 
Metal Products Co.; Eberhard Mfg, 
Co.; Nash Bros. Co.; Huck Mfg. 
Co.; Overhead Door Corp.; Thermo 
King Corp.; H. K. Porter Co.; Bos. 
trom Mfg. Co.; Converto Mfg. Co,; 
Carson & Hutto, Inc. 

J. W. Speaker Corp.; Unisteel 
Body division, Hercules Galion 
Products, Inc.; American Mfg. Co,; 
Anthony Co.; Gifts for Industry, 
Inc.; Townsend & Co.; Tulsa Winch 
division, Vickers, Inc.; Binkley 
Mfg. Co.; Kold-Hold division, 
Tranter Mfg., Inc.; Detroit Hinge 
Mfg. Co.; Hyman Freedman Co,; 
Dole Refrigerating Co.; Braun 
Mfg. Co.; Manley division, Douglas 
Motors, Inc.; Grote Mfg. Co. 

Copeland Refrigeration C or p.; 
Sundstrand Hydraulic division, 
Sundstrand Machine Tool Co,; 
L-O-F Glass Fibers Co.; Day- 
brook Hydraulic division, L. A. 
Young Spring & Wire Corp.; U. 
S. Steel Corp.; A. L. Hansen Mfg. 
Co.; Dodge division; Boyerton 
Auto Body Works; Revere Copper 
& Brass, Inc. 

Parish Pressed Steel division, 
Dana Corp.; parts division, Dana 
Corp.; Polar Hardware Mfg. Co.; 
Aluminum Co. of America; W. T. 
Stringfellow & Co.; Gar Wood In- 
dustries; Galion Allsteel Body Corp.; 
Stratton Equipment Co.; Southco 
division, South Chester Corp.; An- 
drews Industries, Inc.; Hercules 
Steel Products Corp.; Dow Chemi- 
cal Co. 

Hock Paint & Chemical Works, 
Inc.; Truck Equipment Co.; Stahl 
Metal Products, Inc.; E. I. du Pont 
de Nemours & Co.; Orscheln Brake 
Lever Mfg. Co.; Divco-Wayne 
Corp.; Momar Mfg. Co.; Perfection 
Steel Body Co.; K-D Lamp Co; 
Collins & Associates; American 
Wicker Works, Detroit Harvester 
Co. 

Wesley Steel Treating Co; 
Hoppenstand Sales Co.; H. S. Wat- 
son Co.; Muncie Parts Mfg. Co; 
American Seating Co.; Cargo 
Stabilizing Devices; Chelsea Prod- 
ucts, Inc.; Allison division of Gen- 
eral Motors; Blue Bird Body Co; 
Gindy Body Products Co.; McCabe- 
Powers Auto Body Co. and Whiting 
Engineering & Supply Co. Coldmo- 
bile division, Union Asbestos & 
Rubber Co. 


Truck Carries 
Refueling Unit 


For Locomotives 


CHICAGO.—A refueling unit for 
locomotives, mounted on a stand- 
ard truck chassis, has been de- 
veloped by Farrell Mfg. Co., Joliet, 
Ti. 

According to the company, the 
unit can refuel, lubricate and re 
plenish the supply of sand a loco 
motive needs for wheel-to-rail trac- 
tion in starting and stopping. The 
entire operation takes about @ 
minutes. 

The truck fuel tank is equipped 
with a pumping unit driven by the 
truck engine, and fuel dispensed is 
metered. The sand tank has a hose 
connection for coupling to the loco- 
motive’s air line which provides 
enough pressure to force sand into 
the engine’s hoppers. 

Richard Duchossois, Farrell 
president, said the refueler could 
bring about substantial savings for 
railroads since it could eliminate 
the need for large, permanent 
sanding and fueling stations in the 
yards. 

He said the Pennsylvania Rail- 
road is using a Farrell refueler im 
the Chicago area to service % 
switching engines in a 100-square- 
mile area. Other railroads have 
similar units on order, he added. 



























































































Sports Car Center Opens 

The Sports Car Center, featuring 
the Renault and Triumph, has held 
its grand opening at 1319 Jackson 
Bluff Rd., Tallahassee. 
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It’s roaring into tomorrow with new 
plans...new energy...all on top of 
what the Brockway name has come to 
mean...a proven truck, custom-built 
to meet individual requirements. 


ae RTA OT: mae y S & ULL Highways aes Tate 
* ‘ . 








BROCKWAY 
TRUCKS 





BRCCKWAY MOTOR TRUCKS, CORTLAND, N. Y. 


DIVISION OF MACK TRUCKS, INC. 
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-Duty Terms More Liberal? 





Truck Financing Weighed 


(Continued from Page 29) 


but a second notice and then to 
start “getting tough” when the 
second payment date has passed. In 
such cases as much as 90 days have 
gone by before the dealer is notified 
that his customer is in trouble. 

By this time, it is too late for the 
dealer to work out the problem 
with the buyer and a repossession 
is necessary. 

= a * 
OOD, sound selling of heavy- 
duty trucks, claim these ex- 

perienced truck men, lies in first 
knowing the ability of the buyer to 
meet his payments, have sufficient 
reserve to get by the first critical 
year-end period when maintenance 
expenditures are called for on most 
trucks in hard working conditions, 
and to never let the customer 
divert the money that should be 
paid on his finance notes for any 
other purpose. 

If the dealer is notified immedi- 
ately when a buyer fails to meet 
his payment, it gives the dealer a 


chance to see the buyer and, in 


4 
plans they will know the minute 


most such cases, they can work out|a buyer’s payment is slow to say 
some meang by which the buyer| nothing about being missed. 


can keep up his payments satis- 
factorily. 

It is for this reason that many 
branch managers of “old-line” com- 
panies, who have the option of 
using outside financing or their 
own company plans, favor their 
company programs even though the 
terms are the same. They know 
that when they use their company 





Regional Depot on Coast 


Opened by Yale & Towne 


PHILADELPHIA.—Yale & Towne 
Mfg. Co. has established a regional 
parts depot for lift trucks at San 
Leandro, Calif. Two more depots 
are scheduled for announcement 
later this year. 

Meanwhile, William H. Ziegler 
Co., Minneapolis, has been named 
Yale representative for Minnesota 
and 10 western counties of Wis- 
consin. 


There are three types of buy- 
ers for whom these experienced 
retailers will never ask special 
terms. These include the dump- 
truck buyer who doesn’t have a 
sound operating record extend- 
ing over several years’ time, the 
buyer who is going to work for 
a broker and the man who has 
had no experience in the truck- 
ing business and who plans to 
pay for his unit out of earnings. 
They claim that the only reason 

why their losses on used-truck 
paper is slightly higher than on 
new trucks is that the used truck 
is the only unit the latter two can 
buy from most experienced deal- 
ers. 

They will take a chance on this 
type of buyer if he looks as if he 
might work out his indebtedness. 

Dealers have claimed for years 
that the finance companies were 
not realistic about the change in 
the economy of the country in 





Mexican Judge Upsets 
Income Tax on Diesels 


MEXICO CITY.—Second Dis- 
trict Judge Lorenzo Alfaro Alo- 
mia has declared that the income 
tax payment demanded of bus 
and truck lines on earnings of 
diesel vehicles is unconstitutional. 
He granted a group of operators 
an injunction against the appli- 
cation of the tax. 

Judge Alomia held that the 
levy does not meet the constitu- 
tional requirements that a tax 
must be general, proportional and 
equitative, as does the tax on 
gasoline consumption and gas- 
powered vehicles. 





their terms on truck paper, They 
pointed out that practically every- 
thing sold on time had gone to 
longer terms with small down- 
payments but that truck-financing 
terms had remained practically 
static. 
* * * 

_, still cannot see why a 

finance house will take non- 
recourse paper on a %-ton panel 
and insist on recourse for a one- 
ton stake when the stake is salable 





Socony Mobil can help boost your 


service absorption in many important ways! 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion ——— Sometimes a simple change can speed up job turn- 
. increase volume. 
We're ready to give you the benefit of years of merchandising ex- 
‘ give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We’ll in- 


struct your men on the most up-to-date equipment . . 
proper lubrication techniques on the make of car you sell. 


over . 


perience . 


. suggest sales tips .. . 


. show them 


personnel. 


Mobil means business ...more business for you! 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it’s good business 

| to do business with Socony Mobil 

! 

| * You get America’s top sellers... Mobilgas, 
| Mobiloil, Mobiloil Special! 

; ® You get the help of experienced men to 
help you boost service absorption. 

| ® You get expert on-the-job training for your 
| 

| 

| 

| 

] 


® You get the benefit of merchandising and 


lubrication knowledge = in the 
petroleum industry. 





merchandise and a used pane) ig 
a “dog.” 

There is no question but that the 
finance houses have been war of 
“liberalized” truck finance ma nly 
because they didn’t know the truck 
business. It is the contention of 
many branch men and distributors 
for the old-line companies that they 
still don’t, especially in their 
branch offices. 

But with Chevrolet, Dodge and 
Ford actively in the heavy-duty 
truck business and Studebaker 
edging its way there, the financing 
companies which handle much of 
the passenger-car floor plan and 
retail paper for these dealers will 
have to get an education and fast. 
Or the Big Three will be forced 
to go to company plans like the 
old-line makers. 


Good selling on time demands 
that the dealer know the type of 
haul the truck is going into, the 
record of the buyer as a good busi- 
ness man and a money maker, and 
the ability of the job to make it 
possible for the buyer to meet his 
payments. 

This is particularly true in 
fleet sales where the terms are 
“tailored” to meet the custom- 
er’s needs. 

In fleet sales, experienced truck 
men have found that over-road 
haulers and dump-truck operators, 
if their experience record is good, 
are sound buyers on financed deals. 
Their losses on even this type of 
business is within the low average 
that prevails. 

To be safe in finance selling, the 
truck dealer must make certain 
that the truck is sold right for the 
job it is to do. It must be big 
enough to “romp” with the loads 
it will carry. 

The importance of this is vividly 
pointed out in a “life-expectancy 
chart” included in the booklet that 
Dodge truck division has issued for 
its dealers as a guide for finance 
selling. 

This chart indicates that a truck 
that is consistently overloaded 530 
percent will give but 25 percent of 
its normal life, a 40-percent over- 
load will cut the truck’s life two- 
thirds and a 25-percent overload 
will trim the truck’s normal life in 
half. 

> 7 > 
EN a financed truck that is 
too small for the job breaks 
down on the job, the buyer in many 
cases just screams that the truck 
is no good and refuses to meet his 
obligation. 

On the other hand when the 
proper size and type truck is sold, 
it usually is the beginning of satis- 
factory customer relations and re- 
peat sales. 

Perhaps it is best for both buyer 
and seller that only the terms that 
can be applied to any normal risk 
be spelled out by the finance com- 
panies on truck financing, both for 
the individual and for fleets. Other- 
wise many dealers would want to 
make selling easy for themselves 
and apply the lowest downpayment 
and the longest time on every sale. 

This would certainly result in 
either the financing company or 
banks turning down a high per- 
centage of the paper or in the 
dealer getting both himself and 
many customers in serious finan- 
cial trouble. 

All the dealer has to do to find 
out what he can do for any cus- 
tomer who indicates that he needs, 
Or can get, better than normal 
terms is to talk with his local 
local finance house and furnish it 
with the information it will need to 
consider each deal on its merits. 


Future Trailer Needs 


Seen Skyrocketing 

WASHINGTON. — Estimates of 
future trailer needs are compiled by 
Charles A. Taff, of the University 
of Maryland, in a currently pub- 
lished article. 

Taff’s estimates are based on 
trailer population figures of 625,000 
or 700,000 units in use at the end 
of 1955. On the 625,000-unit basis, 
he said, 850,000 units will be needed 
by 1960; 1,180,000 by 1965, and 1,- 
619,000 by 1975. On the 700,000 basis, 
he said, 943,000 will be needed by 
1960; 1,309,000 by 1965, and 1,796,000 
by 1975. 


Mavity in New Quarters 
Mavity Mercury has opened new 
sales and service rooms at 14 N. 
Sixth St., Lafayette, Ind., with Rich 
Holmberg as general manager and 


‘Ken Neibert as used-car manag®r. 
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Out ook Bright, Fruehauf Says... 
Trucking Tonnage 


Seen Tripling by 1967 


(Continued from Page 29) 


roblems, “the only way we can, is due to the last union contract. 


expand is down,” he said. 

Irwin Miller, chairman of Cum- 
mins Engine Co., Inc., said the 
future will remain bright, “if the 
industry continues to serve the 
public in its own unique way.” 

Concentrating on what he termed 
“fyndamental economic facts,” Mil- 
ler said that because the population 
is growing, there will be more 
people to serve. People will be mak- 
ing more money, Miller said, citing 
an Indiana survey showing that by 
1970 the weekly wage will be 
doubled. 

Because of increased wages and 
higher standards of living, Miller 
contended, people will be better 
educated and will want better 
things. He predicted “fantastically 
increased consumption and greatly 
increased production.” 

Decentralization of the grow- 
ing population will bring even 
greater distribution of produc- 
tion, Miller said, and more prod- 
ucts will be transported in the 
process of production. 


Miller doubted that railroads will 
be able to meet this new growth 
of suburbia. He pointed out that 
track miles and freight cars are 
down. Conceding the railroads may 
be some threat, Miller said they 
will have difficulty meeting the de- 
mand, The bulk of transportation, 
he believes, can be handled only by 
trucks, and there should be a tre- 


mendous increase in the freight | 


hauled. 

Equipment to handle this in- 
creased business, Miller said, does 
not exist today. He said his com- 





pany has engine prototypes that) 
are too powerful for transmissions | 


and axles in use today. 


Miller said there won't be a tre- 
mendous change in the farm-to- 
market trucks, only relatively mod- 
erate changes in power increases, 
weight reduction and fuel economy. 
He said there will not be any 
appreciable changes in the type of 
highway these vehicles use. 

Main-line roads, toll roads, new 
roads and divided highways of 
the future, however, will present 
&@ new concept in automotive 


engineering, Miller said. Mileage | 


will triple by 1975, he added, and 
will require a greater horsepower 
engine in today’s space and 
weight. It also will require 
greater fuel and maintenance 
economy, he said. 

If this country is to meet its 
economic needs, Miller concluded, 
the trucking industry is essential. 

Another panel speaker, P. V. 
Moulder, president of International 
Harvester Co., said the most urgent 
task of the trucking industry is to 
convince the public and legislators 
“that this business is important.” 

He said operators must convince 
their employes by educating them 
to be good drivers and good citi- 
zens. The public must be convinced 
through an educational program, 
Moulder said, and he suggested an 
educational program for drivers. 

He said the operators should “let 
them know in Springfield and 
Washington”. just how important 
they are. 

Moulder said 1958 will be an 
important year in labor relations. 
He said labor is asking too much 
too fast for the good of the econ- 
omy. 

Although the highway program 
will be nearing completion by 1967, 
Fruehauf said, we will still need 
work. He said the highway pro- 
gram to be completed then is the 
one we should have now. 

Lighter trailers will be made with 
Magnesium, titanium, plastic and 
new metals, he said. Safety in 
Operation also will improve, he 
asserted. 

“The safest driver on the high- 
way is the truck driver,” he de- 
Clared, “and he will be helped to 
be even safer through the highway 
Program.” 

A less optimistic speaker was R. 
W. Alfred, president of A & B 
Transfer Co., who said the short- 
line hauler’s future seems darker 
from year to year. He said 95 per- 
cent of today’s “chaotic condition” 





Alfred said he was referring to 
the many “fringe benefits,” which 
are demanded. He said he does 
not believe anyone should be paid 
for doing nothing. 


Alfred said that while he hopes 
these “labor abuses” will be cor- 
rected, he believes the industry is 
facing an uphill grade. “We have 
the hardest pull ahead that we 
have ever had in our industry,” he 
concluded. 


W. Stanhaus, president of 
Spector-Mid-States, said higher in- 
comes and growing population are 
pointing to a favorable outlook for 
the industry. 

“The trucking industry is here 
to stay,” Stanhaus said. “It is 
essential to the national economy.” 

He said any increases in other 


The PERFECTION 
STEEL BODY Co. 


industry will strengthen the truck 
industry. Stanhaus saw a need 
for greater management ability 
to cope with problems that wiitl 
arise as the industry grows. 


Stanhaus said he does not expect 
large carriers to prosper and the 
small ones to fold. 


“Both are vital,” he asserted. The 
most important key to meeting the 
future of the industry, he said, rests 
in good management and the de- 
velopment of it. 

The industry, he said, “has been 
dragging its feet” in improving its 
techniques, methods and proce- 
dures. He said the industry has not 
kept pace and needs more research 
and development, Work simplifica- 
tion, efficiency, marketing and a 
sharper management approach and 
sound cost operations, he added. 


Stanhaus said the industry’s 
future is not something “to be 
wished for or hoped for. It must 
be made.” He said it can be made 
through research, projection and 
planning. 

Toastmaster was John Ebeling, 
Olson Transportation Co. and presi- 
dent-elect of the CMFA. Preceding 
the talks were presentations of the 
CMF<A-Trailmobile Fleet Safety 





Mack's Champion Truck Salesman— 


H. E. Williams, third from left, who sold 260 Mack trucks last year, receives a 
Key Club pin from T. H. Jones, Mack southern division manager, is recognition of his 
sales achievement. Williams, a sales representative at Mack's Jacksonville (Fia.) branch, 
sold 198 new and 62 used trucks to lead the company in individual sales in 1956. 
The Key Club is an honor group limited to the company's top salesmen. Looking on, 
from left, are Ward N. Shaw and P. D. Cosper, branch sales representatives; W. O. 
Stamps, special representative at Jacksonville, and Ralph L. Agee, branch manager. 





Awards, made by Rufus Jones,| the year. Nearly 1,000 truck opera- 
Trailmobile, Inc., and a special pres-| tors and guests attended the two-° 
entation to the national driver of| day meetings. 


"insure a steady lift 
and even feeding 
to our elevator.” 


Perfection Hoists help sand hauler 
O. C. Warner, Lodi, Ohio, to keep 
his customers satisfied. Says his cus- 
tomer, Mr. Don Whitwright, V.P. of 
Best Ready Mix, Inc., “Perfection 
puts the lift where it will do the most 
good. It insures a steady lift and 
even feeding to our elevator.” To 
this, Mr. Warner adds, “We use Per- 
pection Hoists because of their dur- 
ability under heavy hauling.” Write 
for free technical advice on your 
application. 


OF PERFECTION HYDRAULIC HOISTS 
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.'s By Jack Weed 


(Continued from Page 29) 


Leasing System. The group met 
recently in Chicago. 

Leasing firms are finding it more 
difficult to train and maintain ade- 
quate service personnel. The in- 
creasing cost of vehicle maintenance 
was cited as a major reason why 
profits are not keeping pace with 
the increasing volume of business. 

Here-is an area that evidently 
far too many dealers are over- 
looking — the area of garnering 
the plus profits in the truck busi- 
ness that come from parts and 
customer labor. 

It is a well-known statistic that 
the profit from servicing one truck 
is equal to, or greater than, the 
profits from servicing four passen- 
ger cars, All it takes to garner 
these profits, and keep truck cus- 
tomers sweet, are facilities de- 
signed to handle trucks and men 
who like to work on them. 


Many of the truck dealers of this 
country who annually lead in profits 
per unit sold are the dealers who 
have adequate service facilities and 
manpower to take care of both the 
customers they sell and the fleet 
owners who are looking for a 
maintenance home. 

* = + 


‘Too Many Strokes’ 


LYDE LESLIE, of International 
Harvester, speaking at the 

National Truck Leasing meeting, 
said he feels strongly that all serv- 
ice departments are lagging far 
behind both engineering and manu- 
facturing in the truck industry. 

He cited many instances of 
dealers failing to have proper tools, 
failure to use service manuals for 
work on new components such as| 
automatic transmissions, and a| 
general indifference to the use of | 
pressure gauges and other precision 
instruments. 

He used a golf term to describe 
his opinion of the difference be- 
tween modern engineering and 
current service, He said, “En- 
gineering departments are hitting 
par for the course, while service 
is taking 10 strokes to the hole.” 

And fleet owners and individual | 
owners will agree with him in 
speaking of at least seven out of 
every 10 truck dealerships across 
the country, I firmly believe from 
what I have seen in the field. 

George Martin, of Trailmobile, 
Inc., brought out just one instance 
of the value of proper maintenance 
to fleet owners. Speaking about tire 
wear, he stressed tire matching and 
frequent checks on axle alignment, 
saying that an $8 labor item to 
align axles protects an $800 in- 
vestment in tires. 


> > > 

About ‘Little Jewel’ 
ATE last month, I received an 
unsigned wire, purportedly from 
Los Angeles, with a lead that 
smacked of Hollywood film-script 
technique. It started off: “Little 
Jewel came off the desert today 
long enough to receive acclaim as 
the nation’s first highway truck 











tractor to run up a million miles 
without an engine change. 

“Little Jewel is a four cylinder 
GMC diese] that has just completed 
its millionth mile of hauling house- 
shold furnishings between Las 


New White Outlet 
At San Antonio 


SAN ANTONIO, Tex.—A new 
distributorship for White and Auto- 
ear trucks here is announced by 
Horace Mosteller, southwestern re- 
gional vice-president of White Mo- 
tor Co. 

The new outlet will be known as 
Alamo White Truck Service and 
will be located at the former White 
branch facilities at 816 Probandt St. 
Lloyd M. Cregor jr. who was 
branch manager for te at San 
Antonio, is president and general 
manager of the firm. Willard L. 
Boone jr., is vice-president and 
treasurer, and C. H. Guntherman is 
secretary. 


Lovelady Takes Simca 


Wayne Lovelady Dodge, Inc., 
Albuquerque, N. M., has been ap- 
pointed a dealer for the French- 
made Simca. 


Cruces, N. M., and Hollywood, Calif. 
Daniel Bryant, president of Bekins 
Van and Storage, said that since 
1951 the tractor has made that 
1,190-mile round trip, mostly over 
desert terrain, 840 times for a total 
of 999,600 miles and side trips from 
the terminal points accounted for 
the other 400 miles.” 

The wire didn’t read like any- 
thing Barney Crandell, top word 
pusher for GMC, had ever pounded 
out, nor did it read like anything 
that either Dick Woodhouse, chief 
sales whip cracker or Phil Mona- 
ghan, general manager, would 
dictate. 

Nor did any of them call me on 
the phone saying they sent the wire 
as they chortled in glee over the 
record as so many factory execs are 
in the habit of doing. 

But the facts seemed worth re- 
peating—if they are the facts—and 
somebody wanted this event to see 
light in Automotive News, So, my 








readers—if any—you’ve had it and 
somebody must be happy even 
though I gave you only the first 
two paragraphs of a yard of “hearts 
and flowers.” 

+ * 2 


Illinois Safety Crackdown 


oo NOORLAG, of the Chicago 
Motor Freight Assn., feels 
certain, too, that many of our 
readers will be interested in the 
fact that a crackdown is in the 
offing by Illinois enforcement offi- 
cers against the practice of some 
truck safety-lane operators of issu- 
ing “dry stickers”: to commercial 
vehicle owners in lieu of truck 
inspection tests required under the 
recently amended Illinois Act Reg- 
ulating Traffic on Highways. 

Fines for “dry-sticker” violations 
hereafter will be levied against the 
vehicle owner, driver or operator, 
as well as against the safety-lane 
operator. Fines range as high as 
$300 for each fradulent sticker ob- 
tained. 

A provision of the new inspec- 
tion law exempts from the Illinois 
safety test those vehicles of an 
Illinois-domiciled interstate for- 

| hire carrier which are used in 
| intrastate and interstate com- 


merce and which comply fully 
with the Interstate Commerce 
Commission’s safety rules and 
regulations. 

The exemption of nonresident 
interstate for-hire carriers from 
complying with the Illinois safety 
test, provided that their vehicles 
comply fully with the regulations, 
is carried forward in the new law 
without change. However, these 
vehicles lose their exemption when 
found not to be in compliance. 

Under the new law, too, vehicles 
failing to qualify for a safety 
sticker must make necessary ad- 
justments at once, but then may 
proceed to their home garage for 
necessary repairs before being re- 
tested, without cost. Each Illinois 
vehicle must be checked twice a 
year at staggered times throughout 
the state. 

So, dealers in those states whose 
trucks run into Lllinois should tell 


their customers that a new “buzz-| 


Saw” awaits them unless their 
trucks are in safe operating condi- 
tion. 

> * > 


Dodge Truck Show 


oo was no question in the 
minds of any of the newsmen 
who attended the Chrysler press 





preview at Miami a week ago but 
that both Dodge and the parent 
Chrysler Corp. are making every 
effort to win back lost truck busi- 
ness. 

Not only did they spring some 
brand new highly styled jobs and a 
new heavy-duty number but put on 
a “rough riding” show for the press 
that was reminiscent, to this writer 
at least, of the dare-devil show 
put on by one of the heavy-duty 
boys years ago when they intro- 
duced their “tilt cab” models. 

The Dodge men had trucks 
doing all of the dare-devil stunts 
that are normally performed by 
cars, including the high jump. 

Then, on the last day of the pre- 
view, truck editors were given spe- 
cial consideration by the Dodge 
truck division. 

Dodge paraded each different 
model of truck equipped with the 
type of body most adaptable to that 
tonnage rating, even showing big 
over-road trailer vans on the big 
stuff. 

At the showing it was learned 
that the current modification cen- 
ters have worked out even better 
than was first expected and that in 
| the near future it is planned to 
j}add as many as 18 more of these 
| field stock and modification points. 
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Converts Dry to Liquid Load— 


This giant “toothpaste tube" container holding nearly 4,000 gallons of liquid can 
be used to convert any flat bed or stake type truck to a liquid hauler for the return 
trip. It is filled through a fitting in its lower right corner. Called the Sealdtank, it 
was developed by the U. S. Rubber Co. Rubber officials believe it will quickly “seat 
itself” in the transportation industry. The unit can be folded into a small area 


when empty. 
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With Huge Rubber Container .. . 






Flat Beds Haul Liquids 


AYNE, N. J.—A giant rubber- 

fabric container that may 
revolutionize the transportation of 
liquid cargo for the trucking, rail- 
road and barging industries has 
been developed by United States 
Rubber Co. 

Called the Sealdtank, it was 
shown publicly for the first time 
at a press preview of the com- 
pany’s new research center here. 

Company officials believe it is 
“one of the most significant ad- 

vances for the handling of liquids 
by the transportation industry in 
more than half a century.” 

For the trucking industry, offi- 
cials said, it makes possible the 
dry, liquid two-way haul — trans- 
porting dry cargo in one direction 
and liquid cargo in the same 
standard trailer or truck on its 
return trip. 

For the railroad industry it con- 
verts every boxcar and every gon- 
dola car into a potential liquid car- 
rier. The same is true for barges, 


and for industrial plants the new 
tank is said to provide an ecnomi- 
cal and efficient method of large- 


volume liquid storage. 
* * * 


IN filled, the Sealdtank looks 
like a giant toothpaste tube. It 
is 56 inches in diameter, 35 feet 
long and holds 3,800 gallons of 
liquid. It weighs 1,040 pounds empty 
(900 pounds with single inlet and 
outlet) and its capacity when filled 
with molasses, for example, is 22 
tons. When empty it lies flat and 
can be rolled into a compact, cylin- 
drical package 25 inches in diame- 
ter and 7 feet 4 inches in length. 
It costs approximately $1,830. 


Placed empty on a trailer truck, 
it can be filled through a fitting 
at one end or from the top with 
whatever liquid is to be trans- 
ported. When empty, it can be 
rolled up and stored in the for- 
ward section of the trailer. Dry 
cargo can then be loaded in the 









Quietest rides. Super Rayon stays flex- 
ible, on the go or at rest. Guards against 
flat spots. Assures your customers of 
the smooth, quiet ride they demand. 


Safety. Super Rayon doesn’t soften or 
harden or expand or contract with 


temperature changes. 
and weaken the rubber around it. Safe! 


Retreads better. Since Super Rayon doesn’t “grow” 
at high temperatures, extra steps are eliminated. 





Doesn’t strain 


Super Rayon lasts longer. 


Don’t miss. . 


Miss Universe 


Durable 
new Super Rayon, strong as steel pound 
for pound, actually gives your custom- 
ers a tread wear bonus of up to 26%. 





Most stable. No cord made stands 
up to driving heat —225° to 300° — 
like new Super Rayon. 


“grow.” That means fewer chunk 


Doesn’t 


outs, less tread cracking. 
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Carol Morris 
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trailer for the back haul or re- 
turn trip. 

The Sealdtank is made of four 
plies of rubber coated rayon tire 
fabric molded similar to a tire. 
Both ends are sealed by metal 
closures resembling spinal columns. 
Its outer surface is made of neo- 
prene for oil and weather resist- 
ance. 


The inner surface can be made 
of any of a variety of special rub- 
ber compounds which make possi- 
ble the handling of almost any type 
of liquid including some highly 
corrosive chemicals. A polyethylene 
bag can be used as a liner for the 
tank for handling edible liquids. 


* > * 


HE Sealdtank can be made in 

any size to fit any truck, rail- 
road car, barge or ship. For trucks, 
the company has in production a 
3,800-gallon container. It also plans 
to manufacture a 6,500-gallon size 
for the railroad industry and 10,000 
to 20,000-gallon sizes for barges and 
industrial plant storage. 


When used for storage, the 
Sealdtank is particularly adapt- 
able to highly corrosive chemicals 
which often require special alloy 
or rubber lined metal tanks. It 
gives maximum flexibility since 
it can be moved from place-to- 
place. 

Another feature of the container 
is that due to its flexible structure 
and design, it can absorb expansion 
and contraction of the lading with- 
out open venting. This is said to 
eliminate danger from release of 
explosive and obnoxious vapors. 
Since the Sealdtank collapses as it 
is being emptied the lading does 
not come in contact with air and 
thereby oxidization and lading deg- 
radation is eliminated. 


Brighter Future 


Is Predicted for 
Bus Operators 


CHICAGO. — A brighter future 
and expansion lie ahead for the bus 
industry, provided regulatory and 
taxing authorities encourage the 
industry, according to Arthur C. 
Butler, director of the National 
Highway Users Conference. 

Speaking before the annual meet- 
ing of the National Assn. of Motor 
Bus Operators, Butler said the new 
Federal-state highway program 
should greatly benefit many of the 
bus companies which have had 
“tough sledding” in recent years. 

“The new highway program now 
getting under way will not only 
improve time schedules in bus 
service between most major cities 
but, by relieving congestion on 
other roads which are also to be 
improved under the program, will 
provide greater economy of opera- 
tion and lessen travel time for the 
all-important services which buses 
give to smaller cities and towns,” 
he said. 

Among the policies needed by the 
bus industry, Butler said, are a 
realistic tax program, revision of 
vehicle size and weight rules and 
the exclusive use of highway funds 
for road-building projects. 





Centrifugal Clutch 


Leyland Calls It Superior 
To Fluid Coupling 

LEYLAND, Lancashire, England. 
—Leyland Motors, Ltd., has devel- 
oped a centrifugal clutch that en- 
gages and disengages automatically 
and eliminates the need for a 
clutch pedal. 

It is an alternative drive to the 
fluid coupling which has been used 
on all Leyland vehicles equipped 
with the Pneumo-Cyclic semiauto- 
matic or fully automatic gearbox. 

Leyland said the centrifugal 
clutch is disengaged at speeds 
below 500 r.p.m. and transmits full 
engine torque at speeds above 750 
r.p.m. The company added “There 
is no permanent slip, at normal 
operating speeds, representing lost 
engine revolutions and consequent 
loss in gas mileage as there is with 
the fluid coupling.” 





Danielson Gets Buick 


Ernie Danielson, Omaha, is the 
new owner of Luxton Motor Sales, 
Inc., at Grand Rapids, Minn. The 
dealership will be known as Daniel- 
son Buick, Danielson formerly was 
zone manager for Buick in Iowa, 
Nebraska and the southern part of 
South Dakota. 
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FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 





A weekly roundup of news and views 
for our dealers— and one more reason 
why it’s great for you to be a dealer in 
the Ford Family of Fine Cars. 


| The signs of what 


1958 will bring 


At this time of year, there’s always a great deal of speculation about the style and features of next year’s new cars. 
Naturally we can’t reveal any secrets, but we can tell you this much about your 1958 Ford Family of Fine Cars: 


EDSEL— You already know the big news here! And 

it sets the pace for the entire Family. With its four 
series and 18 models, the 1958 Edsel brings a new and distinc- 
tive styling concept to the American Road. Buyer interest in 
Edsel’s many exciting and exclusive features and broad price 
range assures a great year for Edsel dealers. 


(7 FORD—The change-over budget speaks for itself— 


Ww 


“= $185,000,000! This enormous investment means that 
the 1957 sales leader will have major changes and more 


competitive advantages than ever. 


~- THUNDERBIRD—We’re sorry, but news of the 
Thunderbird must be kept strictly under wraps for 


_—_ 


the time being. 


MERCURY—There’s big news in the Big M for ’58— 


new advanced styling and features—and a sensational 


new engine design that will provide greater efficiency and 
economy. More models than ever before—each one longer, 
wider, heavier, more powerful—topped by a magnificent all- 
new fine car series in the upper medium-price bracket. 


LINCOLN— We're looking for Lincoln to be as big a 

surprise in the industry as it is in exciting new 
dimensions! Everything in these Continental-inspired fine 
cars will be new . . . the engine, the transmission, the sus- 
pension . . . and even the body construction will be an 
exclusive in the fine car field. Keep close tabs on the new 
1958 Lincoln—it’s really going places. 


me CONTINENTAL MARK II]—There’s a full line of 

Continentals on the way—in four magnificent models. 

Although totally new in styling, these Continentals retain 
the classic elegance of their proud predecessor. 


While these points are general in nature, they indicate strongly that Ford Motor Company cars for °58 will bring new 


styling, new features and more models to the American motoring public to keep you in the most advantageous com- 


petitive position possible. 


The signs point to a great year in °58—for you and Ford Motor Company. Another reason why it’s great to be a dealer in the Ford 


Family of Fine Cars. 


Be sure and see The Edsel Show on television! Starring Bing Crosby and co-starring Frank Sinatra, 
together for the first time live. Sunday, October 13th, 8:00 P.M., E.S.T. over the CBS network. 


It will be one of the season’s greatest entertainment spectacles. 
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FORD MOTOR COMPANY Tre American ROAD, DEARBORN, MICH. 
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News to Nete ... 


Truck News in Brief 


STOCKTON, Calif.—A new Inter-| power units to 141. The majority, he 





national truck branch has been added, are the lightweight diesel 
opened here. J. H. Adams,is man-| jobs. 
ager of the new facility, located at) e ¢ e 


1747 E. Charter Way. ° 
The building is completely Kemtucky Establishes 


equipped for truck service and is Ports of Entry for Trucks 

staffed by factory-trained mechan-; FRANKFORT, Ky. — The Ken- 
ee ee oe oo and tucky Department of Revenue has 
is carried, Adams said. W. E.|©S‘#>lished ports of entry for ve- 
Hutchinson is service manager, and|hicles in excess of 18,000 pounds 
L.. R, Barton is parts manager. 


* * « the state. 
* One of the items coming under 
McBride Adds 40 | the scrutiny of port officials is the 
Macks to Fleet 'tax on motor fuel used by trucks 


GOSHEN, N. Y.—McBride Trans- | traveling in the state. 
portation, Inc., has announced addi- | - + 
tion of 40 new Mack lightweight! Cogs . 
diesel tractors to its tanker fleet| Coast Firm Changes Name, 
which serves a five-state area in|Gets Two Distributorships 
the Northeast. | LOS ANGELES —Specialized 
H. L. McBride, president, said| Trailers, Inc., North Hollywood, 
addition of the new tractors in-| makers of custom, heavy-duty mo- 
creases the firm’s fleet of Mack' bile equipment, has changed its 


| gross weight entering and leaving 
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name to Ziegler Trailer and Equip- 
ment, Inc. 

The firm has been appointed 
Southern California distributor for 
Worthington Corp. concrete truck 
mixers and big mixers and Cali- 
fornia distributor for Dorsey Trail- 
ers, Inc, 

= * + 


International Transport 


To Move to Minnesota 
ROCHESTER, Minn. — Interna- 
tional Transport, Inc., which oper- 
lates a fleet of 100 trucks in 26 
states and five Canadian provinces, 
has leased 10 acres and an admin- 
istration building here for its new 
| headquarters. 
John W. Jacobs, general man- 
|ager, said the move from Fargo, 
N. D., was prompted by “adverse” 
trucking législation in North Da- 
kota. 





* * * 
Fruehauf to Operate 


Alabama Aluminum Plant 


DECATUR, Ala. — Fruehauf 
Trailer Co. will lease and operate 
a new $3 million aluminum extru- 
sion plant here which will be built 
with the proceeds of $3 million in 





“T was about to ask what kind 


OF one G. »4.« GO 221 OG 


car get in this condition.” 





revenue bonds of the City of De-| 


catur. 


Construction of the one-story, 95,- 
000-square-foot plant will begin by 


Nov. 15, Production of aluminum | 


extrusions of all types—-cross-mem- 


bers, floors, tank extrusions, roof | 
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STUDEBAKER 


STUDEBAKER-PACKARD CORPORA- 
TION...one of the leading engine manufac- 
turers selects and distributes Perfect Circle 


chrome rings for authorized replacement 


PERFECT CIRCLE 


2-in-1 CHROME PISTON RINGS... the standard of comparison 








—. 


rails and door components for Frue. 
hauf truck-trailers—is scheduled to 


begin next July. 


* * = 
GM Shifts Leigh 
OTTAWA.—J. H, Leigh has been 
named manager of the Generg 


Motors retail truck branch at Mon. 
treal. During World War II, he 


represented GM in Egypt as auto. f 


motive technical adviser to the 


Middle East Command. He has J 


| been manager of the zone office in 
London, Ont. 
| . »* » 


| Dodge Pamphlet Explains 


|Terms Used by Truckers 


| DETROIT.—The often-confusing 
vocabulary of truck drivers and 
owners need not mystify Dodge 
truck salesmen since distribution 
of a new pocket-size pamphiet by 
D. E. Harding, Dodge merchan- 
dising manager. 

The pamphlet it titled “Handy 
Reference of Commonly Used 
Truck Terms and Formula,” and 
contains a glossary of 22 words 
and phrases. About 16,000 of the 
folders have been distributed to 
Dodge truck dealers throughout 
the country. 

* 


* * 


|\Canada’s Van Wilson Ships 


3 Truck Bodies to U. S. 


ALBERSHOT, Ont.—Van Wilson, 
| Ltd., has entered the U. S. truck 
market with three new bodies to be 
sold through body distributors. 
These bodies include a parcel-de- 
livery body for forward-control 
chassis, a service-utility body and 
a door-to-door delivery body. 

The bodies are offered in either 
steel or aluminum alloy. They are 
shipped knocked down. J. W. Han- 
lon is the U. S. representative at 
the factory. 


* * > 


9-Month IH Truck Sales 


|Decrease to $409 Million 


CHICAGO. —Sales of Interna- 
|tional trucks, service parts and 
service for the nine months ended 
July 31 totalled $409,247,000, com- 
pared with $419,997,000 for the cor- 
responding period last year, accord- 
ing to John L. McCaffrey, Interna- 
tional Harvester chairman, and P. 
V. Moulder, president. 

Total IH sales for the nine 
months were $852,314,000, compared 
with $913,403,000 in the correspond- 
ing period of the 1956 fiscal year. 
Net income for the first three quar- 
ters was $31,347,000, compared with 
$34,533,000 for the year-ago period 


IH Offers LPG Engines 


On Cab-Forward Models 


CHICAGO. — International Har- 
vester is now offering factory-in- 
stalled LPG engines in cab-forward 
trucks. The company said the move 
is “an automotive first.” 

International also said it was 
offering factory-installed LPG 
power in its model A-100 pickup, 
lightest truck in the line. The LPG 
system is now available in models 
from 4,200 to 60,000 pounds. 


. * . 


Volkswagen Buses in Use 


In Klamath Falls, Ore. 


KLAMATH FALLS, Ore.—A 
group of merchants here have pur- 
chased four Volkswagen Micro- 
buses for the newly organized 
Klamath Falls Bus Co. 

The vehicles have been rebuilt to 
carry 12 passengers. The fare is 20 
cents and the buses are bringing 
in an average of $72 a day. Other 
small cities in Oregon reportedly 
are considering a similar plan. 

= . . 


I-H Begins Construction 


Of 2nd Memphis Branch 


MEMPHIS.—Construction of a 
second International truck sales 
and service branch here has 
begun, according to D. H. Boone, 
International Harvester Co. motor 
truck district manager. 

The 19,000-square-foot structure 
at S. Third and Caroline will sup- 
plement the present International 
truck branch operation at 215 S. 
Pauline. It is scheduled for com- 
pletion by Nov, 1. 


. > + 


Alger Buys Truck Line 


DETROIT. — Purchase of Ports 
mouth Truck Lines, Inc., was an- 
nounced by A. C. Scott, president 
and general manager of Geo. F. 
Alger Co., Detroit. 
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Georgia Movers Fight PSC Plan... 
New State Acts Hit Truckers 


NEW YORK.—New developments 
with respect to state regulation of 
trucks and related matters, as re- 

rted from state capitals, include 
the following: 

GEORGIA: A proposal by the 
Public Service Commission to 
tighten regulations on agencies 
operated by motor carriers was 
opposed by representatives of the 
Georgia Household Movers 
Assn. 

The PSC plans would prohibit 
Class B carriers from establishing 
agencies without permission of the 
commission, and prohibit agents 
from being paid on a percentage 
pasis or leasing equipment to the 
company. A spokesman for the 
movers’ association said household 
movers would be the main group 
affected by the plan. 

Kansas: Two inquiries are being 
made into the operation of the 
state’s 65 ports of entry. 

John Kirchner, State revenue 
director and chairman of the 
Port of Entry Board, said his 
inquiry is aimed at improving 
port administration and correct- 
ing any irregularities in opera- 
tions. 

The State Legislative Council is 
studying the advisability of abolish- 
ing the ports and transferring their 
duties to other agencies, No 
recommendations have yet been 
made. 

Louisiana: Five motor carrier 
firms filed three suits in District 
Court at Baton Rouge challenging 
a Public Service Commission ruling 
which granted permission to three 
other firms to operate similar 
businesses in the state. The plain- 
tiffs argued that services offered by 
their firms are “more than ade- 
quate.” 

Nevada: A new depreciation 
schedule which will mean tax 
savings for Nevada truck and 
bus operators was approved by 
the State Tax Commission. 


Only operators who, as public 
utilities, are assessed by the State 
are affected by the new schedule. 
If county assessors adopted the 
new formula, however, there may 
also be savings in some instances 
for farm and mine truck owners. 
After the first four years, buses 
and trucks depreciate faster than 
the present formula provides. 

North Dakota: A new truck tax 
law enacted by the 1957 Legisla- 
ture blocks reciprocal agreements 
between North Dakota and other 
states on trucks with a gross 
weight of more than 24,000 
pounds. 

It provides that, effective last 
July 1, such trucks from other 
states would either have to have 
North Dakota licenses or a mileage 
tax would have to be paid for 


Contractors Await 
California Ruling 
On Equipment Fee 


SACRAMENTO, Calif.— Contrac- 
tors, many of whom are engaged 
in State projects, are awaiting a 
decision by the attorney general on 
4a ruling by the State Department 
of Motor Vehicles that big carry- 
alls and other earth-moving equip- 
ment must pay regular truck li- 
cense fees and in-lieu taxes. 

These taxes could amount to as 
much as $200,000 a year. Only a few 
contractors have been billed, ac- 
cording to Albert J. Veglia, regis- 
trar of motor vehicles, who has 
ruled that the heavy vehicles must 
pay the fee. He has been supported 
by Paul Mason, director. 

Veglia said all contractors would 
be billed if the attorney general 
supports his position. 

“We're simply asking them to 
comply with the law,” said Veglia. 
“It’s not a gimmick. It’s a matter 
of interpretation. I say they’re 
dump trucks. They say they’re rock 
wagons. But I say to the contrac- 
tors that the law says you've got to 
license them.” 

The licensing law lists specific 
exemptions from the motor vehicle 

and in-lieu tax requirements. 
But dump trucks and truck- 
Mounted transit mixers, cranes, and 
shovels are not included. 


them to travel in North Dakota. 
The Legislature trimmed con- 
siderably both the license fees for 
heavier trucks and the mileage tax. 


It is now being questioned, 
whether the trucking business is 
being driven out of the state. Full 
clarification won’t come until next 
year, since many vehicles owned 
by foreign firms are licensed for 
the balance of 1957 under the old 
schedule. 

Tennessee: The Public Service 
Commission authorized four truck 
lines to serve more than a dozen 
Western Tennessee cities. 

The firms are Cook Truck Lines, 
Paris; Meador’s Motor Lines, Inc., 
Bradford; West Tennessee Motor 
Express and Thurston Motor Lines, 
Inc., Nashville. 

Vermont: State Supreme 
Court took under consideration a 
case involving the question of 
whether a semitrailer unit — in 
and of itself — is a motor vehi- 
cle under terms of state law. 

The issue was raised in an ap- 


peal by John C. Rowell, Chelsea, 
from a two-count conviction in 
Brattleboro Municipal Court on 
charges of operating a tractor and 
semitrailer unit with defective 
equipment and of operating an un- 


inspected semitrailer unit. He|™ ] 


appealed on grounds the verdict 
was not substantiated by evidence 
presented. 

Ralph Chapman, attorney for 
Rowell, told the high court there 
was no evidence the semitrailer 
had inadequate brakes and no evi- 
dence it hadn’t been inspected. 

For purposes of determining 
whether a vehicle is “properly 
equipped with standard equip- 
ment,” Chapman contended, the 
term motor vehicle under Vermont 
law does not embrace a semi- 
trailer. 

The State argued the two units 
must be considered in this case as 
| a single motor vehicle, one being 
an integral part of the other. 
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Sherman Unveils Power Digger— 


This all-new power digger, introduced by Sherman Products, Inc., Royal Oak, Mich., 
is designed for mounting on Ford tractors. The backhoe has a loading clearance 
height of 9 feet, 2 inches and below grade reach of 12 feet. A 188-degree arc of * 
swing allows fast and rear side loading. The unit, known as F model, has hydraulic 
stabilizers of a new design, complete visibility from the operator's seat and a heavy- 
duty boom. 


They May Look Alike... but they’re Not! 





Replacement Ring-Gear 


Made by 


Eaton—Axle Division 


Replacement Ring-Gear 
Not Made by Eaton 


Only Genuine Eaton Axle Service Parts are Identical 
to the Original Production Components 


Even Eaton Axle parts may wear out and require 


MORE THAN TWO MILLION 


replacement. When this happens it is important that 


repairs be made with Genuine Eaton Axle Service 
Parts. They are identical to the original production 
components in design, metallurgy, heat treatment, 
and quality of finish—made to run together with the 
other axle parts. Eaton replacement parts are held 
to the rigid quality standards established for axle 
components and will deliver the same dependable, 
low-cost kind of service. So when, after thousands 
of miles of trouble-free operation, it may become 
necessary to replace worn parts in an Eaton Axle, 


EATON 





it’s most economical to make these replacements 


with Genuine Eaton 


EATON 


Axle Service Parts. 
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IN TRUCKS TODAY 





AXLE DIVISION 


COMPANY 


CLEVELAND, OHIO 


@ PRODUCTS: Engine Valves « Tappetse Hydraulic Valve Lifters» Valve Seat insertse Jet Engine Partse Hydraulic Pumps 
Motor Truck Axles « Permanent Mold Gray Iron Castings * Forgings * Heater-Defroster Units « Automotive Air Conditioners 
Fastening Devices» Co'd Drawn Steele Stampings* Gears Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 
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MIAMI BEACH.—Increased 
power and load capacity, larger 
brakes, new automatic transmis- 
sions, new styling and increased 
driver comfort are among the fea- 
tures of the new Dodge 1958 trucks, 
introduced here at Chrysler Corp.’s 
national press preview. 

M, C. Patterson, president of 
Dodge division, announced that 
higher torque and greater power 
are available for every line. 

Low tonnage models are equipped 
with a 204 b.h.p. engine; medium 
tonnage models—which include 
the 400, 500, and 600 series—offer 
a new heavy-duty 315-cubic inch 
double-rocker shaft V-8 engine, 
and heavy tonnage models are 
available with 354-cubic inch V-8 
power plants with either single or 
twin carburetion. 

Patterson disclosed that three 
separate and distinctive styling 
treatments differentiate the 1958 
light-medium, cab-over-engine and 
heavy tonnage models. Other inno- 
vations include a 90-degree opening 
hood, dual headlights, new grilles 
and heavy-duty bumpers. 


Dodge is also providing forward | 


control models with factory- 
installed front body sections, ready 
for shipment to the body builder. 

A progressive-type rear spring 

design for the light 100 series is 
said to give these models an im- 
proved ride even when the truck is 
empty or operating under a light 
load. Rear springs are designed so 
that the suspension stiffens auto- 
matically as the load is increased 
to provide firm support and a 
smooth ride. 

Other features designed for 
driver convenience and safety in- 
clude integral direction-signal 
control, ceiling-mounted tran- 
sistor radio, deep-center steering 
wheel, hooded instrument cluster, 
quick-wind windows, variable- 


Illinois, Colorado 
Split Over Fees; 
Truck Pact Dies 


DENVER. — Illinois has discon- 
tinued its truck licensing agree- 
ment with Colorado. 

Charles F. Carpentier, Illinois 
secretary of state, said Colorado in- 
sisted on collecting a ton-mile tax 
on all trucks. He said Colorado 
offered to waive its $17.50 plate- 
fee and specific ownership tax on 
Illinois trucks but would not waive 
the ton-mile tax. 

In turn, he said, Colorado ex- 
pected Illinois to waive its license 
fee based on weight of vehicles. 
Carpentier claimed Illinois would 
have waived a $1,139 license fee on 
@ one-year-old tractor and semi- 
trailer of 72,000 pounds, while Colo- 
rado would waive only a plate fee 
of $17.50 and a specific-ownership 
tax of about $217 on the same vehi- 
cle. 

Robert A, Theobald, Colorado 
revenue director said Colorado 
tried to get Illinois to waive a 
percentage of its license fees for 
Colorado trucks based on the num- 
ber of miles they travel in Illinois. 

Under such an agreement, he 
said, both states could easily have 
equalized taxes and license fees ap- 
plied to truckers on a basis of 
reciprocity. 


Moore Ford Opens 


Moore Ford Co. has opened at 
410 W. Broadway, North Little 
Rock, Ark. William H. Moore - is 
president. 


AUTO 
TURNTABLES 


e 
Manufactured by 


Macton Machinery Co. 
DYKE LANE 


Stamford 2, 
Conr. 








speed electric windshield wipers 

and sound-insulated cabs. 

New hydraulic braking systems 
for truck models in the 400 through 
900 series (with gross vehicle 
weight ratings from 15,000 to 46,000 
pounds) require far less pedal ef- 
fort and have brake linings which 
have been increased by as much as 
110 square inches on some models, 
Patterson said. 

Pushbutton - controlled LoadFlite 





20 Kenworth Tractors 


Delivered to Texas Carrier 


EL PASO, Tex—Twenty new 
Kenworth Model 908 trucks have 
been delivered to Sunset Motor 
Lines, a Texas hauler of general 
commodities. 

Powered by 180-horsepower turbo- 
charged diesel engines, the tractors 
have a 38,000-pound capacity. The 
order was placed through J. T. 
Jenkins Co., distributor in Phoenix, 
Ariz, 








Whether you need a single fitting, or a complete 
bank of hose reels with pumps, Alemite’s your 
answer! 

Alemite equipment not only gives faster, 
longer-lasting service. It is backed by unmatched 
customer protection in writing. Only Alemite 
offers: (1) a 27-month “Sealed-in Air Motor” war- 
ranty ... (2) a12-month Equipment Warranty ... 






AUTOMOTIVE NEWS, OCTOBER 7, 1957 


Dodge Shows °58 Trucks 


More Power Is Offered on Every Model; 
Styling Altered, Brakes Improved 


automatic transmission is available 
on all Dodge low tonnage, forward 
control models and on the W-100 
through W-300 V-8 power wagons. 
It is standard on the Minivan, the 
small package delivery truck. 

Pushbutton control is also 
available on medium and high 
tonnage models as a result of a 
new six-speed Torqmatic trans- 
mission. 


A five-speed synchro-shift trans- 
mission is standard on the 900 
series and is available as optional 
equipment on the 800 series. Maxi- 
mum flexibility and performance 
for bothhighway and off-the-road 
hauling is made possible through a 
four-speed auxiliary transmission 
consisting of two underdrive ratios, 
direct drive and one overdrive ratio. 


The payload capacity of nearly 


all models has been increased for |* 


1958. Gross vehicle weight increases 
range from 200 pounds on the D-300 
models to 4,000 pounds on the D-800 
series. Other GYW increases range 
from 1,000 pounds on the D-600 to 
10,000 pounds on the T-900 series. 

The trucks will be offered in a 
choice of 13 new solid colors and 
12 new two-tone combinations. A 
bright-metal trim package also is 
available. 








Designed for Line Cuustrestion Work— 
This White 3022, owned by Philadelphia Electric Co., is said to introduce special 


features which make it ideal for city operation by utilities. It is equipped with a 
special body designed for use in line construction work. The body has a heated 
crew compartment and extra space for tools, tackle and supplies. Both winch and 
pole derrick are provided; one is driven off the main five-speed transmission, while 
the other takes its power from an auxiliary transmission. The power-tilt-forward feature 
of the cab provides easy access fo the engine and radiator. 


You Can Depend On The Leader... 





ALEMITE 


for more service... 
protection and finer 
lubrication equipment 





and (3) a 12-month Warranty on High Pressure 
Hose! And Alemite maintains 414 lubrication 
service centers coast-to-coast, to give immediate, 
on-the-spot attention to any maintenance or re- 
pair problem. 

Save time, trouble, money! Let Alemite supply 
all your lubrication equipment needs— from one 
dependable manufacturing source! 
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British Motor 


Scraps Set Date 
For New Models 


GHAM, England. — Brit- 
jsh Motor Corp, has announced it 
js discontinuing the policy of intro- 
ducing new models at a specific 


ms the future we shal] bring out 
our new models as and when mar- 
ket conditions warrant and not wait 
arbitrarily upon a dated event such 
as the annual motor show in Oc- 

” said Sir Leonard Wood, 
BMC chairman and joint managing 


director. 

_ He said the new policy will bene- 
fit the buyer “inasmuch as year 
dating for second-hand values will 
tend to cease and the owner may 
reasonably expect to get a better 
price for his car.” 

Wood said it also is hoped that 
the new policy would help maintain 
full employment during the fall and 

ize car sales and deliveries. 

He said Austin and Nuffield cars 
now in production will be exhibited 
at all motor shows this year, with 
the exception of an additional Riley 
to be announced later. 


en 





Merchandiser— 


A display merchandiser for service sta- 
tions has been announced by Oesco Mfg. 
Co., 572 W. Maryland, St, Pau! 3, Minn. 
The unit is designed to fit the specific 
needs of the service station with full-view 
picture windows to show merchandise from 
every angle on 38 square feet of shelf 
display area. Other features include full- 
length weatherproof sliding doors with 
locks, 40-watt instant-start fivorescent 
lamps with heavy-duty ballasts and 
bumper-guard door protectors. The mer- 
chandiser measures 67 inches high, 54 
inches long, 30 inches wide. 


What's New... 


In Parts and Accessory Distribution 


MEWA Sales Executives 
Organize in New England 

BOSTON.—The third of an esti- 
mated 50 sections of the MEWA 
Council of Sales Executives held its 
charter meeting here, according to 
the Motor & Equipment Whole- 
salers Assn. 

G. Eliot Saunders, Motor Supply, 
Inc., Cambridge, Mass., was elected 
chairman by jobber sales managers 
from Massachusetts, Rhode Island 
and Maine. Also named were 
Phillip Freeman, Superior Electric 
Co., Cambridge, Mass., secretary, 


-and John E. Gracey, Boston Clutch 


Works, Boston, recording secretary. 
The next meeting will be Nov. 18 
at the Kenmore Hotel, Boston. 

> * > 


Bishman Appoints Two 


assistant to their Chicago repre- 
sentative, Joe McCarthy. The 
Southern Ohio territory has been 
assigned to A. J. Geib. He will 
continue to handle the Northern 
Ohio teritory. 


+ + = 


Cup Assortment Offered 


ST. LOUIS.—The automotive di- 
vision of Wagner Electric Corp. is 
offering an assortment (F'L-485) of 
112 wheel-cylinder cups made of 


high - temperature-resistant rubber. 


Snyder Seeks Wider Sale 
Of Auto Parts in Canada 


PHILADELPHIA.—Sales and 


| promotion plans for the Canadian 


market, plus advance showing of 
1958 models of Snyder TV antennas 


MINNEAPOLIS. — Ray Brictson,| and auto accessories, were revealed 
Chicago, has been appointed by/at a three-day meeting of Snyder 


Bishman Mfg. Co., Osseo, Minn., as| Mfg. Co. 


k to ALEMITE for everything 


need to handl 


De Luxe Portable Equipment 
-Feather-touch portability, Beauti- 
ful, easy-to-clean matching cabinets. 
For 100- or 120-lb. refinery drums. 
Dispensers for chassis lube, gear 
lube and A. T. fluid . . . and drain. 


. 





_ “Super-H” High-Pressure Pump 
_ Powers both Wall Alemiters and 


& 


portable units. Faster lubrication 
with today’s long-lasting lubricants. 
Instant recovery—no pressure drop, 
no time lag. Patented Pressurtrol for 
tremendous reserve power. 


A 






lube, gear lube and A. T. fluid. 


pumps. Single air line. 


(dynamic) unbalance of all car, bus, truck and 
trailer wheels. 


ALEMITE 


REG. VU. 5. PAT. OFF 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, Illinois 


Visi-Drum Equipment-—Displays 
your own lube brand on each unit, 
helps sell your service. Matched 
equipment clamps on 120-lb drums. 
Drain and dispensers for chassis 


Wall Alemiter— Delivers lubricants 
directly from 120-lb. drums to over- 
head reels. Finger-touch raising and 
lowering of cabinet assembly and 






























requirements for all cars. 





For free catalogs and information, 
Write Alemite, Dept. AP-107 


executive officers and 


e more lube jobs faster! 





Overhead Hose Reels — Distinctive 
new design! Sectionalized construc- 
tion permits installation of additional 
units. Reels are interchangeable for 
chassis lube, gear oil, motor oil and 
automatic transmission fluid. 


Specialized Lubrication Tools . . . 
Hand Guns. . . Fittings and Acces- 
sories—A complete line of power- 
packed hand guns and specialized 
lubrication tools. Alemite Red-Ball 
Fittings meet standard replacement 









representatives of Van Der Hout 
iates, Ltd., Toronto, Snyder 
representatives. 

An expanded Canadian sales pro- 
gram was announced jointly by Ben 
Snyder, president of Snyder Mfg. 
Co., and Jack and Vic Van Der 
Hout, heads of Van Der Hout 
Associates. Snyder said Snyder 
Mfg. Co. will introduce new prod- 
— into the Canadian market in 


* * * 


MEWA Speakers Stress 


Need for Teamwork 


CHICAGO.—The need for team- 
work between wholesalers and sup- 
pliers has been stressed in ad- 
dresses delivered at conventions of 
the Motor & Equipment Wholesal- 
ers Assn. 

Adequate profit margins headed 
the list of teamwork essentials in 
an address by Virgil C. Smith, Auto 
Parts Co., Ann Arbor, Mich. The 
subject also was emphasized by 
Marshal G. Luce, Electrical Equip- 
ment Co., Miami. Smith is immedi- 
ate past president of MEWA, and 
Luce is immediate past treasurer. 


Parts Company 
Cited by FTC 


WASHINGTON.—The Federal 
Trade Commission has charged 
Neapco Products, Inc., Pottstown, 
Pa., with discriminating among its 
customers in prices charged for 
automotive replacement parts, 

FTC said the firm permits mem- 
bers of buying groups to have a 
15 percent discount while maintain- 
ing discounts of from 2 to 10 per- 
= for independent customers. 

e complaint c es Neapco’s 
alleged eortadantiene cand 2 
lessen competition. The company 
was given 30 days in which to file 
an answer and a hearing was set 
for Dec, 16 in Pottstown. 


14 Sales Outlets 
Honored by White 


CLEVELAND. — Outstanding 
sales performances of 14 White and 
Autocar branches and distributors 
won bronze trophies for the “White 
25” Club for 1956, according to P. E. 
Tobin, sales vice-president. The out- 
lets were honored for sales in GVW 
classifications of 19,501 pounds and 
above. 

The qualifiers for the sales club 
were: Willey White Truck Co., 
Terre Haute, Ind.; Abilene White 
Truck Co., Abilene, Tex.; White 
Truck & Equipment Co., Muncie, 
Ind.; Maddox Motor Co., Sidney, 
Neb.; DeBon Motor Co., Eureka, 
Calif.; Bowen White Truck, Inc., 
Warren, Pa.; Baumert-Moran Sales 
Co., Inc., Hartford. 

Parks Truck & Equipment Co., 
Knoxville, Tenn.; Chief Pontiac Co., 
Ine., Athens, Ga; M. & W. White 
Truck Sales & Service Co., Mont- 
mee, Face - the White and 

utocar factory branches in Dallas, 
New York City, Cleveland and 
Portland, Ore. 


Mohawk Tractor Tire 


AKRON.—A new line of farm 
tractor tires, unconditionally 
guaranteed for two years, has been 
added to the Mohawk tire line, 
according to T. C. Johnson, general 
Sales manager. The new tires are 
named the Farm Chief. 


Rechargeable Car Flashlight 


A reliable companion on the road . . . @ 

flashlight to depend on. No more battery 

buying . . . just plug into a small socket 

you install in your car to recharge. 

2 o2.; 34" long. Ivory plastic case; magni- 

ome lucite lens; hightest German workman- 
Pp; 











| yr. guarantee 
$7.95 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Auto Suppliers Most Efficient, Ford Aide Says 


M5 gone automotive industry has the most efficient group of 
suppliers in the country,” according to James L, Cam- 
eron, who has been appointed to the new position of director 
of supplier relations for Ford Motor Co. A member of Ford’s 
purchasing department for five years, Cameron will be 
responsible in his new post @——————————————_~ 
for the continued develop-|as an umpire in company-supplier 


ment of sound company-/ disputes. : 

supplier relationships. The divisions are still fully re- 

? ‘ aac li sponsible for purchasing and for 
His function is similar to that/the settlement of all disputes,” 

performed by J. U. Poyner, Chrys-| Cameron said. 

ler’s director of supplier relations,| He asserted that his primary 

except that Cameron will not act! responsibility, under Purchasing 









SMART DEALERS 


2. * 


' SELL THE NEW S-in-1 SIGFLARE SYSTEM FOR 
, ALL AROUND PROTECTION ...ALL THE TIME! 


Signal-Stat 


always creating — never imitating 













Vice-President Earl G. Ward, is to 
formulate policies that will main- 
tain sound relationships. 

“The important thing in a large 
company,” he said, “is to set good 
policies and to see that they’re 
enforced. Right now we’re work- 
ing on policy revisions that will 
make certain that supplier pro- 
posals will be submitted to all top 
officials and division heads. 

“We've also been meeting with 

suppliers to see what can be done 
to improve our business connec- 


tions. If any suppliers have prob-| 


lems, I want to make it clear that 
Mr. Ward and I 
have an open 
door to discuss 
these matters.” 

He said that 
the most frequent 
question from 
suppliers is “How 
do you do busi- 
ness with a large 
corporation?” 
Here are his rec- 
ommendations: 

1. Find out who 
buys the item. This information is 
available at Cameron’s office and 
elsewhere. 

2. Visit the purchasing official 
involved and explain what the 


4d. L. Cameron 


they sell the 


5-in-1 
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supplier can make and how the 
item can be made, The supplier 
should also describe his facilities, 
management ability and financial 
responsibility. 

At Ford Motor Co., the di- 
visions. buy all production parts 
for cars and their components 
and all operating supplies. Some- 
times these purchases are from 
inside the company. 

On the corporation level, the 
purchasing staff buys (with some 
exceptions) all machinery, tools, 
buildings and basic raw materials 
as well as the production parts and 
materials for the Rouge-based di- 
visions. 

Cameron said the purchasing 
staff also tells the division staffs 
how to purchase. 

He declared, “The big question 
is how far should you go in de- 
centralizing purchasing, Our policy 
is to decentralize whenever it’s 
economical. 

* + * 


Two Sources Sought 
> ——— thing, whenever it’s 
+% economical we double-source 
(use two or more suppliers) to 
prevent shutdowns from labor 
trouble or other things.” 

At present, Cameron said that he 


9 DON’T STICK THEIR NECKS OUT! 


new Signal-Stat 


SIGFLARE system! 


Exciting advertising in every major automotive 
publication, sound distribution policies and the 
most effective signalling system on the market 
today make the Signal-Stat line the faster-selling, 
greater-profit line! Smart vehicle owners want 


is functioning properly. 


signal lamps. 


5-way protection — and they can get it with the 
No. 900 Sigflare switch and 4 Signal-Stat lamps: 


1. the most powerful Class A-Type 1 directional 
signals with positive pilot action to indicate system 


2. simultanéous flashing of all 4 signal lamps for 
gency disability warning: the most effective 
feguard against “sitting-duck” accidents. 

3. two stop lights as powerful as Class A-Type 1 


4. two tail lights as powerful as the law allows. 


s. automatic tail light control for far more effective 


turn signals at night. 


Write for complete details on how you can profit 
from the new Signal-Stat line! 


SIGNAL-STAT CORPORATION ¢ 523-539 Kent Avenue « Brooklyn 11, New York 


is working on a revision of Ford’s 
patent-licensing policy. 

“Sometimes,” he explained, “we 
want to make and buy an item 
which the supplier has developed 
and patented. If they’re agree. 
able, we procure a license from 
them to also make the item. We 
compensate them by either pay- 
ing them a royalty or giving them 
a percent of the business.” 

In his new position, Cameron’s 
policies will affect almost 14,009 
suppliers who sell more than $35 
billion worth of products to Ford 
Motor Co. This represents 56 per. 
cent of the components in the com. 
pany’s cars, Chrysler’s buyers spend 
$24 billion a year for about 60 per. 
cent of the components in the 
Chrysler vehicles. 

* * * 


AMERON said Ford Motor Co,’s 

relationships with its suppliers 

are primarily based on the following 
principles: 

1, The suppliers are as much ga 
part of the team as is the company, 
Hence it is to the advantage of 
both the company and its suppliers 
to have friendly and respectful re- 
lations. 


2. Suppliers’ representatives will 
be treated with courtesy at all 
times and will not be kept waiting 
for interviews. 

3. Purchasing activities should 
keep suppliers currently and fully 
informed of company plans and 
decisions which affect them. In 
turn, suppliers should be requested 
to notify purchasing immediately 
if they cannot meet the scheduled 
programs or if they need assistance, 

4. Suppliers should be encouraged 
to suggest, advise and assist in 
improving the company’s products 
and their own. Purchasing should 
assist in arranging for the expedi- 
tious and proper consideration by 
other company activities of the 
ideas and suggestions submitted by 
suppliers. 

5. Whenever possible, purchases 
will be made on the basis of com- 
petitive quotations (at least three) 
and the order awarded to the lowest 
bidder unless other factors out- 
weigh price considerations. 

= ” - 


Brokers, Agents Avoided 


6 WHENEVER possible negotia- 
* tions are to be conducted 
directly with suppliers and not 
through agents or brokers. 

7. To provide a firm base for 
analysis and development of unit 
costs, suppliers will be requested to 
identify recurring cost elements 
such as dunnage, packaging, load- 
ing and expendable containers in- 
cluded in their quoted price. Non- 
recurring costs elements such as 
tooling and returnable containers 
should be stated separately and not 
included in the piece price. 

8. In negotiations, one supplier’s 
selling price or quetation must 
not be disclosed to another sup- 
plier, nor shall suppliers be un- 
fairly played against each other 
to cut prices. 

9. In all cases, buyers should be 
fair in their dealings and objective 
and impartial in their analyses and 
decisions. 

10. In keeping with the objective 
of impartiality and fairness, sup- 
pliers should be requested to refrain 
from providing gifts, entertainment 
and favors to company employes 
who are instructed not to accept 
such offers. 

+ z= 
ll WHEN other than purchasing 
* personnel have occasion to 
visit company suppliers in connec- 
tion with their work, arrangements 
should be made through the re- 
sponsible purchasing activity. 

When it is necessary for sup- 
plier representatives to visit other 
than Ford purchasing personnel, 
arrangements should also be 
made through the responsible 
purchasing activity. 

Concluding the Automotive News 
interview, Cameron said, “There’s 
one thing that we have a real 
fetish about— we always have an 
open door for suppliers.” 


Atlas Appoints Vogel 


William E. Vogel has been ap- 
pointed assistant manager of Atlas 
Drop Forge Co., Lansing, Mich. 
Prior to joining the Atlas or- 
ganization, he held posts as chief 
engineer, master mechanic, sales 


manager and manager at several 
tooling shops in Detroit. 
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ILL VAUGHAN of the Kansas 

City Star, and Roscoe Wade, 
vice-president of a Massachusetts 
pank, took me back mighty pleas- 
antly the other day. Let’s talk 
about Bill first because, far down 
the alphabet as Vaughan starts it’s 








farther up the alphabet than Wade. 


Ned Jordan’s human, even as 

u and her — and it’s warming to 
find that folks remember, and write 
about, something you did what 
seems like a lot of years ago. 

Bill, who used to play national- 
ly noticed football at the Univer- 

of Kansas, has made him- 
self nationally read as a top-rung 
reporter and columnist. 

He writes the long-famous “Star- 
beams.” A long line of superb 
writers have handled that column. 
I've followed it myself more than 
#@ years, and it was nationally 
known when I was a city desk man 
on the Cleveland Press. 

Another columnist on the Kansas 
City Star had cited the “Some- 
where West of Laramie” automo- 
bile ad as having put that “bronco- 
busting, steer-roping” lass into a 
Stutz. Vaughan reports that his col- 
league got almost as much wind in 
his face from the swirl of letters 
from readers as he'd have felt 
riding in the open Jordan Playboy 
with that girl out of Laramie. 


* * * 


Enjoyable Experience 


EADERS told him that Laramie 

lass was driving a Playboy. 

And Vaughan based his column 
on it with delightful writing. It was 
delightful writing before he 
reached the place where he quoted 
the Laramie-Playboy ad in full. 
Excuse it please, but I confess that 
I enjoyed reading Vaughan’s re- 
printing of the Laramie copy that 
I wrote myself, as Vaughan’s col- 
umn points out. 

You know, a lot of us who love 
words and believe in our product 
are human that way. Just recent- 
ly I heard a lovely story from 
Tennant Bryan, publisher of the 
Richmond (Va.) News-Leader. It 
was about Tennant’s grand- 
father, editor of the Richmond 
Dispatch —and a writer of edi- 
torials read all over the country. 

Once Bryan’s grandfather, dis- 
cussing the enjoyment of great 
literature, told his erudite com- 
panion this: 

“Well, I'm pretty familiar with 
Herodotus and Homer, with Field- 
ing and Thackeray and with 
Shakespeare. But do you know, the 
most thoroughly enjoyable reading 
I ever do is this: I take a jug of 
my best bourbon, get into bed— 
and read my own editorials.” 

Thanks, Bill Vaughan, for warm- 


Four New Axles 
Being Produced 
For IH Trucks 


CHICAGO.—Four new two-speed 
Planetary type rear axles for Inter- 
national A-184 and AC-1890 models 
and 190, 200 and 220 series trucks 
have been placed in production by 
the motor truck division of Inter- 
national Harvester Co. 

Developed to meet needs expressed 
by users of heavy-duty trucks, the 
new axles are: 

The RA-146, rated at 18,500 
Pounds carrying capacity, and 
differential assembly with capacity 
to handle up to 25,000 pounds GVW 
and up to 50,000 pounds GCW. 

The RA-151, rated to carry 22,000 
Pounds, differential assembly with 
Capacity to handle up to 29,000 
Pounds GVW and up to 55,000 
Pounds GCW. 


The RA-156, for highway opera-| 


tion, rated at 22,000 pounds, with 
Oversize differential assembly to 
dle up to 65,000 pounds GCW. 
The RA-157, for off-highway 
®peration primarily, rated at 23,000 
ds and differential assembly 
ling up to 30,000 pounds GVW. 










remembering—and quoting in full. 

And thanks to L. H. Houck, 
AvuTomotive News correspondent of 
Jefferson City, Mo., for noticing 
Bill’s column and being kind 
enough to write me about it. A lot 
of us intend and intend and intend 
to write those complimentary let- 
ters, but so often we never get 
around to it. Houck did. 


* * # 


Another Ad from the Past 


ND then there is Ros Wade 

who's been financing automo- 
biles since 1918 and whom I’ve 
known many years. 

Ros sent me a copy of another 
ad I'd written for Jordan Motor 
Car Co. It was written in a dif- 
ferent tone of voice — as advertise- 
ments should be — and Rog told me 
he’d been carrying it in his wallet 
for years. 

In fact, he asked permission 
to reprint copies of it. He has 
that permission, of course. 


That ad was not about a Play- 
boy equally fine for “the open 
spaces be yond Laramie and city 
Streets” ... for “the lass whose 
face is brown with the sun when 
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ing the cockles of my heart by | 








300-Pounder Buys Rambler— 


Lloyd Bloom, right, who is 6 feet 8 inches tall and weighs 300 pounds, takes | 
delivery of his new Rambler Cross Country from Harry Baker, general manager, 
Seattle Nash, Inc., Seattle. Bloom, who is a producer-director for KOMO-TV, Seattle, 
said the Rambler provides him with plenty of room. 





I want to suggest a point about ad- 
vertising. So let me quote the first} 
two sentences: | 

“Every young man reaches a} 
point when he must choose one of | 
two courses. If he chooses to be' 


the day is done of revel and romp 
and race.” 

The ad Wade wants to reprint 
was headed, “Honesty.” I can’t 
bring myself to quote all of it as 
Bill Vaughan quoted the other, But 


45 
clever, he will meet with tremen- 
dous competition — if he chooses 


to be honest and finds happiness in 
his work, he will meet with con- 
spicuous success.” 

¥ * + 


Watch ‘Tone of Voice’ 


HAT recalls a wise observation 

of Aesop Glim, one of this 
country’s great advertising men. 
Aesop said that ad copy, though 
written for the eye, should be care- 
ful of its tone of voice. 


There are many publics — who 


4| have many moods. When we direct 


advertising at a factual, engine- 


|efficiency mood, we write in an 
| efficiency tone of voice. 


When we write about the open 
spaces and adventure and wind 
on the throat, we write in the 
adventurous tone of voice, like 
West of Laramie. 

When we write about youth and 
honesty — and we believe it about 
our own car and our own career— 
we write in a quiet, sincere and 
simple tone of voice. 

P. S. — Well, this has been about 
a warmed heart and nostalgia—and 
automotive advertising. About 
honesty, facts and simplicity— 
which is advertising. 











pen and ink accounting... BURROUGHS SENSIMATIC 
keeps your factory-approved accounting system intact. 


Let’s face it—you, like most auto- 
mobile dealers, face a mountain of 
paperwork daily. It can mean a 
mountain of confusion and needless 
costs, too, and make overtime routine. 


Yet there’s an easy way out ...a 
way that gives you a complete, accu- 
rate, up-to-the-minute profit-and- 
loss picture any time you want it. 
The Burroughs Sensimatic 500 does 
just that. Yes, the accounting machine 
that enables automobile dealers to 
maintain their factory-approved 
bookkeeping setup mechanically. 


With the Sensimatic even your new- 
est operator can zip through your 
daily accounting jobs, making those 
figure facts immediately available 
for your innumerable business deci- 
sions. (It totals up to 19 different 


columns of figures automatically.) 
And because dealers report savings 
of up to $200-$500 a month, you'll 
find the Sensimatic capable of pay- 
ing for itself in less than 2 years. 


For the whole picture, just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 
motive Dealer Accounting Systems. 
Or write to Burroughs Division, 
Burroughs Corp., Detroit 32, Mich. 





See our new film: “The Open Road.”’ No obligation! 
A new insight into Sensimatic savings told in dealers’ 
own words. 





BURROUGHS AND SENSIMATIC ARE TRADEMARKS. 


















Fuels to fit 
every car—from one 
automatic pump 











EXCLUSIVE 
with Sunoco 
dealers 


SUN OIL COMPANY, Philadelphia 3, Po 





OCTANE CONCENTRATE 


TOTAL SALE 


GALLONS 


Bive SUNOCO 200 












WN MOTOR FUELS 
Custom Blending 








Soon, your customers will be able to get motor fuels 
fitted to the exact octane needs of their individual cars, 


including the highest compression models you sell. 


Tes is your answer to customer com- 


plaints of engine knocks and the high AVAILABLE TODAY 


cost of motor fuel for the newest high- 
compression engines. It will be available 


early in 1958 exclusively at Sunoco PREMIUM QUALITY NEW SUPER PREMIUM 


dealers. 


® Once those customers visit a Sunoco 
dealer and have their cars “fitted” for the 2 O O 240 
right motor fuel, they get full knock-free 
performance and maximum economy ob- 


tainable in no other way. 


@ It’s the ideal solution to every car deal- at regular gas price compression cars 
er’s problem of helping his customer 
obtain the right fuel at the right price for 


«et 
UNOC 


CUSTOM BLENDED * 


Highest octane anywhere Best value for highest 











ON THE WAY 
6 great blends from Sunoco’s 
automatic blending pump 





MOTOR FUELS 
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HOIST — Hercules Steel Products Co., 
Galion, O., announces an underbody tele- 
scopic hoist, designed for field conversion 
installation under platform and other 
types of farm and general purpose bodies. 
With a rated capacity of up to 11 tons, 
the new hoist, model 2240, is intended 
for use under bodies up to 14 feet in 
length. It is suitable for 1% to 2-ton 


chassis with an 84 inch CA dimension. 
Dumping angle is 45 degrees. 
> 


- * 





DUAL-DRIVE TANDEM—The Truckstell TB 
500 is said to be the lightest and strongest 
dual drive of its capacity class on the 
road. Among the many outstanding fea- 
tures of the tandem are its 40,000-pound 
bogie capacity and its 20-inch trunnion- 
to-ground clearance. The power divider 
can be shifted to permit the rearmost 
axle to trail or drive without stopping 
or even slowing down, it is claimed. The 
tandem can be installed on most medium 
and heavy-duty trucks. Truckstell, Union 


Commerce Bidg., Cleveland 14, O. 
. es 





WARNING TORCH—The Rhewum Warn- 
ing Torch by the Hertvy Co., Inc., Rego 
Pork 74, N. Y., is a compact unit that 
provides an effective warning on high- 
ways visible from long distances. Self- 
contained, the warning torch has a spe- 
cial match container built into its side, 
and a wick cleaning tool as part of the 
handle. Its all metal construction makes 
it impossible to break. 

The torch uses standard diesel oils, and 
hes a capacity of approximately 1% 
quarts. Its special design keeps fuel con- 
sumption at an economical minimum, and 
enables it to provide 20 hours of con- 


tinvous service on one filling, it is claimed. 
> > 7” 


Hydraulic Truck Crane 


Is Marketed by Stanco 


' A fully hydraulic truck crane 
which can be operated by one man 


Osea eee 6 ~ oes 








TRUCK NEW PRODUCTS 


is being marketed by Stanco Manu- 
facturers and Sales, Inc., 1931 Pon- 
tius Ave., Los Angeles 25, Calif. 
Known as the Hiab 170, the crane 
is said to require 15 inches of space 
between the cab and bed and to 
have a lifting capacity of up to 
6,000 pounds. 
* 


BACK-UP ALARM—The Bullard Mechan- 
ical Back-Up Alarm is said to be a self- 
contained unit easily attached directly to 
the rear wheels where it operates by 
gravity only, independent of electrical 
circuits or the speedometer. The alarm 
rings only when the vehicle is in reverse. 
Rubber cushions eliminate noise in the 
forward motion. The alarm is a six-inch 
metal bell mounted on a steel plate and 
is installed on the axle hub of wheeled 
vehicles. It is sounded by four metal ham- 
mers striking the bell once every quarter 
revolution of the wheel when in reverse 
motion. E. D. Bullard Co., 275 Eighth St., 
San Francisco, Calif. 





TRANSMISSION—Dana Corp., Toledo, 
O., has developed a new Spicer light- 
weight 12-speed transmission for use in 
heavy-duty trucks which has been desig- 
nated the model 8125 Synchro-Master 12. 

The product is 12 inches shorter and 
200 pounds lighter than any previous mul- 
tiple speed transmission of comparable 
capacity, it is claimed. Twelve speeds are 
provided in the new unit to give sufficient 
low gear reduction and spread to handle 
various road conditions without the use of 
an auxiliary transmission or two-speed 
axle, as well as to produce the close steps 
required to maintain engine speeds at 
maximum r.p.m. for fuel economy and to 
avoid engine lugging, it is said. 

.-. s 
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FORWARD CONTROL BODY—Andrews Trailer and Body Co., St. Louis, Mo., an- 
nounces a forward control (and parcel delivery) body. Designed for mounting on all 
makes of chassis the body is available in identical design for either aluminum or 
steel. 


t 


a 


UTILITY BODIES—Fleetline bodies, a line 
of utility bodies, has been introduced by 
the Astoria Body Corp., Astoria, Ill. The 
floor of the Fleetline body has a 21% inch 
flange on the front and sides. The flange 
is welded to the sides of the body, mak- | 
ing it extremely sturdy. The flange also pre- 
vents the sides from being dented or 





pierced by heavy objects, it is claimed. 
The Fleetline body is now being produced 


in Ya, % and one ton models. 
+ af + 





WHEEL BLOCK—Calumet Steel Castings 
Corp., Hammond, Ind., announces an addi- 
tion to its line of safety wheel blocks. 
This unit is the “Jet Wheel Block, model | 
WB17, which is a small, lightweight, but, 
extremely sturdy block made of high- 
strength cast steel, it is said. The block 
is said to be well adapted for stake and 
panel trucks, cars and small aircraft. The 
accurately formed curvatures, molded into | 
the face of the block, give complete tire 
engagement and afford protection from 
tire rupture. Excellent pavement gripping 








choracteristics are assured by the calk 
arrangement, it is said. | 
* * + | 


K2 Marketed in Tubes 


Marson Corp., 115 Mill St. Revere | j= 


51, Mass., is now marketing its K2) 
silicone protective compound in two | 
and eight-ounce polyethylene tubes. | 
The company says the containers | 
make handling of the compound) 
easier. 


REAR VIEW MIRROR—A West Coast- 
type rear. view mirror that is said to re- 
duce the “forward blind spot" by 50 per- 
cent has been introduced by Bolser Corp., 
Cedar Falls, la. The mirror, called the Cub, 
is the same 17 inches in height as a regu- 
lar West Coast-type, but is only 4 inches 
wide. Bolser says it provides the same 
full-view vision to the rear as the regular 
West Coast-type but sharply reduces the 
“forward blind spot” by virtue of its 
narrow width. Two sure-tension ball and 
socket mirror adjustments assure that it 
holds its position despite jars, it is said. 

<= 


Highland Car Introduces 


800-Pound Tailgate Lift 


Highland Car Co., 116 Sidway St., 
Jackson, Miss., is introducing an 
automatic tailgate lift which the 





company says is capable of lifting 
800 pounds. 

The unit is built for six and 12- 
volt electrical systems and is de- 
signed to fit trucks ranging from 
%-ton to 1%-tons, 


TRUCK STANDS—Truck stands which will 
safely support the heaviest trucks and 
buses without slipping, sliding, or tilting 
have been announced by Jergens Tool 
Specialty Co., 712 E. 163 St., Cleveland 
10, O. Jergens Perma-Jack truck stands 
are designed to fit into places where other 
jacks won't go—between hydraulic jack 
and wheels, it jaimed. Perma-Jack 
truck stands are of all-steel construction 
with extra large corrugated non-slip top 
plate. Model RS-B481-2 is placed under) 
frame; will hold a fleet bus high enough 
to drop the motor out of the rear end. It 
has triple gusset reinforced base; 16 inch 
base diameter; 26 to 36 inch adjustable 
range. Model RS-B481-1 is said to give 
positive, safe holding of vehicle under 
axle. Base diameter 12 inches and 


adjustable range is 13 to 22 inches. 
> * > 





BLINKING LAMP—Fifty to 70 attention- 
attracting flashes per minute punctuate 
signal of the Rhewum-Blitz, a flashing 
kerosene lamp. Introduced by the Hertvy 
Co., Inc., Rego Pork 74, N. Y., the unusual 
flashing lomp burns for 50 consecutive 
hours on one 8 ounce filling of kerosene. 
Standing 16 inches high and weighing 





‘| slightly under 3 pounds, it is protected 


against damage by a sturdy red metal 
cover. A special attachment on the bottom 
of the cover allows the lamp to be se- 
curely fastened to something to prevent 


theft. 
* * 








ALUMINUM LADDER Ladders with 
steps made of extruded aluminum are 
now available from Ballymore Co., West 
Chester, Pa. The solid, ribbed aluminum 
steps are said to give the user added 
security and confidence, whether wearing 
high-heeled or flat-soled shoes. Smooth- 
rolling ball-bearing casters permit ladder 
to be moved about easily. Casters auto- 
matically retract when ladder is stepped 
on. Constructed of all-welded aluminum 
tubing, there are no bolts or rivets, no 


parts to loosen. 
> * = 


Tool Tray for Drill 
A tool tray designed especially 


| for its 14-inch drill press has been 


developed by South Bend Lathe 
Works, South Bend 22, Ind. 


* * * 





POWER CYLINDER — A rotary motion 
power cylinder that is said to offer ver- 


| satility of application, ease of installation, 
compactness and efficiency of operation 


has been announced by Thompson Prod- 
ucts, Inc., Michigan Division, 34201 Von 
Dyke Ave., Warren, Mich. It can be used 
wherever hydraulic or pneumatic pressure 
is available. Operating from 600-1,000 


| psi, it delivers approximately 26,000 inch- 


pounds torque ovtput, it is said. 
. . 


Tumbling Barrels 


Small precision parts can be pro- 
duction-tumbled in the new vinyl- 
lined Mini-Tumbler Barrels, ac- 
cording to their maker, Rampe 
Mfg. Co., 14915 Woodworth Ave, 
Cleveland 10, O. 

> 


> > 
Magnetic Bin Marker 

A bin marker of aluminum 
mounted on two magnets, designed 
for easy shifting from one bin to 
another, has been developed by 
Metric Products, 11800 Bannister 
Rd., Kansas City. 33, Mo. 

> 


Tester as Bonus 
Airtex Products, Inc., Fairfield, 
Ill, is including a free tester for 
high-pressure cooling systems with 
the purchase of its special WP-55 
assortment of Airtex water pumps. 
> * > 





DUMP BODY—Jacob Press’ Sons, Inc., 501 W. Thirty-third Place, Chicago, Ili., hos 











introduced a dump body called the Press Triple-Tapered dump body, said to be wider 
at the front than the rear, higher in the front than the rear and is longer ot the 
bottom than at the top. It has been primarly designed for efficient hauling of sand 
and gravel. The tailgate control is operated manually from within the cab. A 20-ton 
twin-telescopic hoist is used to raise and lower body. Sides, front, rear and floor are 
constructed of light-weight high tensile SAE No. 950 steel. 
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7 An average issue of LIFE is read in 39% of all new- 
car buying households. And, in 13 issues, LIFE builds aD = x 
up a cumulative audience of 73% of all new-car i 
buying households. 


That’s why LIFE pre-sells your cars—it’s an auto- 





i 


motive showroom in print. Your best prospects read LIFE LEADS IN WEEKLY CIRCULATION 
LIFE . .. they see your automobiles in exciting color 

illustrations... they read about them in the leisurely More peop le buy LIFE each 
comfort of their own homes. week than any other 

Audience source: A Study of the Household Accumulative Audience of LIFE. weekly or bi- weekly magaz ine 





people respond to 
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Current Prices on U. S. Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

1958 MODELS 

EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr, sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028, Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr, hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr, 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 

1957 MODELS 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 


Tax Aide Blasts 
Truck Operators 


BUF FALO.—“Widespread and 
flagrant” law violations by dump- 
truck operators in this area was 
charged by a State Tax Department 
official. 

Arthur Wasserman, assistant dis- 
trict state tax supervisor, denounced 
dump truck operators as “the worst 
elements of the trucking industry” 
after truck roadblocks in which 16 
to 16 drivers in two roadblocks, 
found to be operating illegally. 

Nineteen summonses were issued 
to 16 drivers in the two roadblocks, 
three drivers being charged with 
double violations, Thirteen sum- 
monses were for carrying over- 
weight loads, and six for operating 
with weights exceeding registra- 


Old Timer 


Pinkerton Begins 39th 


Year on Job 


PRATT, Kans.—“I was just out of 
the Army and had borrowed money 
to buy a new suit when I went to 
work here 38 years ago,” Ben Pink- 
erton recalled as he began his 39th 
year with Swinson Motor Co. 
(Chevrolet). He now is sales man- 
ager for the company. 

Reminiscing about his early days 
in the business, Pinkerton said with 
a smile, “Everyone said I intended 
to kill them by offering them rides 
in a car with glass enclosures. 

“They didn’t have to worry long 
after they bought one, though. The 
glass was soon broken out and hey | 4-4 
just put in pieces of cardboard.” 








986.83; 4-dr, 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat, wag., $3,166.83. 
Century—4-dr, sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr, 2-seat hardtop stat, wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
““16’’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
““75.’" Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr, hardtop, 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 


$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; | 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Bel Air— 


4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat, wag., $2,580.32; 2-dr. 
stat. wag., $2,757.32. Corvette—Hardtop 
epe, or conv, (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 

-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. 
Yorker—4-dr. sed., $4,172.50; 4-dr. 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFliite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. . - 
777.25; 4-dr. hardtop, $2,911.75; oar. "nerd. | 
top, $2,835.75; 4-dr. 2-seat stat, wag., 2 
169.25; 4-dr. 3-seat stat. wag., $3,310.25 b 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefilte—4-dr. sed., $3,- 
486. 75; 4-dr, hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981. 75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; hardtop, $2,991; 2-dr. 

, $3,146. Statien 
Wasens—2-dr. 2-seat Suburban, $2,861; 
2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) 


'500_—4-ar. sed., $2,332.68; 


2-seat Nomad | 


hardtop, $3,754. New| 
hard- | 





2-dr, sed., $2,281.40; 4-dr. hardtop, §$2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr, 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr, 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12, 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 

LINCOLN—Capri—4-ar. sed., $4,794; 4- 
|; dr. hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 











757.80; Pace Car conv., $4,102.80. Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr, 3-seat $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Merc- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering . and power brakes standard on 
Turnpike Cruiser.) 

NASH — Ambassador Super V-8—4-dr. 
sed., $2,820.80: 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr, hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr, sed., $2,968.47; 4-dr. hardtop, $3,- | * 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr, hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-<dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyi. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 
$1,898.75. Savoy—4-dr, sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr, hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 





| top, $2,925.25. Station wagons—2-dr. 2-seat 
$3,187.80; | 


Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr, 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 





—. 


PONTIAC — Chieftain — 4-dr. sed., $2. 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardton, 
$2,614.39; 2-dr. hardtop, $2,529.39; 
2-seat stat, wag., $2,341.39; 4-dr 7 
stat. wag., $2, 898.39, Super Chiv-f—4-¢r, 
sed., $2,664.39; 4-dr. hardtop, § 793.39: 
2-dr. hardtop, ‘32, 735.39; 4-dr, 2-s« 
wag., $3,021.39. Star Chiet—4- dr 
sed., $2,839.39; 4-dr, custom sed., $., 
4-dr. hardtop, "$2, 975.39; 2-dr. har 
901.39; conv., $3,105.39; Bonnevi)) 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr 2-geat 
Safari stat. wag., $3,636.39. (Hydra-M 
power steering, power brakes stardard on 
Bonneville.) 

RAMBLER — Deluxe Six —4-:'r. seq, 
$1,961.45. Super Six—4-dr. sed., $2,122, 65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-s¢ at stat, 
wag., $2,409.65. Custom Six—4-cir. sed,, 
$2, 212.65; 4-dr. 2-seat stat, wag., $2 499.60, 
Super V-8—4-dr. sed., $2,252.60; t-dr, 2. 
seat stat. wag., $2, 539.65. Custom v-8—4. 
dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr, 2- ‘seat stat, wag., $2,629.65; 4-dr, 2. 
seat hardtop stat. wag., $2,714.60, Kebei y. 
8—4-dr. hardtop, $2,785.90, 

STUDEBAKER—Scotsman 6—4-<r. seq. 


| $1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-:ir, cus. 
tom sed., $2,048.99; 4-dr, deluxe sed., §2,. 
170.79; 2-dr. custom sed., $2,000.59; 2-dr 


deluxe sed., $2,123.09. Commander y-g— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2- dr. custom sed., $2 123.59; 
2-dr, deluxe sed., $2,246.09. Preside ~nt V4 
—4-dr, sed., $2,407. 29; 2-dr. sed., $2,357.99, 
President Classic — 4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat’ Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,. 
504.69; 4- ‘dr, 2-seat Provincial V-8, $: 2560. 72; 


4-dr. 2-seat Broadmoor V-8, $2,665. 97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8S cpe., $2, 263. 17; Golden 


Hawk V-8 2-dr. hardtop, $3,181. 82, (Over. 


drive standard on Golden Hawk, Heater 
standard on Scotsman.) 
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| To Date Se 645, 194332 2656, 37784| 172888) 54905) 70478! 98569 i917; +6218} 10121} 13722 6940) 581175 
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~ "The information contained in this report has been compiled from official state documents. 
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Every reasonable precaution has been 


rt to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions. 
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15 States Previously ‘57! 1766 182 62 146, 2156) 1389 419| 1747| 3559 9358) 15972! 22490 I 426; 3934, 26851; 5559| 1915! 22271| 5226, 4846| 39817) 74| 1134! 1208! 2570; 885” 
Reported for August ‘56 1515 8S 197 504; 230!| 1854 136, 1595) 3490) 7551, 14626! 23437 22 B18! 4961; 29238) 8984! 2376) 26755) 7153| 6131: 51399 526, !249| 1775) 1034) ‘100373 
Arizona 57) 57 12 3 73 2 12 7 9 328 498 688 23 174 885 157 70 665 157 159| 1208 2 35 37 152) 2853 
56 44 8) * i 68 44 10 42 85 198 379 814 \ 13 150 978 255 80 715) «188 145| 1383 13) 40 53) | 

Arkansas 57 | 2 6 3 4 38 10 % 163 357 604) «1085 14 177, —«1258 182 74, «118 226 193, «1793 1 45 46 633803 
"56! 31 2 5| 16 54 42 ' 50 139 317 549, (1243 4 279s: 1556 397 80! 1404) 323 249, 2453 9 58, 67 6 4685 

Colorado 57) 102) 25) 4 is 146 58 2 a) U8 485 a4) C*L 199 i 28 755, «1483 263 4 (1275 273 259, «2154 6 69 75 175 4887 
"56| 82 5) 14 18} 319 1 6 62/236 319 694; 1031 i 7 273; 1342 343 133) 1273 285 242| 2276 38 64 102 51, 4504 

Connecticut 57) 158 35) 5 5; 203 133 48 133; ~—O«a29 e40; 1583) «1783 i 52 287, «2123 363 178; 1482 400 433) «2856 4 102 106 617, 7488 
"56! 173} 18) 12 21! 224) ~—s« 196) 14 123} 362) 618) 1313) 1713 2 63 361; 2139 683 210| 1792 586 522; 3793 57 122 179 239| 7867 

Florida 57 | 16! 72| 6) 8 247 168 73 162; 449) 1263) 2115; 3484 3 85 609, «4187 804 467\ «3378 664 515| 5828 - 102; «110 987 «13468 
"56! 161) 2 39 278 245) 38 187/ 483| 910) 1863) 3490 i" 15! 753| 4405) 1334 446| 3694 987 681; 7142 50 154| 204 337, 14278 

Louisiana ‘57 7 22) i 4 106 “4 #4237 75 234, —«-723)~—=C«* 432573 1 4i 388, 3003 507 128; 2568 489 5194211 1 54 55 92 ~~ -60 
56) 50 3| 1 15! 69 132 10 67 219] Sit! ——-939|_—2315) | 47 464| 2826 671 207; 2453 733 735| 4799 30 92; 122 35 «8790 

Maine 57) 64 7 1 . 80) 2 2 21 | «243; ~=—«372 571 , 8 110 689 117 4i 586 74 110 928 2 44 46 132, «2247 
56 54| 6 3| 8! 71 = x! 79| «189 334 547 ! "WW Whe. 656 182 47 625 109 133! 10% 10 46 56 31| 224 

Michigan 57 | 385 93) 13) 2 513 47 148 612! 1570) 3665; +6412) + 7930 i 246\  1607| 9784) 1664, 667| 6134, 1761| 1388) 11614 17 249 266 774, 29363 
56) 433, 19} 37} 110} 599) 4} 21} 476} ~—*1103|~—2150| 416! | 6466 7 264 1420; 8157; 3144 764; 8721; 2541! 1809; 16979 108 265| 373) ~—-226| 304% 

Nebraska ‘7; s«38 2) 6 4 50| 6! 15 27 141; 377; ~=— 621; ~—S«1078 14; +2021 +1294 261 62 97|~—=«173 177, 1660 8 x) 42 42\ 370 
"56| 39) 3| 4| 15) oi; Cs 48) 118} —-292|_—s5 19/1056 2) 27| 218) ~—«1303;_— 460} 107)_—s1'174| =~ 294 252| 2287! 44) 40) 84 12) 4266 

New Jersey ‘57 | 246) ory 10) 20; «321; Ss 483 l6l 432 989| -2403' ««4468| += 3680 2 139 762| 4583, 961|  503| 3519) 1097) 794) 6874) 14 245| 259, 2646. —SC 715i 
‘56 173; 21) 45| 260] 640} 38} 655) 1113) ~—-2321| ~—«4767| ~—$030 8 218} 1110) 6366) 1954) 658) 5222) 1843) 1243) 10920) 130 236} 366) 247! 229% 

New Mexico 57 | 27) H | 3; 2 (Oo 4t;ti(‘ 14) 41\s*119;—«=«‘<“)ti)tié 1 5) 116; 708) 155 44 617, «140 143, 1099) 30 30; +104) +2430 
56! 16| 3 1 8 28 4h) 4| 2i| st}, —S4}_ 331] 5924 HW} 96| 699) 163! 75 654 169} 160) = ‘1221| 5| 27 32 1) 232 

Ohio 57) 331) 60) 9 36, 436,564) —Ss«74|~~=«s«OM|)Ss«*'9N2|~=SC«398B) ~=—7242| ~—«sBO | 2) 167| 1736) +9986) 2342) 606) 6962) 1887| 1807. 13604) 23; ««353|—S=««376| ~=——s591| +3235 
"56! 332| 27) 62; 113} = 534) 729) 45| _799| 1754) ~—-3065| ~—«6392| 8513 7|__-314| 1897) 10731| 4059 ~—724/ += 9615) 2716} ~—-2394/ ~«19508/ 225) += 346} = S71| 219} 37988 

Okishoma ‘57 | 82) 9) 4 7) 102) 62) 16) 49\—-220)~=«*S 36; SsiW3|)~—SC7712 18; 322) 2052; 378) 105! 1803) 348) 308) 2942) 7) 66) 3B 9 «6150 
'56| 81 | | 10) 22| 113) 74| 9 95; 185} 550) ~—913|_—1910) | 42| _-354|—-2307| 548 145! 1971; 506} 398) +3548! 35 | 83) 118 45\ 7064 
Tennessee "57 | 59 12) | 12) 84) 82) 27) 75\ 280; «S645 ~=—s«s1109| +=. 2015) 26, -297|—=«2338/ = 5e0| ~=—s«138| +1943) += 445) S388) «3474,—~Ct*~:«*C 65) 73; +126 7204 
"56! 43 2 5| 19 69) ttt Ht} ttt] 253) $80) 1066] 2197) 47| 436) = -2681| ~—-920)_~—s159| 2690) = 575! 478) 4822) st 83} 104 21| 8763 

Vermont ‘57! 37) 10! 2) 3/ 52) 22) 3) 7| 48) 106 | 186 221 ) 37 258; «50 18| 227! “52; 58 405) 1| 19| 20; 2—=—«7%4 9% 
56 | 36| | | 1] 44| 17| 9} 45) 7 148 285 7| 48) 340 92| 17| 239 56| 50; 454! 6) 16| 22! 21, 1028 

Washington 57) 187) 36) 2) 15 240) 85 22) 75|-321|.~=«575) +~=«t078) ~—«s 4 | 27|—«-220|—=é«w SB 256 | 92\ 1380; 200; 281; 2209) 4; 114) 118) 530) 583 
"56! 173} 32/ 18| 55 278| ~—-152{ 13; 109}, — 339) = 560/_—sitt73|_—-2oat| 1} 50} 346] 2488) 784) = 168} «1957/4853 552; 3914; 43's ‘126|_—s169|_— 294316 

31 States Reported ‘57! 3813; 636) s«128| Ss 314{ «= 4091/3745 = :1203/ += 3659| 10860) 26121/ 45588| 60567, 13° 1319) 11233) 73132! 14599; 5I92/ 56915! 13612! 12358! 102676 180! 2760! 2940! 7773) 237000 
To Date for August ‘56! 3436| 284) -430|_—*1020/_—5170| 4849/3959! 4483! 10114) 20362) 40167) 62730) 65) 2154) 13263) 78212) 24973] 6396| + 70954| 19517| 16174| 138014) 1350| 3047|_—-4397|_—«2893) 748853 
Year "57| 57616) 7109| 3718) 7160) 75603) 69904) 22319| 69544) 171984) 401514) 735265| 9617661 _551| _23209| 1799921165518) 264237) 90361! 914763| 241839| 211319|1722519| 3967! 40679) 44646| 1075883951139 
To Date ‘S6| 46655) 3841/8427) 17600) 76523| 72617| — 6391| 67105) 143877| 321901| 611891! 854415) 1116) 28077) 182106| 1065714) 364095! 91886| 101779! 296012! 239105|2008889| 21945) 53739| 75684| 53636! 3° 72337 
“The information contained in this report has been compiled from official state documents. Every reasonable tabulated at the time the report is Published. R. L. Polk & Co. cannot assume any liability by reason , of 


precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 


inaccuracies or ommissions.''—R. L. Polk 


& Co. 
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buying as fast as their incomes go 


After some rather bleak years, 


ter ended Sept. 30 was half-a- | 


AUTOMOTIVE NEWS, OCTOBER 7, 1957 


reported for the like 1956 date 
but down from the .794 percent 
for 1955. 

The delinquency figure for the 
end of last June was the lowest 
listed in the report—.712 percent. 


* * * 


Lee Rubber Shows Gains 


In Sales and Earnings 

Lee Rubber & Tire Corp. has re- 
ported that net sales for the first 
nine months of the fiscal year 
|}amounted to $34,119,316, compared 


| like period of 1956. 


Estimated net earnings for the 
1957 period were $1,203,350, 


com- | 


| pared with $1,162,375 in the year-| ~~ 


| . 
Even more important, farmers’ 98° period. 
expenses have not gone up as much} 


* * * 


as their incomes, the department Dobeckmun Merges 


|\With Dow Chemical 


Dobeckmun Co., Cleveland manu-| 


| facturer of flexible packaging, gift 


[EINQUENCIES on auto loans|wraps and metallic yarns, has 
have advanced slightly, accord-| merged with Dow Chemical Co. 


ing to a survey by the American | 


Dobeckmun will be operated as 
|a division of Dow. Thomas F. 


The report placed delinquencies _Doland, former president of the 


at .768 percent of all loans on 


July 31, up from the .757 percent 


ed, “se ° 
“sate | How_to Fight Inflation . . . 
*; Qader 
sell, SF ti 
ml. OL ACeS VUeCStTION 
d 
sae . 
Op, $2. 
"£1Qn Business Rules 
2-seat 
‘art By Kenneth ©, Kelley Jr. 
‘ Staff Writer up. 
122.68, E flood of opinions and sug- 
at stat, gestions on combatting inflation| farmers will have some extra 
1490-08" and rising prices has underlined} money in their pockets. The 
t-dr, 2: one fact—no one in the U.S. knows| Agriculture Department has esti- 
aa for sure what sort of business| mated farm income for the quar- 
‘dee ground rules the nation is using. 
tebel V. EWS In a thorough! billion dollars above the like 
r. aed _ study called “The| period of last year. 
2-seat FINANCE Menace of Infla- 
rT. Cus. tion,” Marcus Nad- 
pe ler, consulting economist to the 
r Vs. Hanover Bank, New York, Set| said. 
= forth the alternatives that face =: a 
ent va the nation. A Deli. ° U 
357.99 § “Shall we permit inflation, al-|44#o Velinquencies Up 
—a legedly the price of full employ- 
-8, 2 ment, to continue to impose its 
2560.72; @ severe penalties on the econom- 
‘Ten: ff ically ‘weakest’ members of our| Bankers Assn. 
“Golden @ society and on the thrifty? 
(Over. “Or shall we take measures to 
Heater § break the wage-price spiral and 
—— § risk temporary unemployment?” 
Viewed another way, the U. S. 
has a semimanaged economy but 
no real managers, plus free en- 
terprise with some of the free- 
dom removed. How are these con- 
flicting forces going to be set in 
order? 
Labor, business, consumer groups 
To. and government all agree they are 
TAL against inflation and all disagree 
on what to do about it. 
22687 A life insurance company presi- 
2186 B dent has suggested even tighter 
52 § controls on credit. At least one 
a senator has discussed govern- 
\96 @ mental control of credit. Wage and 
“aii & Price controls have also been men- 
2724; § tioned as a result of continued in- 
2231 & fiation. 
_Bib All of these are anti-inflation 
on tools in a more-or-less managed 
lig @ Cconomy. No one has suggested it, 


but a tax increase is another way to 
jeu & fight inflation and reduce the na- 
__ 15% § tional debt at the same time. 

20 * * * 


4 Pay Hikes, Taxes Blamed 


on 
2058 National Assn. of Manufac- 
‘= turers, George Romney, presi- 
3 dent of American Motors, and many 
307 @ Others in business blame inflation 
jij § On high wages and high taxes. They 
3% @ suggest that bringing wages in line 
17 with productivity will cure inflation. 
Ss The auto industry’s Big Three 
27 @ have had a labor suggestion for 
jos @ battling inflation. The labor point 
1431 of view is that increased profits 
449 @ have touched off inflation. UAW 
4774 @ President Walter Reuther’s $100- 
pare | acar price cut would come from 
a company profits. 
fished. Nadler urged the same course 
—— as President Eisenhower. Both 
asked all people to be alert to 
the menace of inflation and exer- 
cise restraint to combat rising 
prices. Neither put forward any 
specific antiflation moves. 
A complete free-enterprise system 
would solve the problem by itself. 
oTAL| & The boom and inflation would run 


on until the nation fell into a 


Tecession or depression. 

Just as there is general agree- 
Ment against inflation, no one 
wants a depression. The question 
Temains—just how should the U.S. 
80 about avoiding both extremes. 

* . > 
Public in Spending Mood 
1958 models will make their 
debut with many prospective 
customers in a spending mood and 
plenty of money in their hands. 
Personal income was at a record 
in August and the Survey of 
Current Business from the Depart- 


E\PR|SERElualaalguaa 28 








370 ment of Commerce reported that 
~ consumers are increasing their 
i 
2292 
#@ § N.Y. Dealer Is Honored 
a8 For Aid to Driver Classes 
F180 YONKERS, N. Y.—Joseph Macca- 
7064 Tone, president of Colonial Heights 
7204 Nash, Inc., Yonkers, N. Y., re- 
8763 ceived two commendations “in rec- 
% nition of outstanding service to 
Pa community” for providing 
336 + Stiver-training cars to two Yonkers 
7000 schools. 
853 Making the presentation were. 
1139 Harold MacIntyre, principal of 
2337 evelt High School, and Charles 
» of 4. Murphy, acting director of the 





Automobile Club of New York. 














Get the Complete 
PENNZOIL 


| company, will continue to head the 
| division. 


will 


for opening 


|with sales of $33,726,284 for v4 vo 


Jeep Fleet for 


Motorists stranded on the New Jersey turnpike are receiving assistance these days 
from this fleet of 14 ‘“Forward-Control” Jeep FC-150 trucks purchased by the New 
Jersey Turnpike Authority. Stationed at the 14 busiest toll gates, the trucks are used 
in the summer to push stalled vehicles. During the winter, they will haul sand and 
remove snow from service-station, restaurant and toll-booth areas. From left, are F. M. 
Lukacs, Philadelphia zone manager, Willys Motors, Inc.; Gilbert Wills, representing 
the delivering dealer, Madison Motors Co., Mt. Holly, N. J., and Harold W. Gold- 
berger, assistant maintenance engineer for the turnpike. , 


Turnpike— 


pay 


your door this morning ? 


How Pennzoil’s Service-Selling Program 
Takes the Burden Off YOU 


Measure the load on yourself by the number of new and used-car 
sales you have to make every day just to pay overhead. The fewer 
the number, the easier it is for you to make trades profitably in 
this competitive market. The greater the number, the tougher your 
trading position, the lower your net on the cars you do sell. 

So a service selling program that increases both the number of 
R.O.’s and number of services per R.O. is right at the heart of new and 
used-car profits today, because it is the key to overhead absorption. 


Profit Two Ways With Pennzoil’s Program 








Pennzoil offers the right combination for service profits: An oil so 
good it eliminates all prevalent engine problems, keeps customers 
satisfied; and an easy, effective, proved customer relations program 


that brings in a controlled flow of profitable service business. 
The Pennzoil Kontax System® is the most complete, most flexi- 
ble, and simplest customer control method in the industry—for 
over 20 years the favorite of car dealers everywhere. It helps you 
sell ail your services and merchandise, even cars. It upgrades 
service traffic, creates more regular customers, sells more items per 
R.O.—unlocks profit potentials in every phase of your business. 
Now is the time to back your sales force with the trading advantage © 
of high overhead absorption. Phone your nearest Pennzoil distribu- 


tor or mail the coupon today for the facts. No obligation. 


Seeceseseeseeseseeseees 


Seles Manager, Kontex System, 
Pennzoil, Oil City, Pa. 


| am interested in increasing my overhead absorption. I'd like to 
know how your system might fit into my business. 


Nome of system being vsed now 8 


NAME __ THLE - 
Profit Story! rea 
ADDRESS. 
cry. ee 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week dipped $2, accord- 
ing to Automotive News’ index. 

For the first time in four 
weeks, however, there were some 
upward revisions in prices of in- 
dividual models: ’50s went up $3; 
"63s gained $2 and ’55s rose $2. 

The price remained unchanged 
on both ’51s and ’52s. 

Losses amounted to $5 on ’54s, 
$9 on ’57s and $10 on ’5és. New 
lows for the year were estab- 
lished for all three models. 

At a group of representative 
auctions last week, the average 
consignment totalled 195.6 units, 
compared with 196.9 a week ear- 
lier. The sales ratio was 63.2 per- 
cent, compared with 64.3 percent 
in the previous week. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 24.) 
(Sold 372 cars out of 542 a 


ments.) 
BUICK — ‘57 RM 2-dr. 


Riviera, $2,750° 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





Century station wagon, $2,350* 
(ps); Super 2-dr. Riviera, $2,225° (ps). 
'56 Super 2-dr. Riviera, $1,790° (ps); 
Special Riviera, $1,490*. '55 Super conv., 
$1,350° (ps); Riviera, $1,320* (ps), $1,- 
240° (ps), $1,200°; 2-dr., $1,120. ‘54 
Super Riviera, $1,085*, $1,050°; 4-dr., 
$875°; Century Riviera, $970*; RM Rivi- 
era, $3800° (ps). "53 Super Riviera, $670*, 
$525°; Special 2-dr. Riviera, $650°; 
conv., $495° (ps); 4-dr., $465°; RM 2- 
r., $455° (ps). 

CADILLAC—’57 coupe de Ville, $4,655* 
(ps); (62) conv., $4,225* (ps). "56 coupe 
de Ville, $3,350* (ps); Eldorado, $3,245*° 
(ps); (60) 4-dr., $2,900° (ps). "55 coupe 
de Ville, $2,595° (ps); (62) 4-dr., $2,- 
200° (ps), $2,100° (ps); (60) 4-dr., $2,- 
020° (ps). "54 (60) 4-dr., $2,155° (ps), 
$1,920° (ps). "53 (62) coupe, $1,300° 
(ps). "52 coupe de Ville, $920° (ps); 
(62) 4-dr., $630°, '51 4-dr., $465°. ‘50 
4-dr., $330°. 

CHEVROLET — ‘57 Corvette, $2,900; Bel 
Air Sport coupe, $2,210*; 4-dr., $1,790*; 
Two-ten (6) station wagon, $1,725; 2- 
dr., $1,655. ‘56 Bel Air (8) station wag- 
on, $1,695* (ps); Hardtop, $1,560°, 
$1,500*, $1,450°; 4-dr., $1,515*; Two-ten 
(8) station wagon, $1,395, $1,300; 2-dr., 
$1,290; Delray, $1,255; Two-ten (6) 
2-dr., $1,085, $1,075. ‘55 (8) station 
wagon, $1,400°; (6) station wagon, $1,- 
200; Bel Air (8) Hardtop, $1,335*; 4-dr., 
$1,180°; 2-dr., $1,105, $i, 100°, $1, 085*; 
Two-ten 4-dr., 


(ps); 


2-dr., $965; One-fifty 2-dr., $625. ‘54 
Bel Air coupe, $845; 4-dr., $665, $615°; 
Two-ten 4-dr., $605, $525; 2-dr., $535°; 
One-fifty 2-dr., $530. ‘53 Bel Air 4-dr., 
$650; Sport coupe, $635; 2-dr., $620; 
Hardtop, $600; conv., $595, $420; Two- 
ten 4-dr., $500. ‘51 4-dr., $265; 2-dr., 


$215*. '49 2-dr. $230. 
CHRYSLER — ‘55 Windsor Hardtop, $1,- 

260°. "53 NY 4-dr., $470° (ps). 
DeSOTO—'55 Firedome Hardtop, $1,295* 


$1,050; coupe, $1,010: | 








1 
4 9 9 
4 : 3 7 9 
4“ ; 1 0 4 9 5 
5 8 7 7s o 8 9 8 2 16 8 
0 4 5 6 3 65 1 8 Z 4 
"56 "55 °56 "57 "56 °57 "56 °57 "56 =°5S7 "56 °57 "56 °57 
a “ev. . § re “Maren Apr. May June duly Aug. Sept. 


Prices of ‘S68 added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


$500°. 
Lancer Hardtop, 
(8) Hardtop, 


(ps), $1,275* (ps). °53 4-dr. 
DODGE—’56 Royal (8) 
* $1,635* (ps). ‘55 Royal 

$1,260; 4-dr., $1,150* (ps). '54 Royal (8) 

4-dr., $755° (ps); Coronet (6) station 

wagon, $715. ‘52 Meadowbrook 4-dr., 


$210. 

FORD—’57 Skyliner 2-dr., $2,605° (ps), 
$2,475*; Fairlane (8) 500 Hardtop, $2,- 
050° (ps); 2-dr., $1,645*; Custom 2-dr., 
$1,770*. °56 Country sedan station wag- 
on, $1,665; Fairlane (8) Victoria, $1,- 
600° (ps), $1,580* (ps), $1,480°, $1,475°, 
$1,450*, $1,370°, $1,305°; station wagon, 
$1,560°, $1,470; 4-dr., $1,280° (ps); 
2-dr., $1,265° (ps); Custom (8) 2-dr., 
$1,200*, $1,105, $1,025; Main (6) 2-dr., 
$935; Main (8) 2-dr., $900. ‘55 Thunder- 
bird, $2,100; Custom Victoria, $1,340°*; 
2-dr., $1,085, $1,070*; Ranch Wagon, 
$1,280, $960; Fairlane (8) Hardtop, $1,- 
175° (ps), $1,150°. ‘53 conv., $670; 
Ranch Wagon, $520, $445; 2-dr. $465, 
$380; 4-dr., $370, $300. ‘51 Victoria, 


$375. 
HUDSON — ‘55 Hornet 4-dr., $650°, °"54 
$2,425° 


Wasp 2-dr., $210°. 
LINCOLN — '56 Premiere 4-dr., 
(ps), $2,405* (ps). "54 Capri coupe, $1,- 
195* (ps). "53 Cosmopolitan 4-dr., $640*. 
MERCURY — ‘57 Monterey Hardtop, $2,- 


205*. "56 Monterey coupe, $1,550° (ps). 
‘55 Montclair coupe, $1,290°; Custom 


2-dr., $975. '54 Sun Valley conv., $950; 
coupe, $835° (ps). ‘53 Monterey 2-dr., 
$565°; 4-dr., $435; Custom 4-dr., $410; 
2-dr., $380°. °52 conv., $280°; 2-dr., 
$270. 
NASH—'56 Statesman 4-dr., $1,315°. ‘55 
Ambassador Hardtop, $1,125*; States- 


man aan $1,030, $1,020°. "53 States- 
man 4-dr. 

oLpsMosiie 57 (98) Holiday, $2,685° | 
(ps). °"56 (98) Holiday, $2,185° (ps), 
$2,000* (ps); (88) Super 4-dr. Holiday, 
$2,040°; (88) Holiday, $2,035*° (ps), $1,- 
855*, $1,810° (ps), $1,745° (ps). 55 (98) 








$1,400° 


Holiday, $1,660° 
dr., $1,375* 


(ps), (ps); 4- 
(ps); (88) 2-dr., $1,190°*, 
$1,115*. ‘54 (88) Super Holiday, $1,300*. 
"53 (88) Super 4-dr., $710, $640; (88) 
4-dr., $575°. "52 (88) Holiday, $415*. 
PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,000* (ps), $1,800*; Savoy Hardtop, 
$1,850°. '56 Savoy 4-dr., $1,050. ‘55 Bel- 
vedere Hardtop, $1,215*, $1,195*, $1,055*; 
4-dr., $980°; station wagon, $975; 2-dr., 
$850; Savoy 4-dr.. $815; Plaza 4-dr., 
$765°*; 2-dr., $690, $650. ‘54 Plaza sta- 
tion wagon, $655; 2-dr., $605; Belvedere 
4-dr., $520*. °53 4-dr., $385, $375, $325, 

$295. 

PONTIAC—'57 Star Chief conv., 
Chieftain Hardtop, $1,900*. 
Catalina, $1,600*° (ps), $1,350° (ps). 


$2,435°; 
"56 Chieftain 
"55 


Chieftain Catalina, $1,325* (ps), $1,320° 
(ps), $1,265° (ps); 4-dr., $1,075, $1,040°; 
Star Chief conv., $1,200° (ps), $1,030°*; 
2-dr., $1,000. '54 Chieftain 4-dr., $870*, 
$865°. "53 Catalina, $695*, $505°; conv., 
$530°; 2-dr., $480, $335. ‘51 Catalina. 
$215°*. 
RAMBLER—'53 2-dr., $410. 


STUDEBAKER—'56 Golden Hawk, 
410*; Champion 2-dr., $1,335°*. 


MISCELLANEOUS—'57 Volkswagen 2-dr., 
$1,705. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Sept. 20.) 


$1,- 


BUICK—’56 Special 4-dr., $1,625*. "55 RM 
Riviera coupe, $1,350° (ps); Special 4- 
dr., $1,245°. "54 Super 4-dr., $975° (ps); 
Century coupe, $925° (ps). ‘53 Special 
4-dr., $650°. ‘52 4-dr., $265°. "51 RM 
4-dr.. 2 at $175*. 

| CADILLAC—’56 (62) 4-dr., $3,050° (ps). 
"55 (62) 4-dr., $2,375° (ps). "54 coupe 
de Ville, $2,475° (ps). "52 (62) 4-dr., 
$915°. "51 (62) 4-dr., $515°. 


CHEVROLET—'57 Two-ten (8) 4-dr., $2,- 


malig 
425° (ps). '56 Two-ten (8) 4-dr., $1,485, 
"55 Bel Air (8) station wagon, '$1,450°; 
conv., 2 at $1,275. ‘54 Bel Air 4-dr’ 
$810. '53 Bel Air 4-dr., 2 at $650° 
ten 4-dr., 2 at $500°. "52 4-dr., si25e 

CHRYSLER — '56 Windsor 4-dr., $1,759* 
(ps). °51 Windsor 2-dr., $250*. 

DODGE—'57 Coronet (8) conv., $2,109 
(ps); 4-dr., 4 at $2,100* (ps); Sport 
coupe, $2,000* (ps). 

FORD—'57 Fairlane (8) conv., $2,075*, ‘5 
Fairlane (8) 4-dr., $1,675*, 2 at $1 ,660°, 
"55 aan (8) 4- dr., $1,525°* Ait 2. 
dr., 2 at $1,065; Custom 2-dr. 5a 
Custom (8) 2- dr., $650. 53 Gunemn om (8) 
2-dr., 5 at $550°*. "52 4-dr., $300°, '5) 
Custom (8) 2-dr., $250. '50 “4 -dr., $150, 

LINCOLN—’53 Cosmopolitan coupe, $525*, 

MERCURY—’56 Montclair 4-dr., $1,510* 
*55 Montclair 2-dr., $1,310* (ps). "5g 
Montclair 4-dr., 2 at $570. ‘52 4-ar, 
$465*. °52 station wagon, $305. ; 

OLDSMOBILE—’55 (88) Holiday coupe, 2 
at $1,395*. '49 (98) 4-dr., $130*. 

PLYMOUTH—’56 Plaza (6) 4-dr., $945, 
"53 4-dr., $515. '51 station wagon, $339, 

PONTIAC—'57 Chieftain coupe, $1,835, 
"54 Chieftain (8) 4-dr, station wagon, 
$1,075*. '53 4-dr., $650°, $295°. '51 2-dr,, 
$235. 

WILLYS—'56 Jeep %-ton pickup, $1,359, 

MISCELLANEOUS—’54 IHC %-ton pick. 
up, $625. "52 IHC %-ton pickup, $459, 
’51 IHC %-ton pickup, $350; Dodge, 


$290°. 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tuegs- 
day. Prices are for sale of Sept. 24.) 


BUICK—’56 RM Hardtop, $2,075* 
Special 2-dr., $1,580°. ‘55 RM 2-dr, 
Hardtop, $1,480° (ps); Special 2-dr, 
Hardtop, $1,405*; Century 2-dr. Hardtop, 
$1,400* (ps), $1,390* (ps); Super 4-dr., 
$1,330° (ps). '54 Special 2-dr. Hardtop, 
$1,230° (ps); Super 2-dr. Hardtop, $1,. 
150° (ps); Century 2-dr., $995. '53 RM 
4-dr., $780° (ps); Super 4-dr., $615*; 
Hardtop, $545°. '52 Super 2-dr. Hardtop, 
$375*. '51 Special 4-dr., $270, $250; RM 
4-dr., $285°, $205°. "50 2-dr., $150. 

CADILLAC "56 (62) Hardtop, $3,255* 


(ps). 

CHEVROLET — ‘56 Two-ten (6) Delray, 
$1,430°; 4-dr.. $1,385°, $1,275. ‘55 Bel 
Air (8) conv., $1,225*°; 2-dr., $1,080; 
One-fifty (6) station wagon, $1,105. '% 
Two-ten 4-dr., $675. "53 Two-ten 4-dr., 
$670, $575; Bel Air 4-dr., $665°. ‘52 4- 
dr., $522°; 2-dr., $375°. "51 4-dr., $310, 
$275; club coupe, $290; Hardtop, $240. 
"49 2-dr., $150. 

CHRYSLER—'50 Windsor 4-dr., $120*. 

DODGE — ‘56 Coronet (8) 2-dr., $1,300*, 
$1,295*. ‘54 Coronet 4-dr., $750* ‘52 
club coupe, $175. 

F OR D — ‘57 Fairlane (8) conv., $2,325* 
(ps); Custom (8) 2-dr., $1,655; Custom 
(6) 4-dr., $1,565. "56 Thunderbird, §2,- 
600°; Custom (8) 4-dr. station wagon, 
$1,685; 4-dr., $1,190. ‘55 Thunderbird, 
$2,105; Fairlane (8) Victoria, $1,390, 
$1,295°; 2-dr. Hardtop, $1,285* (ps); 
4-dr., $1, 175; conv., $1,225° (ps); Ranch 

‘ Wagon, $1,250*; Custom (8) 4- -dr., $1,- 
075°, $975; Main (8) 4-dr., $905°; Main 
(6) 4-dr., $825. '54 Main Ranch Wagon, 
$935. ‘53 Crest Victoria, $875*, 
$615°; Main (8) 2-dr., $475; 
4-dr., $395. ‘52 Custom station wagon, 


(Continued on Page 54, Col. 1) 


(ps); 














MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudiley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at 11 A.M. 

Phone Sherman 4-3263 
CT 





DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 


Crossroads 
. . buyers 


new and used car 


- where they meet . 
and sellers... 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 





CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 


MISSOURI 
ST. LOUIS AUTO 





10 YEARS CONTINUOUS OPERATION) AUCTION BARN, INC. 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half am west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Cot, W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


CLASSIFIED WANT ADS 
BRING RESULTS 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Ev Monday — I! O'Clock 
80 car sale average 


All Tifles and Checks Guaranteed 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MiSs” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manteim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








TENNESSEE 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





CANADA 


GRAND OL’ AUCTION 
Ltd. 
¥Y% mile South of London, Ont. 
on Highway No, 2 
“We are nice to people.” 
EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 


SERVING SOUTHWESTERN ONTARIO 
Cheque and Lien Insurance 


\ | 














Se ae 












ip FRIDAY, OCTOBER 11th ony’ 


FREE PRIZES 
$ $ $ $ 


FREE BREAKFAST 


AUCTIONEERS 





641 JOLIET STREET 
DYER, INDIANA 


Phone UNion 5-2361 






CALL US FOR RESERVATIONS 














JOHN KERR DARLENE McNEIL 
Manager Office Manager 








FRIDAY, OCTOBER 11th 
Beautiful Models To Serve 





BRUCE PARKINSON KEN GIROUX JIM VAUGHN As Car Jockeys 














FREE BREAKFAST FREE PRIZES NOTE: Cars registered before 10 a.m. Friday 
Juice - Bacon & Eggs 2 bod ee will receive FREE WASH JOB! 
Toast - Coffee 3. Transistor Radio 
(Served ‘til Noon) (Ticket Holder Must Be Present) 
— CONSIGNERS You get the best Guarantee in the Auto Auction Business—100°% check guarantee by Dyer 
NC. Auto Auction—Checks issued day of sale—$100,000 insurance through Lloyds of London! 
ike BUYERS You get Suburban Cars — Cleanest in the Midwest with a guarantee that cannot 
be equalled! 


ADDED FEATURE ATTRACTION!!! 


For the first time in the Midwest we will initiate a FOREIGN & SPORTS CAR AUCTION SALE directly prior to the regular auction. Starting 
time 11:00 a.m. Regular Auction Sale starts 1:00 p.m. — OPEN ALL NIGHT, THURSDAY, OCTOBER 10th. 














CALL US FOR 
vad) LIMOUSINE SERVICE 


CALL US FOR 





LIMOUSINE SERVICE 


maou alnronis FINEST FACILITIES — 5 ACRE BLACKTOP PARKING LOT noes aie 
Modern Air-Conditioned Offices and Restaurant é‘ PORTS 


UN 5-2361 Dual Ring System 54's-57's One Room 46's-53's One Room UN 5-2361 





Rio 







Glass Sound Proof Divider — Same Location 10 Years 





-_—_————— 
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Chevrolet %-ton pickup, $870, '54 Ford 








- 95. °53 Che let %-to! 
; ‘ - pickup, $000, willy ‘ x4 DICKS, #066. Model Breakdown 
"t % -ton . . 
Used-( ar Auction Prices Willys 4 x 4 pickup, $120. 40 Fora %-| Of Auction Averages 
ton pickup, $355. '49 Willys 4 x 4 pick- Sept. Aug. July 
up, $390. '48 Dodge %-ton pickup, $285; Model 1957 1957 1957 


Ford %-ton pickup, $270. 

















| 
Berg seen $2,062 $2,172 $2,213 
(Continued from Page 52) DYER, IND. | a . 1,481 1,523 1,553 
$650. °51 Victoria, $300; 2-dr., $285, '50 | PLYMOUTH—’55 Savoy (6) station wag- (Dyer Auto Auction, Sale every Friday. | 195B.......-0.-00. - a. ~~ 
4-dr., $225, $220. '49 club coupe, $255.| on, $1,070; Belvedere (8) 2-dr., $880. | Prices are for sale of Sept. 20.) | 1964............ ‘ 
LINCOLN—'52 Cosmopolitan 4-dr., $450. ’54 Belvedere conv., $800; 4-dr., $500. | (Market appears to be softening a lit- | 1953.............. 494 529 538 
MERCURY—’56 Custom 2-dr. Hardtop, $1,-| °53 Cranbrook 4-dr., $460, $440; 2-dr.,| tle, Many buyers voicing a desire for 1952 328 330 345 
545; Monterey 2-dr. Hardtop, $1,420*,| $460*. ‘52 station wagon, $525; 2-dr.,| additional sharp merchandise. ae ee! oe = 230 236 248 
$1,350 (ps); 4-dr., $1,355*. °54 Monterey | $295. '51 conv., $295, '49 station wagon, | cars out of 280 consignments.) pee | LOBD neers : 
4-dr., $715. '52 Monterey 2-dr., $410*.| $325. | BUICK—’56 Super 4-dr., $1,670* (ps). '55| 195@............. 185 182 199 
'51 station wagon, $385; 4-dr., $345; | PONTIAC—’57 Chieftain (8) Hardtop, $2,-| Century Riviera, $1,280°. "54 Century | Overall 
club coupe, $295. 015. °55 Chieftain Hardtop, $1,265*; 2- 4-dr., $880*; Riviera, $775* (ps), ‘53 342 873 $ 391 
NASH—’53 Statesman 4-dr., $400. 52 Am-| dr., $1,130*; 4-dr., $1,090*, '52 4-dr.,| Super conv., $420* (ps). ’52 Super Rivi- Average §$ $ 
bassador 4-dr., $375*. $360. '50 Catalina, $125. era, $350*. °51 Super 4-dr., $305*. ‘50 = 
OLDSMOBILE —'56 (88) 2-dr., $1,495", | RAMBLER — ’56 station wagon, $1,740*. Special 4-dr., $210*. 
$1,490*. '55 (88) 4-dr. Hardtop, $1,610*, '55 station wagon, $1,260*. CADILLAC—’56 (62) 4-dr., $2,675* (ps).| 4-ar.. $575*, $550, $360; One-fifty station 
$1,575*; (98) conv., $1,465*. °54 (98) | STUDEBAKER — °55 Commander club '55 (62) 4-dr., $2,180* (ps). ‘51 (62) | wagon, $545, ’52 Bel Air coupe, $285*; 
4-dr., $1,245* (ps); (88) Super 2-dr.| coupe, $900; 4-dr., $795*. '54 Commander 4-dr., $320. | club coupe, $310*. °'51 4-dr., $375*, 
Hardtop, $1,220*. °52 (98) 4-dr., $565*.| 4-dr., $465. '53 2-dr. Hardtop, $645, ’52 ea. Bel Air (8) saree, $125*: 2-dr.. $135°. 
"51 (88) Super 2-dr., $470*; (88) 2-dr., 2-dr. Hardtop, $410*. .290*; Two-ten ) 4-dr., ° 4 . a 53 NY 4-dr 55*. ’52 Sar- 
$315*; 4-dr, $225°. 60 (88) 2-dr., $315*: | WILLYS—’56 station wagon, $1,450. $1,190, $1,075. °55 Two-ten (8) '2-dr., "aa ea asen, S215" ‘on. . 52 Sar 
4-dr., $155. °49 (98) 4-dr., $145*. | MISCELLANEOUS—’56 Ford %-ton pick- $895*, $865*. °54 Bel Air 4-dr., $760; ** , . 


PACKARD—’52 4-dr., $320*, $295*. up, $850. '55 Ford %-ton pickup, $705; Two-ten 4-dr., $645*, $575. °53 Bel Air! DeSOTO—’55 Firedome coupe, $1,175* (ps). 


Increase repair 
profits with 


Bumper-to-bumper 
tH: 
Teese A 


Rotary 2-Plunger 
Frame Pick-Up Lift 


With this new Rotary Lift you can increase the 
output of every mechanic and service man. Its 
two separate parallel runners support the car 
out of the way of vital under-car parts. 


Puts every under-car part in the open 


Mechanics can see better, reach easier, work 
faster . . . handle transmission, differential, 
muffler, rear axle and similar jobs more profit- 
ably. Other outstanding features of this new 
Rotary 2-Plunger Lift include: 


Foolproof equalizing system (see left) 
¢ Reinforced 6” runners—more accessibility 
Dependable, economical full-hydraulic 
operation 
Unobstructed floor area when lift is raised 
Fast, accurate car spotting 
Fool-proof pin-type safety lock 
Automatic oil speed control valve to main- 
tain safe lowering speed 
e¢ Economical installation . . . only one 
excavation required 
¢ Famous Rotary design and construction 


Write for catalog 


ROTARY LIFT COMPANY 
Division of Dover Corp. 
Memphis 2, Tenn.—Chatham, Ontario 


FRAME PICK-UP LIFT 











ed 


DODGE—’53 Coronet 4-dr., $220. '5° Meagq. 
owbrook 4-dr., $175, '49 4-dr., $100, 
FORD—'57 Fairlane (8) Victoria, $1,959 
$1,830°; 2-dr., $1,835*. '56 Thu sderbira” 
$2,440* (ps); Custom (8) 4-dr $1,200; 
$1,160, $1,155; Country sedan station 
wagon, $1,425. °'55 Custom (s 2-dr 
$785. °54 Custom (8) 4-dr., $655: Main 
(8) 2-dr., $490, $435. °53 Custom (g) 
2-dr., $525%, $400, '52 4-dr., $219*; clus 

coupe, $200*. 

HUDSON—’ 55 Hornet coupe, $1,020)"; Wasp 
coupe, $885*, $765. °53 Hornet 4-dp 
$260*. : 

MERCURY — '56 Custom station wagon 
$1,255. '55 Monterey coupe, $1,200*, g;: 
150*, $1,020*, 54 Monterey 4-dr. $529 
52 2-dr., $280*, $225; coupe, $490*, '5; 
4-dr., $250*. ’50 club coupe, $165. 


NASH — '56 Ambassador 4-dr., $1,515* 
Statesman 4-dr., $1,245*. '55 Ambas. 
sador Country Club, $1,000*. ‘52 4-dr, 
$265. 

OLDSMOBILE—’56 (88) Super conv., $1,. 
800* (ps); 4-dr., $1,675* (ps); (88) Hol. 
day, $1,640*. °54 (88) Super 4-cr., $1. 


125*, $930*; (88) Holiday, $1,140*, ‘53 
(98) 4-dr., $650*. °52 2-dr., $480 
PACKARD—'53 Clipper 2-dr., $395*, ‘54 
2-dr., $225, °50 4-dr., $155*. 
PLYMOUTH—'56 Savoy (8) 4-dr., $1,255, 
$1,045. '55 Belvedere (8) coupe, $989. 


Savoy (8) 4-dr., $870, $795. °53 Cran. 
brook 4-dr., $285. ’51 4-dr., $120 
PONTIAC — '56 Chieftain 4-dr., $1,490, 


'55 Chieftain 2-dr.. $995*. '53 Chieftain 
Catalina, $430* (ps), $410*, S$38/ $375, 
$360. °52 Catalina, $330*°. ‘51 4-dr,, 
$220*. 

RAMBLER—’57 Cross Country, 5$1,800*, 
'55 2-dr., $650. 

STUDEBAKER - °53 Commander 4-dr 
$350*. "52 Commander coupe, $17/)*. ’5} 
4-dr., $160°. °50 4-dr., $160*%; 2-dr, 
$115*. 

MISCELLANEOUS—'57 Volkswagen cony., 


$1,860; 2-dr.. $1,550, $1,500. °56 Dodge 
%-ton pickup, $900. °49 Cadillac Ambu- 
lance, $320 


(Thruway Auto Auction, Sale every Mon. 

day. Prices are for sale of Sept. 23 

(Active bidding brought prices to ex- 
cellent wholesale levels, High demand for 
$500 to $1,000. ‘‘Economy type’’ cars re- 
flect strong retail demand for ‘‘second 
cars."’ Sold 49 cars out of 81 consign- 
ments.) 

BUtIC K—’55 Century Hardtop, $1.295*: 
Special 4-dr., $1,210*, °52 Super 4-dr., 
$350*. 

CADILLAC—’'56 (62) coupe, $3,050* (ps), 
52 4-dr.. $500°. 

CHEVROLET—'55 Two-ten 4-dr., $990. 
‘54 Bel Air 2-dr., $760*; 4-dr.. $780*, 
700; Two-ten 2-dr., $570. ‘53 Bel Air 
Hardtop, $635. °51 Hardtop, $175* 

DeSOTO—'56 Firedome Sportsman, $1,725* 
(ps). "54 Firedome 4-dr., $690* (ps). "53 
Firedome 4-dr., $450* 

DODGE—'56 Royal (8) Lancer, $1,530*, 
"54 Royal (8) 4-dr., $665* (ps). "53 Cor- 
onet Hardtop, $480*; 4-dr.. $365*; Mead- 
owbrook 2-dr., $305 

FOR D—'S6 Fairlane (8) 2-dr.. $1.420*: 
Custom 4-dr., $1,350°; 2-dr., $1,125*. "53 
station wagon, $765; Custom coupe, $545; 
4-dr.. $510°. "52 Custom 4-dr., $355°. 

HUDSON—'55 Wasp 4-dr., $605. °53 4-dr. 
$245. 

MERCURY — ‘56 Custom station wagon, 
$1,.370*. ‘55 Monterey Hardtop, $1,070*. 
"53 Custom 4-dr., $595; 2-dr.. $580*. "52 
station wagon, $420°. '51 4-dr., $105°*. 

OLDSMOBILE—-'53 (98) Hardtop, $680*. 

PLYMOUTH—'56 Savoy 4-dr., $1,150*, '55 
Belvedere Hardtop, $1,.110*. ‘54 Savoy 
4-dr.. $610; Belvedere 4-dr., $470* 

PONTIAC—'55 Chieftain 4-dr.. $S875*. "Si 
Chieftain 4-dr., $110. '50 station wagon, 
$300. 

STUDEBAKER - "55 Commander 2-dr., 
$600 

MISCELLANEOUS—'56 Volkswagen Sport 
coupe, $1,345. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
ee Prices are for sale of Sept. 
a0.) 

(We had a nice consignment of cars. 
Quality was much better than the past 
two weeks, most action was on clean 
cars. Market is still softening in this 
area. Sold 143 cars out of 234 consign- 
ments.) 

BUICK—’57 RM 4-dr. Hardtop, $2.630° 
(ps); Super 4-dr. Hardtop, $2,550* (ps). 
‘56 Special 4-dr. Hardtop, $1,700* (ps). 
‘55 Special 2-dr., $1,250°. ‘54 Super 
Hardtop, $975* (ps), $845°. °53 Special 
2-dr., $640° $480*; Super 4-dr., $610° 
(ps); RM 4-dr., $545° (ps). °51 Special 
4-dr., $335, $215°*, $210. 

CADILLAC—’'56 Eldorado Hardtop, $3,200° 
(ps); (62) coupe, $3,200° (ps). '55 (60) 
4-dr., $2,175* (ps). "52 (62) 4-dr., $980*. 
"49 (62) 4-dr.. $190°. 

CHEVROLET—'56 Two-ten 4-dr.. $1,235 
(ps), 2 at $1,100, $1,065. '55 Bel Air (8) 
Hardtop, $1,120: Two-ten 4-dr., $890*. 
"54 Bel Air Hardtop, $825, $800; Two-ten 
2-dr., $800*, $750°, $720, $710, $6790, 
$560. "53 Two-ten station wagon, $735; 
2-dr., $515, $510*°, $500, $450*°, $400*, 
$330°; Bel Air station wagon, $725. ‘52 
4-dr., $275, $250. '51 4-dr., $315, $200. 
$175. '50 4-dr., $200, $145. 

CHRYSLER—'57 Saratoga 4-dr., $2,530* 
(ps). ‘52 Saratoga club coupe, $330" 
(ps); Windsor 4-dr., $210*°, ‘51 4-dr., 
$100. "48 club coupe, $100. 

DeSOTO—'56 Fireflite conv., $1,700* (ps). 
51 4-dr., $165*. 

DODGE—'56 Royal (8) 4-dr., $1,310* (ps). 
‘52 Meadowbrook 4-dr., $175. °51 4-dr., 
$265*. 

FORD—'57 Fairlane (8) 500 2-dr., $1,900° 
(ps). °56 Custom (8) Country Squire, 
$1,755* (ps); 2-dr., $1,215, $1,095. $1,- 
045, $1,035. °'55 Custom (8) Country 
Squire, $1,275; 4-dr., $975, $830, $770, 
$725*; Main (6) Ranch Wagon, $860, '4 
Custom (8) Ranch Wagon, $730; 4-dr.. 
$670; conv., $495; Custom (6) Ranch 
Wagon, $590; Main (8) 2-dr., $595, $500. 
"53 Custom (8) 2-dr., $600, $530, $525. 
$520; Main (8) 2-dr., $425, $415; Main 
(6) 2-dr., $330, $290. '52°Custom (8) 
station wagon, $455*; 2-dr., $335, $250. 
"51 Victoria, $260, $255; 2-dr., $165. 

LINCOLN — ’54 Capri Hardtop, $1,275* 
(ps). 

MERCURY—'55 Montclair Hardtop, $1,.- 
250*; Monterey Hardtop, $1,200*, $1,- 
150*. '54 Monterey station wagon, $1,- 
020*; Sun Valley, $950*. ‘53 Monterey 
4-dr., $630*. '52 4-dr.. $480, $250, $190. 
"51 4-dr., $200, $190, $180. 

NASH — '55 Statesman 4-dr., $775*. "53 
Statesman 4-dr., $385*, $165. '51 States- 
man 4-dr., $145. 

OLDSMOBILE — ’57 (88) 4-dr., $2.500* 
(ps). ’56 (88) Hardtop, $1,830*' (ps). "55 
(88) Hardtop, $1,525* (ps), $1,500* (ps), 


(Continued on Page 56, Col. 1) 
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“Like you advertising people say, I’m one of the half million 
who read only one newspaper, the DetroiteFimes 


@ “Couple neighbors and I drive in like this every morning. I drive 
my car about two days a week. We talk about our kids or our jobs. I 
have four kids. Sometimes I wish I had four jobs. But, my family lives 
comfortably. We all like good things. And one of the good things we 
like you ought to know about. 


“We read only one newspaper, the DETROIT TIMES. 


“Want to know why? We like the way they give us the news. All the 
news. I like to read Frank Morris, Don O’Connor and Art Hinkley on 
local politics. I think Ed Hayes and his fine staff of sports writers do a 
great reporting job. My wife and I both read Dorothy Kilgallen. We 
like the way they have both the national and local writers. 

Yes sir, before our TIMES gets down to the basement it gets a pretty 
thorough going over. Best tomatoes I ever grew happened because I 






One of America’s Great Home Delivered 


read what Isabel Zucker wrote. She’s the garden editor, and I’m the 
gardener in the family. 

“We like the TIMES because the TIMES is like us, reflects the way 
we live. 

“If you want to sell families like mine in Detroit (‘cause we read 
the advertising, too) remember, you can reach us through no other 
newspaper but the DETROIT TIMES.” 

Richest metropolitan market in the U.S. in terms of average 
income per family. National family average $5,465... Detroit average, 
$7,320. Total number of families in the Detroit trading area, one 
million. 


By advertising in the DETROIT TIMES you reach about half the 
families in the Detroit Trading Area, the heart of the Michigan 
market. 
















Used-Car Auction Prices 





(Continued from Page 54) 


$1,060*. °54 
$665* 


(88) 
(ps), 


$1,400* (ps), 
$1,105*, ‘53 conv., 
"52 2-dr., $355*. 
PLYMOUTH’ 57 Belvedere 4-dr., $1,760*. 
’56 Savoy 4-dr., $1,060, $780. "55 Savoy 
4-dr., $740, $700. °54 Savoy 4-dr., $665; 
Plaza 4-dr., $535, '53 4-dr., $420*, $415, 
$360. 52 conv., $180. 
PONTIAC—’53 Chieftain 4-dr., $620*°, $520; 
2-dr., $335*. "52 2-dr., $365*, $340, $335". 
’51 station wagon, $285. 
RAMBLER—’52 Hardtop, $260. 
STUDEBAKER — '54 Commander station 
wagon, $415*. °53 Commander Hardtop, 
$385*, $370. °52 Commander Hardtop, 
$230*; Champion 4-dr,., $150. 
WILLYS—’51 Jeepster, $125. 
MISCELLANEOUS—’'56 Volkswagen 2-dr., 
$1,300; Ford %-ton pickup, $785. °'55 
Ford stake, $900, $885; Volkswagen 
panel, $775. '52 Chevrolet %-ton pickup, 
$375. 


$385*. 


FLINT, MICH. 


(Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of Sept. 25.) 
(it still looks as though real sharp 
cars are bringing good money. Of course, 
that is mot unusual; they always do. 
Sold 90 cars out of 142 consignments.) 
BUICK—’57 Super 2-dr. Riviera, $2,415* 
(ps); Special 2-dr. Riviera, $1,665*; Cen- 
tury conv., $1,605*° (ps). ‘55 Special 2- 
dr. Riviera, $1,365*, $1,255°*, 


it’s the " jiffy” Hook 
thet does the trick! 


4-dr., , 


| 





$990°; | OLDSMOBILE—’'56 


Century 2-dr, Riviera, $1,295*, °54 Cen- 
tury 4-dr., $910*; conv., $875*. ’53 Super 
2-dr, Riviera, $590*; Special 2-dr. Rivi- 
era, $425. '52 4-dr., $250°*. 


CADILLAC—’56 (62) 4-dr., 


CHEVROLET—'56 Two-ten 
wagon, $1,605*; Bel Air 
560°; conv., $1,475*; coupe, $1,355; 
4-dr., $1,215. °55 Two-ten (8) station 
wagon, $1,165; 4-dr., $825, $795; Bel Air 
(8) 2-dr., $1,105*; One-fifty (6) 2-dr., 
$650. °54 Bel Air conv., $775* 2-dr., 
$730; Two-ten 4-dr., $660. °53 Bel Air 
club coupe, $635; 2-dr.. $485; Two-ten 
2-dr., $485. °52 4-dr., $215. 

CHRYSLER—’51 Imperial conv., $125*, 

DeSOTO— "54 Pacemaker 4-dr., $475. 

FORD—’57 Custom (6) 2-dr., $1,435. °56 
Thunderbird, $2,390* (ps); Fairlane (8) 
4-dr., $1,355°; conv., $1,465*, 
Custom (8) 4-dr., $1,250° (ps), 
$1,060*, $1,040; 2-dr., $1,145*. °55 Coun- 
try sedan, $1,385* (ps); Country Squire, 
$1,400°; Fairlane (8) 4-dr., $1,050°; 2- 
dr., $975; conv., $905*; Custom (8) 4- 
dr., $855, $750, $735; Custom (6) sedan, 
$725. °54 Custom (8) 2-dr., $600; Cus- 
tom (6) 2-dr., $565. ‘53 Custom (8) 
4-dr., $430; conv., $420. °51 Custom (8) 
2-dr., $220°. "49 Custom (8) 4-dr., $230. 

MERCURY — ‘55 Custom station wagon, 
$1,235. °53 Monterey club coupe, $655. 
"52 Monterey 4-dr., $185. 

NASH—’56 Ambassador 4-dr., $1,470*. 

(88) Holiday, $1,750* 


$2,675° (ps). 


(6) station 
(8) 2-dr., $1,- 
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(ps), $1,750*. °55 (88) Holiday, $1,440* 
(ps); 4-dr., $1,045*. °53 (88) 4-dr., $580; 
2-dr., $340. ’51 (88) 4-dr., $170. 

PACKARD—’53 Clipper 4-dr., $565*. 

PLYMOUTH—’56 Belvedere (8) club coupe, 
$1,185, $1,100; Savoy (8) 4-dr., $1,040. 
’55 Plaza (8) station wagon, $1,110. '53 
Belvedere club coupe, $400*, ‘52 4-dr., 
$165. 

PONTIAC—’56 Star Chief club coupe, $1,- 
550*. 55 Chieftain Catalina, $1,235*. °54 
Star Chief Catalina, $1,030*. °53 Chief- 
tain Catalina, $560* (ps); station wagon, 
$450*; 2-dr., $420*. 


RAMBLER — ’56 station wagon, $1,550*. 
*654 station wagon, $750. 
WILLYS—’53 Aero Ace 4-dr., $150. 


MISCELLANEOUS—’'54 International 1-ton 
tractor, $355. 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Sept. 23.) 

(Each week prices are being whittled 
down by degrees! Prices today were weak 
on every car ’54s to ’57s. This market 
condition is normal. Happens each year 
before new models come out. Retail ts 
reported slow in this area. Sold 133 cars 
out of 191 consignments.) 


BUICK—’55 Century station wagon, $1,430* 


(ps); Riviera coupe, $1,270°. ‘54 RM 
conv., $850° (ps); Special 4-dr., $820*, 
$750*; Riviera coupe, $800*. °53 RM 
conv., $590° (ps); Special 4-dr., $460. 
"52 Super 4-dr., $250°. °50 RM 4-dr., 
$110°. 

CADILLAC—’57 (62) 4-dr., $3,900° (ps). 


"56 (62) sedan de Ville, $3,250* (ps). '53 
(62) 4-dr., $1,240* (ps), $1,120°. °51 (60) 
4-dr., $620°*. 

CHEVROLET—’57 Bel Air (8) conv., $1,- 
970° (ps); station wagon, $1,950*, °56 
Bel Air (6) 4-dr., $1,280*; Two-ten (8 


Amazing—but she does it! So did thou- 
sands of others last winter in the areas 
where Campbell “Jiffy” Chains were introduced. You—and your 
customers—can put on these new “Jiffy” Chains just as fast. 


With “Jiffy” Chains there’s no need to jack the car—no need to 
move it. And there’s no hard-to-fasten inside lock. No dirty work, 
either—free plastic sleeve guards come with every pair. 


So stock up now—demonstrate and sell these revolutionary “Jiffy” 
Chains before the snows fly. Call your Campbell distributor, or 


write direct. 





CAMPBELL LUG-REINFORCED STANDARD CHAINS 


Patented Lug-Reinforced construction digs in for better trac- 
tion—greater protection against skids and side slips—longer 


wear. Free applier included 
with every pair. 


Water-resistant, 
colorful box 

stores chains easily 
—keeps them neat 
and clean. Makes 
attractive display. 


CAMPBELL CHAIN (onsany 


Factories and Offices: York, Pa. — W. Burlington, lowa 


CAMPBELL 
CHAIN 


ao ee 


East Cambridge, Mass. 






ee a ee 






PONTIAC — 


RAMBLER—'57 4-dr. 


MISCELLANEOUS—'56 Volkswagen 2-dr., 


day. Prices are for sale of Sept, 23.) 
BUIC K — '57 RM 4-dr. 





Latest in Riding Luxury— 








that’s 


“I don’t want a car 
been in an accident!” 





4-dr., $1,075; Two-ten (6) 4-dr., $1,125; 
2-dr., $1,085, 2 at $1,060. °55 Two-ten 
(6) station wagon, $1,170; Delray coupe, 
$990; Two-ten (8) 4-dr., $1,010*; One- 
fifty (8) 2-dr., $910. °54 Bel Air Sport 
coupe, $1,010*, $910°%; 4-dr., $900*, 
$835*. °53 Two-ten 4-dr., $600; Bel Air 
conv., $510. "52 4-dr., $375, $170; 2-dr., 
$250*, $125. °51 Bel Air Sport coupe, 
$285; conv., $150°*. 


CHRYSLER—’'54 NY 4-dr., $810*; Windsor 
4-dr., $780°. 53 Windsor station wagon, 
$830. 

DeSOTO—’54 Custom 4-dr., $780. '53 Pow- 
ermaster 4-dr., $200*. 

DODGE—'55 Royal (8) Sport coupe $1,- 
270*; Coronet Sport coupe, $1,120*, ‘52 


Meadowbrook 4-dr., $110. '51 4-dr., $100. | 


"50 4-dr., $100. 


FORD—’57 Fairlane (8) Victoria, $2,160* 
(ps); Fairlane (6) 2-dr., $1,660. °56 
Fairlane (8) Victoria, $1,575* (ps); 4- 


dr., $1,500*, $1,300° (ps), $1,185*; conv., 
$1,310; Custom (8) 2-dr., $970. "55 Cus- 
tom (8) 2-dr., $950. ‘54 Custom (8) Vic- 
toria, $880°; 2-dr., $950, $570° $500; 
4-dr., $525; Main (8) 2-dr.. $665*. °53 
Custom Victoria coupe, $580*; 4-dr., 
$500; 2-dr., $500, $490, $375. °52 Custom 
4-dr., $340. °51 2-dr., $175. 


HUDSON—'54 Wasp 4-dr., $425. '52 Hor- 
net 4-dr., $110; coupe, $105. 
MERCURY—’57 Monterey 4-dr., $2,300°. 


"56 Monterey Sport coupe, $1,470*. 
Montclair 4-dr., $1,190°*. 
Sport coupe, $860° (ps), $725*; conv., 
$775*. ‘53 Custom 4-dr., $620; 2-dr., 
$270; Monterey Sport coupe, $480. ‘52 
Monterey 4-dr., $170; Custom 4-dr., 
$160°. °51 4-dr., $170°. 
NASH—'56 Ambassador 2-dr., $1,385* (ps). 


"54 Monterey 


"55 Ambassador 4-dr.. $850° (ps). ‘54 
Ambassador coupe, $910°. 

OLDSMOBILE — ‘55 (98) 4-dr., $1,580* 
(ps). "53 (88) Holiday coupe, $610*; 4- 
dr., $600°; (98) 4-dr.. $480° (ps). "52 


(98) Holiday, $380°. "51 (88) Super Holi- 
day, $275*; (98) 4-dr., $220°. 


PACKARD—'51 Clipper 4-dr., $140*. 
PLYMOUTH 


"57 Belvedere (8) 
coupe, $2,180°. ‘56 Savoy (6) 
wagon, $1,000°. "55 Savoy (8) 4-dr., $1,- 
000°; Plaza (6) station wagon, $880. '54 
Belvedere 2-dr.. $800°. ‘53 4-dr., $240. 
"52 4-dr., $120. ‘51 Suburban, $275; 
coupe, $145. "49 2-dr., $100. 

"57 Chieftain (8) Catalina 
coupe, $2,150°. '56 Star Chief (8) Cata- 
lina coupe, $1,740° (ps). °54 Chieftain 
(8) Catalina coupe, $820°. ‘53 Chieftain 
(6) 2-dr., $145. | 
station wagon, $2,- 
oaae. "55 Cross County, $1,150. "51 coupe, 
120. 


Sport 


$1,350. "55 Hillman Sport coupe, $560; 
Chevrolet %-ton pickup, $620, $430. °54 
Chevrolet Handyman, $560. '52 Chevrolet 
2-ton cab and chassis, $280. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 


Riviera, $2,265° 
(ps); Special 2-dr. Riviera, $2,275* (ps), 


$2.050°. 56 Special station wagon, $1,- 
940; Riviera, $1,.735°; Century 4-dr., 
Riviera, $1,695*° (ps). "54 Special 2-dr. | 
Riviera, $950; Century 2-dr., Riviera, 
$790° (ps). "51 RM 2-dr. Riviera, $325°. 
CADILLAC—’'57 (62) coupe, $3,925*° (ps). 
"56 (62) coupe, $2,940* (ps). "55 (60) 
4-dr., $2,675° (ps); (62) conv., $2,445° 
(ps); coupe de Ville, $2,475* (ps). °54 


(62) coupe, $2,120° (ps). '52 (62) conv., | 


Two-ten (8) 4-dr., $2,015* (ps). '56 Bel! 


"55 | 


station | 


| 








| MERCURY 








Air (8) conv., $1,635°; Hardtop. $1,619 
$1,580*, °55 Bel Air (8) 4-dr., $1,245¢ 
$1,095, $1,090*, $1,050; Two-ten (8) 9 
dr., $1,035; One-fifty (6) 2-cir., ggqq 
$820, $690. '54 Two-ten station wagon 


$960; Delray coupe, $615, $600. ‘51 2-dr, 
$220. 7 

CHRYSLER—’57 Saratoga 4-dr Hardtop, 
$2,755* (ps). ’56 NY 4-dr., $1,510* (pg) 
’55 NY Hardtop, $1,685* (ps); Windsor 
4-dr., $1,310* (ps), $735. 

DeSOTO—'56 Firedome coupe, $2,(000* (pg) 
’53 4-dr., $355*. °52 4-dr., $240* (ps), 

DODGE—’ 57 Sierra (8) station wagon, $2. 
650*; Coronet (8) 4-dr. Hardtop, $2,299 
(ps). '55 Coronet 2-dr. Hardtop, $1,309*, 


FORD—'57 Fairlane (8) 500 Hardtop, 2. 


360* (ps), $2,200* (ps); conv., $2,225 
(ps), $2,200* (ps), $2,075*; Country 
sedan, $2,195*; Custom 300 2-<r,, $1,. 
580°, $1,520*. °56 Thunderbird, $2,579 


(ps); Custom (8) Ranch Wagon, $1,505* 
$1,500; Fairlane (8) 4-dr., $1,370*, $995 
’55 Fairlane (8) Hardtop, $1,240; Cuz. 
tom 4-dr., $1,000*, $985, $965*, $945, 
$580*. '54 Victoria, $880*. 

LINCOLN — '56 Premiere coupe, $3,009 
(ps); conv., $2,650*° (ps); 4-dr.. $2,609° 
(ps). '55 Capri Hardtop, $1,675* (ps). 

MERCURY—’57 Monterey Hardtop, $2,479" 
(ps); 4-dr., $2,135*°. "56 Monterey station 


wagon, $2,050* (ps). °55 Monterey sta. 
tion wagon, $1,635°, $1,545*°; Montclair 
conv., $1,250*; 4-dr., $1,420* (ps), $1,. 


350* (ps). °54 Custom 4-dr., $935*; Mon. 
terey Hardtop, $870*. '53 Custom Hard. 
top, $705°. 

NASH—’56 Statesman sedan, $1,245*, 55 
Statesman Hardtop, $1,155°*. 

OLDSMOBILE—’57 (88) Super 4-dr., §2,. 
480°. °56 (88) Super conv., $1,985* (ps); 
(98) 2-dr. Holiday, $1,855* (ps); (88) 
4-dr, Holiday, $1,690*; sedan, $1,575*, 
"55 (88) Super Holiday, $1,625*; (88) 
2-dr. Holiday, $1,625* (ps). "53 (98) 4 
dr., $705* (ps). 

PACKARD—’55 Clipper 4-dr., $965. 

PLYMOUTH—’57 Savoy (8) 4-dr., 
55 Savoy (6) 4-dr., $685°. ‘52 
$400. 

PONTIAC—’57 Safari 4-dr. 
$2,360*; Star Chief 2-dr. Hardtop, §2.- 
250°. °56 Star Chief Hardtop, $1,880*; 
station wagon, $1,800*. '55 Chieftain (8) 
station wagon, $1,415*; Hardtop, $1,360*, 
$1,320. °54 Custom Hardtop, $720*. 

STU DEBAKER—’57 President station wag- 
on, $2,180. "55 (8) Hardtop coupe, §1,- 
015. °52 4-dr., $235. 

WILLYS—’51 Jeep, $570. ‘50 Jeep, $525, 
$390. "48 Jeep, $500, $270, $250. 

MISCELLANEOUS—'57 GMC %-ton pick- 
up, $1,725; Willys pickup, $1,505. ‘55 
Chevrolet (6) %-ton pickup, $880; Willys 
pickup, $735. °54 Willys pickup truck, 
9840. ‘53 GMC 2-ton cab and chassis 
$800; %-ton pickup, $415*°; Chevrole 
%-ton pickup, $605. ‘52 Chevrolet \%-ton 
pickup, $480. "51 Chevrolet %-ton pick- 
up, $385; Studebaker ‘%-ton pickup, 
$200, "50 GMC %-ton pickup, $350. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues 
day. Prices are for sale of Sept. 24.) 

(Market off here this week right down 
the line, Dealers being very selective in 
their bidding as retail business is off in 
New York area. Sold 132 cars out of 
171 consignments.) 
BUICK—’55 Special conv., $1,365*°. "54 RM 


$2,125, 
4-dr., 


station wagon, 


2-dr., $940°. "52 Super conv., $210*. ‘Si 
4-dr., $220°. 
CADILLAC—'53 (62) conv., $1,000° (ps); 


(60) 4-dr., $1,225° (ps). "51 4-dr., $450", 
$405*. '50 4-dr., $170*, $130°. 


CHEVROLET—'56 Bel Air (8) 4-dr., $1- 
450° (ps); Two-ten (#) 2-dr., $1,275, 
$1,265, $1,150, $1,140, $1,115, $1,0%, 


$1,050; 4-dr., $1,200, $1,165, $1,125, $1,- 
100; One-fifty 4-dr., $1,065°, $750° (po 
lice). "55 Bel Air 4-dr., $1,080; Two-tes 
4-dr., $835; 2-dr., $810; One-fifty station 
wagon, $925, $910; 2-dr., $715. "54 Be 
Air 4-dr., $675°; 2-dr.. $600°; Two-tes 
4-dr.. $530, $500*; One-fifty 2-dr., $330. 


'53 Bel Air 4-dr., $605°; Two-ten 2-dr., 
$360. "52 4-dr.. $300, $100°, ‘51 4-dr., 
$145°; 2-dr., $125. "50 4-dr., $175°. 


CHRYSLER—’54 Windsor 4-dr., $550*°. "49 
NY 4-dr., $130. 


DODGE—’'56 Coronet (8) 4-dr., $1,175"; 

| 2-dr., $960. "55 Coronet 4-dr., $905. "H 
Coronet 2-dr., $615*. ‘53 Coronet 2-dr., 
$350°; 4-dr., $310°, $200. ‘51 4-dr., 
$135°. 

F OR D — '56 Fairlane (8) conv., $1,250" 
(ps); Country sedan, $1,265°; Custom 
4-dr., $1,100*; Main 2-dr., $650. '55 Fair- 


lane (8) 4-dr., $905*; Custom 2-dr. $800. 
’54 Custom conv., $745; 2-dr., $550. ‘3 
4-dr., $445°, 2 at $385. "52 4-dr.. $325; 
2-dr.. $150°. '51 station wagon, $100 

~56 Monterey 4-dr., $1,475*. 
’55 Monterey 2-dr., $1,210°. 54 Custom 
Hardtop, $610. '53 Monterey 4-dr., $510*; 











$895* (ps). Custom 2-dr., $575*. ‘52 4-dr., $360°*, 
CHEVROLET—’57 Bel Air (8) 4-dr. - | . $355°. °50 4-dr., $135. 

320° (ps), $2,050°. $1,900"; 2dr.” $2. | NASH —’62 Statesman 4-dr., $100°. 

265°, $2,120° (ps) $2,110° $2,070*; | OLDSMOBILE — °55 (98) 4-dr., $1,200° 


(Continued on Page 58, Col. 3) 
















Shown above is the interior view of the new cross-country passenger bus intro- 


duced by Mack Trucks, Inc. The 41-passenger bus features airglide suspension for 
added riding comfort, foam rubber reclining seats, individually-controlled double 
reading lamps, one-level aisle and panoramic non-glare windows. 
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differential 


bie Ah! There’s the difference: 

Tues TV GUIDE reaches more car- 

in 

ot owning families (285) per dollar 
RM 

$450", than any other magazine! Almost 
» oe twice as many families as Life or 
the Post...and even more families 
a per dollar than Reader’s Digest. 


1.200 It’s a difference worth considering. 


Circulation now 5,300,000 
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DON’T PAINT YOUR ’58 DRIVER 
TRAINING CARS! 
EQUIP THEM WITH BUMPA-TEL SIGNS. 





Save expense of lettering and refinishing your cars! Permits 
use of latest model cars without damage or depreciation. 
Places a "student driver" warning sign where it can be seen. 


The “special sign" pictured has adjustable legs allowing 
transfer from one car to another by purchasing proper 
mounting brackets at a cost of $3.00 per set. Has turned 
edge panel, which gives double purpose feature, as a metal 
insert with your message may be placed over master panel 
for dealer advertising during school vacations. 


The sign can be used from year to year for driver training. 


No Holes to Drill! No Mars! No Scars! 


PETITE SEMI-UNIVERSAL SIGN 40" x 12" WITH TURNED 
EDGE PANEL—LETTERED WITH NAME OF SCHOOL, 
AAA INSIGNIA (where applicable) AND YOUR DEAL- 
ERSHIP NAME AND ADDRESS PRICED AT ONLY $24.00 
F. O. B. MOUNDS, ILL. 


Complete with 1 Set Mounting Brackets— 
Give Make and Model Car 


immediate shipment on signs for 1958 Edsel, Plymouth, Dodge, DeSoto, 
Chrysler—other ‘58 cars soon. 


MAIL YOUR ORDER NOW! * FOR FAST DELIVERY! 


BUMPA-TEL SIGN COMPANY 


Box 181-A 
MOUNDS, ILLINOIS 


* U. S. and CANADIAN PATENTS 
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CADILLAC—’ 56 


CHEVROLET—'57 Bel 


CHRYSLER — ’55 NY St. 


DODGE—’57 Coronet 


EDSEL—'58 Ranger coupe, $2,740°. 
FORD—’57 Fairlane (8) 500 Victoria, $2,- 


Used-Car Auction Prices 





(Continued from Page 56) 


"53 (88) 4-dr., 
$215*, $190°. 


(ps). $600* (ps). 


4-dr., 


"51 (88) 


PLYMOUTH—’55 Belvedere (8) conv., $1,- 


150°; 2-dr., $1,010*; 
wagon, $770, $750; Plaza 4-dr., 
$710. '53 Suburban station wagon, 
$390; Cranbrook 4-dr., $305. 
$275, '51 2-dr., $150. 
PONTIAC— 
(ps). °55 Chieftain 2-dr., 
$950°. °54 Chieftain 4-dr., 
$700*, $690° (ps). 
$600*. °52 Catalina, $365*°; 4-dr., 
’51 Chieftain 4-dr., $250°; 2-dr., 
STUDEBAKER—’ 54 Champion 4-dr., 
’53 Champion 2-dr., $330. 
WILLYS—’S4 2-dr., $150. 


$1,016*; 4-dr., 


$735° 


$125. 


MISCELLANEOUS—’ 57 Isetta sedan, ne 
"53 Austin 
$250; Consul 


'56 Volkswagen station wagon, $870. 
Ford Courier, $340, $275. 
conv., $215; Taunas 2-dr., 
4-dr., $195. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. 

Friday. Prices are for sale of Sept. 27.) 
(Had plenty of clean cars today. 
Weather was turning cool, Lots of ac- 
tivity was going on.) 

BUICK—’57 Century 4-dr., $2,600°. 
RM Hardtop, $1,875*; Special 4-dr., 
775°; 2-dr., $1,300°*. 
$1,370°; 4-dr., $1,270; 
$1,100*. '54 Special Hardtop, $1,100*. 


$340. 


Suburban station 
$800, 
$400, 
’62 4-dr., 


'57 Chieftain Catalina, $1,800* 


(ps), 
‘53 Chieftain 2-dr., 
$200°. 


Sale every 


"56 
$1,- 
‘55 Super Hardtop, 
Century 4-dr., 
"53 


coupe, $500*. '51 coupe, $280°, °50 4-dr., 
$130*. 

CADILLAC—’56 (62) 4-dr., $2,950°. °55 
(62) coupe, $2,200*. '52 4-dr., $900°. "51 
sedan, $650°. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
000*, $1,920°; Two-ten (8) 2-dr., $1,970. 
’56 Bel Air (8) 4-dr., $1,550°; 2-dr., $1,- 
105. 55 Bel Air 4-dr., $1,050°; 2-dr., 
$1,050; Two-ten 2-dr., 90. '54 Bel Air 
4-dr., $830; 2-dr., $450°. ‘53 Bel Air 
Hardtop, $650; station wagon, $510. 52) 
4-dr., $265. "51 2-dr., $220. °48 4-dr., 
$135. 


OCHRYSLER—’57 Windsor Hardtop, $2,500°. 
’55 Firedome Hardtop, $1,300°; 


DesoTo— 


4-dr., $900*. "49 Custom 4-dr., $350°. 


DODGE—’56 Custom Royal (8) 4-dr. Hard- 
$1,- 

$1,000°; 
"52 4-dr., 


top, $1,760°; Coronet 4-dr., 
100°. °55 Coronet Hardtop, 
4-dr., $740. "53 4-dr., $350°. 
$280. 


$1,320°, 


FORD—’57 Fairlane (8) 500 Hardtop, $2,- 
$2,000° ; 
Custom 
’56 Country sedan station 
Fairlane (8) town 
$1,- 
$760. °55 Fairlane (8) 
$920, °54 
4-dr., 
"53 Custom 2- 
$275; Custom | 
club coupe, 


200°; 4-dr., 
Country sedan, 
4-dr., $1,650. 
wagon, $1,600° (ps); 
sedan, $1,565°; 2-dr., 
325°; Main 2-dr., 
4-dr., $1,130°*; Custom 2-dr., 
Ranch Wagon, $850*; 
$755*; Main sedan, $470. 
dr., $500. '52 Main 2-dr., 
2-dr., $275. "50 2-dr., $190; 
$155. 
MERCUR 
$590°. 


$280. 

OLDSMOBILE — ‘55 (88) 
$1,610°. '53 (88) Hardtop, $560°. 
dr., $260. 

PLYMOUTH—’'57 Plaza coupe, $1,750*. 
station wagon, $1,075*. ‘53 2-dr., 
PONTIAC—'57 Chieftain 4-dr., $1,770°. 
Star Chief Catalina, $1,520°. 
tain 4-dr. $520. '53 4-dr., $350°. 
STUDEBAKER—'51 Champion 2- dr., 

WILLYS—’52 2-dr., $125. 


$2,060° ; 
$1,980° 


2-dr., 
(ps); 


$1,340; 4-dr., 


Custom 


Y—’54 Monterey 4-dr., 


MISCELLANEOUS —’56 Volkswagen 2-dr., 
$740; 
GMC 
"49 Chevrolet pick- 


$1,500. 
Volkswagen sedan, 
%-ton pickup, $675*. 


"55 Chevrolet %-ton pickup, 
2 at $1,345; 


up, $100. 
* * 
CHICAGO 

(Greater Chicago Auto Auction. Sale 


every Thursday. Prices are for sale af Sept. 
26.) 

(Sold 214 cars out of 345 consign- 
ments.) 


BUICK — ‘57 RM Riviera coupe, $2,550*° 
(ps); 
’56 Century Riviera coupe, $1,775° (ps); 
Super Riviera coupe, $1,705° (ps); Spe- 
cial Riviera coupe, $1,635*. '55 RM Rivi- 
era coupe, $1,380° (ps); Special 4-dr., 
$1,300° (ps); Riviera, $1,200°; Century | 
Riviera coupe, $1,250°. ‘54 Century Rivi- 
era coupe, $1,210° (ps), $1,200°; Super 
Riviera, $1,100° (ps), $830; RM Riviera, 
$1,050*° (ps), $865* (ps), $785*; Special 
Riviera, $950°. ‘53 Super Riviera, $750*, 
$590°; RM Riviera, $560° (ps), $535*. 
"52 Super Riviera, $365°. '51 Special 4- 
r., $230°. '50 Super coupe, $245°. 


(62) coupe, $3,155° (ps), 
$2,880° (ps); coupe de Ville, $3,110*° 
(ps), $2,900° (ps); 4-dr., $2,750° (ps); 
(60) 4-dr., $2,895° (ps). "55 (62) coupe 
de Ville, $2,425* (ps); 4-dr., $2,170* 
(ps); coupe, $2,035* (ps). "54 (62) 4-dr., 
$1,795° (ps). "53 (62) 4-dr., $1,070*, $1,- 
000*, $990*, $985*; conv., $800*° (ps), 
$765* (ps). '52 (62) coupe de Ville, $850* 
(ps). "51 4-dr., $600*, $550*, $500°. 

Air (8) Sport se- 
dan, $2,020; Sport coupe, $1,925; Two- 
ten (6) 4-dr., $1,675*. "56 Bel Air (8) 
station wagon, $1,800*; 4-dr., $1,635* 
(ps); Bel Air (6) Sport coupe, $1,395*; 
Two-ten (6) 2-dr., $1,200. '55 Two-ten 
(8) station wagon, $1,410; Delray, $955; 
Two-ten (6) 2-dr., $1,280°%; Bel Air (8) 
Sport coupe, $1,115* (ps). ‘54 Bel Air 
(8) Sport coupe, $785*; 4-dr., $750*; 2- 
dr., $725*; Two-ten 2-dr., $660; 4-dr., 
$640. °53 Bel Air Sport coupe, $650*, 
$630°. °'52 Bel Air Sport coupe, $310, 
$250. "51 MS $350*, $230; 4-dr., $270°*. 


"50 2-dr., 
Regis, $1,690° 


(ps). "54 NY 4-dr., $850° (ps). 53 NY 

4-dr., $400° (ps). 52 NY 4-dr., $260°. 
’55 Firedome 4-dr., $1,150*°. '53 

Firedome Sportsman, $540*; Powermas- 


ter 4-dr., $345°. ‘51 Firedome 4-dr., 
$200° 












(8) 4-dr., 
"56 Coronet (8) Lancer, $1,500*; 
$1,250*, $1,190*; Coronet (6) 2- dr., $880. 
"55 Royal (8) Lancer, $1,100*. '54 Coro- 
net (8) 4-dr., $615°*; Meadowbrook 2- 
r., $410. '53 Coronet (8) 2-dr., $235*. 


$1,850°. 
4-dr., 


200° (ps), $2,075* (ps), $2,010*; Custom 
(8) 300 4-dr., $1,595, ‘$1,495. °56 Fair- 
lane (8) Victoria, $1,575* (ps); conv., 
$1,370* (ps); Custom (8) 4-dr., $1,185. 
55 Thunderbird conv., $1,900*; station 
wagon, $1,260°, $1,025; Fairlane (8) 


$790, 
"53 Hardtop, $555. °50 club coupe, | 


"56 
$525. 
"56 
"54 Chief- 


$175. 


Special Riviera coupe, $2,400° (ps). | 


Super Holiday, | 
"52 4- 


| 


| 
| 
| 


| PLYMOUTH—'56 Savoy (8) 4-dr., 


HUDSON— 


LINCOLN — '57 Premiere 
MERCURY—’56 Montclair coupe, 


NASH—’53 Statesman 4-dr., 
OLDSMOBILE—’ 55 


PONTIAC—'55 Chieftain 2-dr., 


RAMBLER — '56 


CHRYSLER—'52 Windsor 
DODGE—'55 (8) 2-dr. station wagon, $1,- 


| FORD- 


| HUDSON—' 54 4-dr., 
MERCURY — ‘56 Monterey Hardtop, $1,- 


OLDSMOBILE—'56 (88) 





Victoria, $1,240*, $1,130*; 
$1,090; Custom (8) 4-dr., $775. '54 Crest 
(8) conv., $820*; 4-dr., "$725°; Victoria, 
$705*; Ranch Wagon, $795*, $750; Cus- 
tom (6) 4-dr., $410; 2-dr., $400*; Main 
(8) 4-dr., $280. ’53 Crest (8) Victoria, 
$605, $605 (ps); Main (8) 2-dr., $375; 
Custom (6) 2-dr., $325. °52 Crest (8) 
Victoria, $505*; Crest (6) Victoria, $220; 
Custom (8) 4-dr., $335*; Custom (6) 
4-dr., $250. '25 Model T, $350. 
’55 Hornet sedan, $980*; Wasp 
4-dr., $735. '54 Wasp sedan, $285*; 4- 
dr., $210*. '53 Jet 2-dr., $270. 
coupe, $3,470* 


$1,200* (ps). 
$1,720° 
$1,660* (ps); Custom coupe, 
‘55 Monterey coupe, $1,310; 4- 
Custom Sport coupe, $1,- 
000°, $900*. °54 Monterey 4-dr., $390* 
(ps), $810*, $700*. °53 Monterey coupe, 
$615*; Custom 2-dr., $525*°, $490°, ‘52 
Custom 4-dr., $295°*. 
$375°. 


(98) Holiday, $1,600* 
(88) Holiday, $1,600° 
(ps), $1,500° (ps). '54 (88) Super Holi- 
day, $1,285* (ps); 4-dr., $1,070*, $860°; 
(98) Holiday, $1,065* (ps), $910* (ps). 
’53 (98) Holiday, $835* (ps). °52 4-dr., 
$550°, $470°. 


Ranch Wagon, 


(ps). 52 Capri conv., 


(ps); conv., 


$1,400°. 
dr., $1,260°; 


(ps), $1,410° (ps); 


PLYMOUTH—'56 Belvedere (8) coupe, $1,- 


505°; 4-dr., 
$395; 4-dr. 


$1,350°. 
$325. 


’53 Cranbrook 2-dr., 


$920°. °53 
$610*. °52 Star Chief 
'51 Star Chief 4-dr., 


Star Chief 4-dr., 
Catalina, $320*. 
$245°*. 

Cross 
55 Cross Country, $1,090°*, 
station wagon, $485. 


Country, $1,450°*. 
$1,050°, °53 


STUDEBAKER—'56 Golden Hawk, $1,695* 
(ps). 
MISCELLANEOUS—’58 Volkswagen 2-dr., 


$1,925. "57 Karmann Ghia, $2,485; conv., 


$1,895; 2-dr., $1,835, $1,800; Renault 
4-dr., $1,600; Isetta sedan, $775. ‘54 
Austin-Healey conv., $1,180. "54 GMC 


%-ton pickup, $615. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 


day. Prices are for sale of Sept. 26.) 


(Sold 101 cars out 195 consign- 
ments.) 
CADILLAC—’56 (62) coupe, $2,800* (ps). 
CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,095*, $1,990°. "56 Two-ten (8) 4-dr., 
sie 420°, $1,435*; Two-ten (6) 4-dr. $1,- 


$1,335, $1, 240. °55 Bel Air (8) 2-dr., 
$1.2 350°: 4-dr.. $1,175*, $1,115; Two-ten 
(8) 2-dr., $955. '53 Two-ten 2-dr., $580; 
station wagon, $395. "51 4-dr.. $175. °49 
4-dr., $120; station wagon, $105. 
4-dr., $285°. 
505°; Royal Lancer, $975°*. 
‘S7 Fairlane (8) Victoria, $2,195* 
$2,190° (ps); 4-dr., $1,875, $1,850; 
Custom 2-dr., $1,560, 2 at $1,545. ‘56 
Custom 4-dr., $1,380*, $1,230, $790; 2- 
r., $1,085; Main 2-dr., $1,160. "55 Coun- 


(ps), 


try sedan, $1,365; Fairlane (8) town 
sedan, $1,245; 2-dr., $1,060°; Custom 
2-dr.. $995°; Main 2-dr., $790. '54 Main 
Ranch Wagon, $800; Custom 2-dr., $740, 
$725; 4-dr., $480. ‘53 Ranch Wagon, 
$645; Custom 4-dr.. $705°; 2-dr., b 
$540. ‘52 Ranch Wagon, $455; 4-dr., 
$415°; coupe, $375. °51 conv., $275; 4- 
r., $185; 2-dr., $150. '50 station wagon, 
$110; 4-dr., $110. 


$350. 


750°, $1,450°. °54 Monterey 4-dr., 
$750; 2-dr.. $895; Custom 2-dr., 
"53 Monterey 4-dr,, $820, 
4-dr., $595. 


$900, 
$750. 
$780; Custom 


Super 4-dr., 
(ps); (88) 4-dr., $1,- 
(88) 2-dr., $675°. °50 


$1,285°. 
‘53 Cambridge 4- 
$205. 51 club 
"49 station wagon, $105. 


$1,- 
835° 
670° 
4-dr., 


(ps), 
(ps). 
$115°. 


$1,790° 
"53 


"54 Savoy 4-dr., $380. 
dr., $380. ‘52 club coupe, 
coupe, $125. 


PONTIAC—'57 Star Chief Catalina, $2,- 


Rockwell Moving Up 
Charles S. Rockwell, will become 


| president and general manager of 
the Ford Instrument Co. division 
of Sperry Rand Corp. upon retire- 


| ment of Raymond F. Jahn Oct. 1. 





| Rockwell also will assume the 
presidency of Sperry Farragut Co. 
division of Sperry Rand. 


day (Sept. 
really dropped today. Buying on a selective 
basis only. Sold 111 cars out of 234 con 
signments. 


nesday. 
market now 
clean units. Sold 144 cars out of 193 com 
signments. 


Wednesday (Sept. 25). 
plentiful. 
ments. 


ates 
190°; 4-dr., $2,000°. °54 Chieftain 4-4, 
$685. °53 conv., $565*; 4-dr., $475", $409; 
2-dr., $360, 51 2-dr., $165 

RAMBLER—’57 4-dr., $1,595°, 55 Crogs 


Country, $1,175. 
WILLYS—’46 Jeep, $425. 
MISCELLANEOUS — ’55 Chevrolet 1, -ton 

pickup, $925. °54 Chevrolet 2-ton ¢ 

$1,100; Ford 1%-ton pickup, $460, 5D 

Chevrolet 2-ton, $525, $500; Interna 


%-ton, $565. '48 Chevrolet 1%-ton 
teas’ 2-ton, $350, °47 Chevrolet 2-ton, 
25. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of Sept, 26.) 

(Same as previous weeks. Consign. 
ments off slightly. Prices decreasing op 
later models, Sold 78 cars out of 99 con. 
signments.) 


BUICK—’56 Special Hardtop, $1,565*, ‘53 
Special 4-dr., $530, $430°. °52 Specigj 
Riviera, $300*. '51 Super Hardtop, $265*. 
Special 4-dr., $260*, $235*. '50 RM Hard. 
top, $130*; Super 4-dr., $115*, $100, "4 
4-dr., $105°. 

CADILLAC—'54 (62) 4-dr., $1,690°. 

CHEVROLET—’'55 Two-ten (8) 2-cr., $705, 
"54 Two-ten 4-dr., $705°. °53 Two-tey 
4-dr., $510*, $495; 2-dr., $400; One-fifty 
station wagon, $540. '52 4-dr., $200; 
r., $305, '51 2-dr., $360; Hardtop, $315, 

CHRYSLER — °53 Windsor 4- dr., $460", 
$375*. °51 4-dr., $135. 

DODGE—’56 Coronet (8) 4-dr., $1,150, 
’55 Coronet (6) 2-dr., $845. '51 Coronet 
4-dr., $145*. '50 2-dr., $165. 

FORD—'56 Custom (8) 2-dr., $1,170*, $1, 
100*, $1,050. 55 Fairlane (8) 2-dr., $1. 
080; Custom (8) 4-dr., $850°. '54 Ranch 
Wagon (8), $930; Custom (8) 4-dr, 
$635; 2-dr., $650. "53 Custom (8) 4-dr,, 
$575°*; Main (8) 4-dr.. $495; Main (6) 
2-dr., $280. °52 Custom (8) 4-dr., 

"51 4-dr., $365; Victoria, $215*. '50 2-dr,, 
$165. '49 4-dr., $155. 

HUDSON—’53 Hornet conv., $150*. 


OLDSMOBILE—’55 (88) Hardtop, $1,410°*, 


"52 (88) Super 4-dr., $425*. "51 (88) Su 
per conv., $400°; 4-dr., $300°, '49 2-dr., 
$125°. 

PACKARD —'53 4-dr., $340°. ‘51 4-dr,, 
$230, $225°. 

PLYMOUTH—’57 Plaza (8) 2-dr., $1,390, 
‘55 Belvedere (8) conv., $930°; Belve- 
dere (6) 2-dr., $925; Savoy (6) 2-dr, 
$380. "53 club coupe, $360. ‘52 2-dr., 
$320; 4-dr.. $140. "51 4-dr., $105. 


PONTIAC—’56 Chieftain Catalina, $1,360°, 


‘54 Chieftain station wagon, $760. '33 
station wagon, $460*°. "52 4-dr., $250*, 
"51 4-dr., $120. 
RAMBLER—’51 sedan, $135. 
STUDEBAKER—'56 President 4-dr., $1,- 
325°. °53 coupe $430. 
WILLYS—’53 2-dr., $170. 
MISCELLANEOUS—'57 Fiat 4-dr., $1,225, 


"54 Morris 4-dr., $525. °53 Chevrolet %- 
ton pickup, $550; Ford 1-ton pickup, $700 
* * * 


— Auctions in Brief — 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Sept. 26). Bidding very 
active, good cars sold at a premium. Con 
signment good. Sold 80 percent. 
* * * 


ATLANTA 
Dixie Auto Auction. Sale every Tuesday 
(Sept. 24). Entries soared again here today 
and there were more sharp cars here for 
sale than in the previous weeks. Percentage 
selling was firm as everyone was happy 
over the outcome. 
* * * 


BIRMINGHAM, ALA. 

Dixie Auto Auction. Sale every Monday 
(Sept. 23). Today saw some more softer 
ing in the market especially on the newer 
models. However, older models were selling 


at a premium with several selling at the 
creampuff price that they were. Percentage 
selling was down just a bit from previow 
weeks, 

of year. 


but that is expected for this time 


JENISON, MICH. 
Grand Rapids Auction. Sale every Tuer 
24). Market definitely soft. "57s 


> > > 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 
(Sept. 25). Excellent sale. Tobacco 
open. Heavy demand on al 


* * * 


MASON CITY, IA. 
Central States Auto Auction. Sale every 
Choice cars not too 
Sold 111 cars out of 141 consign 






Willys Display in Minneapolis— 


Hundreds of spectators in Minneapolis were attracted to this four-day display of 


12 Jeep vehicles in Centennial Plaza in the heart of the downtown area. The vehicles 
along with several specialized equipment units were furnished by area dealers 
and salesmen from the area manned the show with Jack Ballantine, Willys district 
manager, and Paul Sutton, fleet sales representative from the Toledo factory. 
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n al Ideas are BH&G’s stock in trade. The 
practical, you-can-do-it sort of ideas 
that concern families who are eager 
a for ways to live better. Maybe it’s wc A 

} 


Better Homes & Gardens, the family 
idea magazine. 
The ideas in Better Homes & 
Gardens are the kind that set 
Mother and Dad and the kids 
to buying instead of just 
wishing. That’s what makes 
BH&G unique among all other 
major media, and a wonderful 
place for advertisers to show 
their wares. Meredith of Des 
Moines . . . America’s biggest 
publisher of ideas for today’s 
living and tomorrow’s plans 


— a wonderful dinner party menu 

with recipes clipped from BH&G’s 
food pages. Or how to make room 
for a new Hi-Fi set. Or training 
Rover, the pup, to stay out of 

the road. Or planning a family 
vacation by car next summer. 
BH&G’s readers really “‘live by 
the book” at home or away from 
home. And “the book” is... 


3 


Veter Wlomes 





» 


™“e 


wand Gartems 


. 





Ke 





/o ot America reads BHal; the family idea magazine 


4,350,000 COPIES MONTHLY 
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Auto Washington 


(Continued from Page 12) 





discrimination is a violation of the 
Robinson-Patman Act because the 
effect may be to substantially harm 
competition between member and 
nonmember jobbers. 

* > 2 


FTC Called Short Sighted 


OLE said it is short-sighted for 
the FTC to attack co-ops on this 
ground because only through the 
services of these organizations can 
the independent jobber hope to 
compete with the large companies 
which have been grabbing more 
and more of the replacement after- 
market. 
If the co-ops are outlawed, he 
warned, the already hard-pressed 


Bohn Chooses Knapp 


ATLANTA.—Stanley B. Knapp 
Co., Atlanta, has been named to 
represent Bohn Aluminum & Brass 
Corp. in Tennessee, Alabama, 
Georgia, Mississippi, North Caro- 
lina, South Carolina and Florida. 


jobber may be headed for “early 
extinction.” He urged FTC to re- 
verse its position, saying ‘the pur- 


AUTOMOTIVE NEWS, OCTOBER 7, 1957 


volume rebates. Any discounts ac- 
cepted from suppliers are based on 
genuine distribution services ac- 
tually rendered, he said. 


* * * 


This Is Really Service 


oe lengths to which a merchant 
can go in providing customer 
service was outlined to the Presi- 
dent’s conference by Sam Reeves, a 
service station dealer in Birming- 


pose of the Robinson-Patman Act! ham, Mich. 


is to help, not hurt, small business. 

Directly meeting FTC’s criticism, 
Cole said warehouse distributors 
who are members of his association 
no longer are accepting cumulative 


The following tmported-car prices are 
Port of Entry figures at New York, They 


ASTON-MARTIN—DB24 Mark III cpe., 
$6,950. 


AUSTIN—A-35 deluxe 2-dr. sed., $1,545; 





LOMING—December 2 
Automotive Neus 


Featuring Full-Color Editorial Illus- 


trations 


AND... 
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Port-of-Entry Prices 
On Imported Cars 


In addition to offering all the 
routine services, this enterprising 
businessman woos customers by de- 
livering cracked ice for cocktail 
parties, shopping for housewives 





(Heater 


A-55 deluxe 4-dr. sed., $2,116. 
standard.) 

AUSTIN-HEALEY —conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY — Series S — Standard Steel 
Saloon, $12,200; conv., $20,383. Continen- 
tal—4-dr. sed. (Mulliner), $20,035. (Series 
8S chassis, $9,160.) 

BMW Isetta 300—$1,048. 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard; power brakes, power 
steering and automatic clutch standard on 
DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 


models. ) 

FORD (England)—Angiia Sertes—Angliia 
2-dr. sed.. $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr. sed., $2,365; conv., $2.910. 

HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 

4AGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,696 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 ‘(automatic transmission). XK-150 
epe., $4,475; conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL ecpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 

MG—MGA roadster (disk wheels), $2,- 
376; roadster (wire wheels), $2,459; cpe. 

wheels), 
4-dr. sed., 


(disk wheels), $2,670; 
$2,759. Magnette — $2,650. 
(Heater standard on Magnette.) 

MORRIS—4-dr. sed., $1,735; 4-dr. deluxe 
sed., $1,800; 2-dr. sed., $1,648; 2-dr. de- 
luxe sed., $1,704; Tourer sed., $1,629; 
Tourer deluxe sed., $1,688; stat. wag.. $1,- 
854; deluxe stat. wag., $1,909. ( 
standard on deluxe models.) 

RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLIS ROYCE—Sliver Cloud—Standard 
Steel Saloon, $12,500; conv., $20,657. Sil- 
ver Wrailth—Touring limousine (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480; Sil- 
ver Wraith chassis, $9,976.) 

: 2-dr. sed., $1,895. (Heater stand- 
ard.) 


SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM—Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. 


(Heater stand- 


cpe. (wire 


wag., $2,575. (Heater standard.) 
TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 
VA — Victor —2-dr. sed., $1, 


957.50. (Heater standard.) 

VOLKSWAGEN — 2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (8-passenger), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all models.) 

VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models.) 





Tire Dealers, Retreaders 
To Meet in Cincinnati 

WASHINGTON. — Several thou- 
sand tire dealers, retreaders, ex- 
hibitors, suppliers, wives and guests 
will attend the 37th annual con- 
ference of the National Tire Deal- 
ers and Retreaders Ass’n Oct. 12-16 
at Music Hall in Cincinnati. 


Leading the convention program 


will be E. F. Tomlinson, president 
of B. F. Goodrich Co, U. S. Cham- 
ber of Commerce President Philip 
M. Talbott also will address the 
convention. 


stranded without transportation, 
looking for stray dogs and return- 
ing them home, plowing the drive- 
ways of regular patrons, without 
charge, whenever there is a snow- 
fall, and accepting the house keys 
of vacation-bound customers and 
making frequent checks. 
* + = 


Road Tax Data Collected 


UBLIC Roads Commissioner C. 
D. Curtiss, describing the 
studies being made in regard to 
equitable Federal highway taxation, 
says best progress has been made 
in the area of classifying vehicles 
and their corresponding payments. 
All pertinent data about the tax 
problem is being collected this year, 
he said, while 1958 will be devoted 
to analyzing the material and pre- 
paring a final report. 

Under the Highway Act of 1956, 
the report must be in Congress’ 
hands by March 1, 1959. 

= = * 


Hurricane Warning 


o_— or later you'll be hit by 
a hurricane, the Weather Bur- 
eau says, if your business lies 
within 300 miles of the Atlantic 
Coast or Gulf of Mexico. Storm 
frequency is rising. 

Over the last 70 years, the annual 
number of these tropical monsters 
has been four, but in the last 30 









years the average has been five 


and in the last decade, seven, 


Over the past four years alone, 
the bureau says, hurricanes haye 


taken more than 1,000 lives ang 
wrought nearly $2 billion in prop. 
erty damage, if you include floog 


ravage. 
* = + 


New Destination for Trip 


- CASE people run out of new 
places to go on motor trips, the 
Bureau of Public Roads announces 
a brand new destination. It is San 
Isidro, Costa Rica. 

Next January, if plans proceed 
according to schedule, a motorist 
can leave Laredo, Tex., and drive 
2,725 miles down the Inter. 
American Highway to the fertile 
coffee and sugar cane region of 
Costa Rica. It will be a two-lane, 
all-weather road all the way. 

The road to San Isidro is com- 
plete now except for one 25-mile 
section between the Mexican 
border and Guatemala. Beyond 
San Isidro lies 150 miles of 
rugged mountain terrain to Con- 
cepcion, Panama. 

Bureau engineers are working to 
cut a road through two scenic can- 
yons in this stretch, and hope to 
have the job done by 1959. At that 
time, motorists can drive from 
Laredo 3,200 miles to Panama City, 
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78 Mercedes Outlets, Too... 


S-P Adds 60 


SOUTH BEND. — The appoint- 
ment of 60 new dealers has been 
announced by Studebaker-Packard 
Corp. At the same time, S-P an- 
nounced the names of 78 additional 
dealers who will handle the im- 

Mercedes-Benz cars. 

The new Studebaker-Packard 
dealers are: 

Johnson Motor Co., 1700 Ashmun 
St, Sault Ste. Marie, Mich; G. C. 
Black Motors, R. D. No. 3, Tyrone, 
Pa; Rowlett Motor Sales, 1725 
Brackett Ave. Eau Claire, Wis.; 
Humason Motor Co., 625 W. Market 

Warren, O.; Paramont Motor 
Sales, Inc., 175 Essex St., Hacken- 
sack, N. J.; Scarboro Motor Co., 408 
§, Jefferson St., Dublin, Ga. 

Taxeraas Implement Co., 201 W. 
Third St., Thief River Falls, Minn.; 
N. C. Edwards Motor Co., 500 Pop- 
lar St.. Jackson, Tenn.; Certain 
Motor Co. Clay St., Huntsville, 
Ala; Fulmer Motor Co., Mill St. 
Sylva, N. C.; Revell Auto Co., Main 
St, Dyersburg, Tenn.; Esquire 
Motors Ltd., 1215 S. Oxnard Blivd., 
Oxnard, Calif. 

L B. Thomas Garage, Roosevelt, 
Okla.; Sidders Motor Co., 20-24 
Second St., Shattuck, Okla.; English 
Motors, 1404 S. Second, Lawton, 
Okla.; Kelsey Motors, 1000 N. Main 
St, Tuscumbia, Ala; Packard 
Studebaker & Mercedes of Miami, 
15900 N. E. Second Ave., Miami; 
George’s Studebaker Sales & Serv- 
ice, 1006 Lincoln, Sunnyside, Wash. 

Balcom Sales Co., 14-16 Ameri- 
ean Ave., Norwich, N. Y.; Mille 
Miglia Motors, Inc., 898 Van Ness 
Ave., San Francisco; Studebaker 
and Packard of Monroe, 310 N. 
Third, Monroe, La.; California 
Drive Packard, 1215 California 
Dr., Burlingame, Calif.; Geneva 
Super Service, Samson Highway, 
Geneva, Ala. 

Silverthorn Tractor Sales, Mi- 
kado, Mich.; Studebaker On West- 
em, 6959 S. Western Ave., Chicago; 
Ed James Motor Center, 1365 S. 
Figueroa St., Los Angeles; Potter 
Motor Co. Inc., P. O. Box 608, 

town, N. C.; Nodler-Taylor 
Motors, 993 Water St., Meadville, 
Pa; Whitman’s Auto Service, 51 
Holbrook Rd. Quincy, Mass. 

Bill Hawley, Inc., 15-Sixth St., S. 
W. Mason City, Ia; Hillcrest 
Motors, Fisherville, Va; August 
Osterlund, Inc., 1180 Washington 
&, West Newton, Mass.; Lupton 
Garage, 3311 Main St., Lupton, 
Mich.; Grindle Motor Co. 140 S. 
Northwest Hi gh way, Barrington, 
TL; OK Motor Co. of Pensacola, 
Inc, 918 Navy Blvd. Pensacola, 


J. M. BonDurant Co., 1171 Mercer 
&, Princeton, W. Va; King & 
Sons Motor Co., 105 S. Fourth St, 
Hannibal, Mo.; John Moore Auto 
Sales, Inc., 1126 Wabash Ave., Terre 
Haute, Ind.; Louis DeAngelis, 631 
Bloomfield Ave. Verona, N. J.; 
Hendrickson Motor Co., Tusculum 
ee ee 


STATEMENT REQUIRED BY THE ACT 

AUGUST 24, 1912, AS AMENDED BY THE 

ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
39, Uni Code, 3 


New Dealers 


Bivd., Greeneville, Tenn.; Mannie 
Motors, Inc., 101 E, Lake St. 
Minneapolis. 

Cook-Bonner Motors, 126 N. 
Porter, Norman, Okla.; Fisher 
Motor Sales, Inc., 1139 E. Michi- 
gan, Ypsilanti, Mich.; Don Wilson 
Motor Co., 122 E. Second St, 
Grand Island, Neb.; Coggins 
Motor Co., Inc., 330 Preston Ave., 
Charlottesville, Va.; Washburn 
Motor Co., South Highway 231, 
Waynoka, Okla. 

Stoner Motor Sales, 315 E. Moore, 
Terrell, Tex.; Peterson’s Automo- 
tive Service, 80 Railroad St., Crystal 
Lake, Ill.; Big Sandy Motor Sales, 
155 College St., Pikeville, Ky.; 
Doust Motors, 304 W. Bridge St., 
St. Martinville, La.; Bullard Motors 
& Boats Sales, Grand Ave. & Chico 
Rd., Oroville, Calif.; Althouse Sales 
Corp., 520 E. Pershing St., Salem, 
Oo 


Gene Lee Motors, 622 E. Main, 
Riverton, Wyo.; Mercedes-Packard- 
Studebaker of Portland, 53 Winslow 
St., Portland, Me.; Wiygul Lincoln- 
Mercury Co., 101 E, Walnut, Blythe- 
ville, Ark.; Sellersburg Motors, 392 
S. Indiana Ave., Sellersburg, Ind. 

Ocilla Truck & Implement Co., 
105-9 S. Cherry St., Ocilla, Ga.; 
Raiph Penney Transportation Un- 
limited, North Ave. Q and Plain- 
view Highway, Lubbock, Tex.; 
Barry's Farm Store, RFD 4, Hast- 
ings, Mich.; Ed Price Studebaker- 
Packard, 1005 Texas St., El Paso, 
Tex. 

The newly appointed Mercedes- 
Benz dealers are: 

Burnham Motor Sales, Inc., 6125 
W. Burnham St., West Allis 19, 
Wis.; Eberstein Motor Sales, Main 
at Maple, Climax, Mich.; Hale 
Motor Co., 205 N. Van Buren, 


850 Now Listed .. . 


18 More Dealers 
Sign to Handle 
New Edsel Line 


An additional 18 dealers for the 
Edsel were listed last week by the 
division. The new names bring the 
number reported so far to 850. 


Latest named dealers are: 


ALABAMA 
Driggers Motor Co., Selma, W. 
F. Driggers. 


CALIFORNIA 
Lee Brothers, Coalinga, C. G., W. 
D., and L. H., Lee. 


FLORIDA 
Larsen Edsel Motors, Inc., Fort 
Walton Beach, Kenneth E. Larson, 
and Golden Edsel Motor Co., Pen- 
sacola, Sam Goldenberg, president, 
George W. Alderman, general man- 


ager. 
INDIANA 

Dick Bowsher Edsel Sales, Inc., 

Greenfield, Richard Bowsher; 

Franklin Auto Exchange, Inc., 

Franklin, William Petro, and VJK 


233)| Motor Co., Lawrenceburg, Harry 


Vastine, Henry Johnston and Gene 


*| Kleine. 


Publishing Company, 
. Detroit, Michigan. 
> B. J. Wembhoff, 2666 Penobscot Bidg., 
ing Bator Robert M. Finlay, 2666 Penob 
r: . Finlay, 2 - 
®t Bide. Detroli, Michigan, 
: . Webber, 2666 


. Michigan. 
(If owned by a corporation, 
must be stated and also im- 
the names and addresses of 
@ owning or holding 1 percent or more 
total amount of stock. If not owned by a cor- 
» the names and addresses of the individual 
“ers must be given. If owned by a partnership 
@ other unincorporated firm, its name and address, 
Spd as that of each individual member, must 


ven.) 
im Publishing Company, 2666 Penob- 

Bidg., Detroit, Michigan. 

H. Slocum, 2666 Penobscot Bldg., Detroit, 
The known bondholders, mortgagees, and other 
es 

Pa 


owner is: 
its name and address 
ly thereunder 


Inc., 


wre holders owning or holding 1 percent or 
euriti 


3 
“eurity 

total amount of bonds, mortgages, or other 
None. 
e Tagraphs 2 and 3 include, in cases where 


are: (If there are none, so state.) 


of 
€ Stockholder or security appears upon the books 
the company as trustee or in any other fiduciary 
the name of the person or corporation for 
such trustee is acting; also the statements in 
Paragraphs show the affiant’s full knowledge 
belief as to the circumstances and conditions 
which stockholders and security holders who 
appear upon the books of the company as 
hold stock and securities in a capacity 
e than that of a bona fide owner. 
The average number of copies of each issue 
Publication sold or distributed, through 
id subscribers during the 
hs preceding date above was: 
information is required from daily, weekly, 
ly, and triweekly newspapers only.) 44,078. 
RICHARD L. WEBBER, 
Business Manager. 
and subscribed before me this 


M October, 1957. 
3 ELEANORE L. WHALEN. 
- (My commission expires May 21, 1960.) 


or otherwise, to 


first 


KENTUCKY 
Hoover Edsel, Elizabethtown, G. 


MICHIGAN 
B. E. Dameron Motor Sales, Inc., 
Benton Harbor, B. E. Dameron. 
MINNESOTA 
Atlas Edsel Sales, Inc., Rochester, 
Donald O. Redlings, and Bill 
Kindler Edsel, Mankato, William 
G. Kindler and Perry L. Robinson. 
NORTH CAROLINA 
Hoell-Farish Motor Co., Wash- 
ington, I. H. Hoell, president, R. E. 
Farish, vice-president. 
NEW YORK 
Diament Motor Sales, Inc., Mon- 
ticello, I. A. Diament, president, 
Lionel Simi, general manager. 
SOUTH CAROLINA 
Polk Motors, Inc., Beaufort, N. 
M, Polk. 


| F. Hoover. 


TEXAS 
Meek Motor Sales, Kerrville, Carl 
D. Meek, and Triangle Motors, 


the | Lemple, W. J. Tomecek, 


WASHINGTON 
Bishop Edsel Sales, Inc., Seattle, 
William L. Bishop. 
WYOMING 
Burge Motors, Lusk, Bryan 
Burge. 


Henderson, Tex.; Harry C. Dow, 
7711 Van Nuys Blvd., Van Nuys, 
Calif.; Paramount Sales, Inc., 175 
Essex St., Hackensack, N. J.; Ralph 
Penney Transportation Unlimited, 
North Ave. Q and Plainview High- 
way, Lubbock, Tex. 

Enyart Motor Co., 517 Fourth, 
N. W., Albuquerque, N. M.; Al 


Hansen, Inc., 730 E. Michigan Ave., |_ 


Lansing; Knoblock Bros., Inc., 164 
Prospect St., South River, N. J.; 
Ed. Wehe Motors, Inc., 5723 W. 
Appleton Ave., Milwaukee; Lester 
M. Gavette, 65 Quinnipiac Ave., 
North Haven, Conn.; Pomona 
Studebaker, 405 W. Third St., Po- 
mona, Calif. 

Snider Auto Service, Inc., 3757 N. 
Illinois St., Indianapolis, Ind.; Al 
Taafe Motor Co., Inc., 935 N. State 
St., Girard, O.; Warner Young Co., 
1008 Fitchburg, Madison 5, Wis.; 
Meyers Motor Co., 11 E. Washing- 
ton, Iowa City, Ia; A. Robert Perry, 
Inc., 4729 S. Salina St., Syracuse, 
N. Y.; Ed. Potter, Inc., 976 W. Fifth 
Ave., Columbus, O. 

Hanshumaker Motor Sales, 222 
N. Canal St., Delphos, O.; Martin 
B. Dodd Motor Sales, Inc., 19 
Rowley St., Winsted, Conn.; A. 
D. Motor Co., 2150 W. Liberty 
Ave., Pittsburgh; Petersen Motor 
Co., Inc., 3116 Washington Bivd., 
Ogden, Utah; O’Bryan Motor Co., 
$25 S. Atherton St., State College, 
Pa.; Yates Motors Corp., 520 Park 
Ave., Worcester, Mass. 

R. E. B. Blanton, Inc., 520 W. 
Broad St. Richmond 20, Va.; 
Standard Motor Co., Forty-Third 
and MacDonald, Richmond, Calif.; 
Packard Studebaker & Mercedes of 
Miami, 1500 N. E. Second Ave., 
Miami; Citrus Motor Co., 3100 
Market St., Riverside, Calif.; Lewis 
Motor Co., Inc., 113-115 S. Wrenn 
St., High Point, N. C. 

Clifford T. Nutt, 245 W. Foothill 
Blvd., Monrovia, Calif.; Steele 
Motors, Inc., Oak Ave. and Balti- 
more Pike, Clifton Heights, Pa; 
Partex Motor Sales Corp., 150 E. 
Ridgewood Ave., Ridgewood, N. J.; 
Almyra Packard Inc., 1800 Coney 
Island Ave., Brooklyn 30, N. Y.; 


Mosehart & Keller Automobile Co., 
1101 San Jacinto St, P. O. Box 
2543, Houston. 

Swan-Beach Motors, 117 S. Third 
St. Temple, Tex.; Cloverleaf 
Motors, Inc., 5807 Bluffton Rd., Ft. 
Wayne, Ind.; Harold Halwick, 482 
Albany Ave., Kingston, N. Y.; Rati- 
gan Motors, Corner Broad and 
Cornelia Sts., Plattsburgh, N. Y.; 
Harry Israel Motors, Inc., 431 W. 
Main St., Waukesha, Wis.; Auto 
Sales & Service Co., Inc., 231 Mon- 
mouth St., Newport, Ky. 

Rollyson Packard, Inc., 5115 
McCorkle Ave., South Charleston, 
W. Va.; Creveling Motor Co., 302 
S. Water St. Corpus Christi, Tex.; 
W. W. Lusher, Inc., 500 East St., 
Elkhart, Ind; Mille Miglia 
Motors, Inc., 898 Van Ness Ave., 
San Francisco; Wee Wee Motors, 
3910 Geary Blvd., San Francisco; 
Zullo-Burke Motor Corp. 149 
Main St., Port Washington, N, Y. 

Pitcher Motors, 707 Main St., 
Poughkeepsie, N. Y.; Zellsmann 
Motor Co., 128 S. Bluff St., Butler, 


Freed Renamed 


SALT LAKE CITY.—Charles C. 
Freed, Salt Lake City DeSoto 
dealer, has been reelected vice- 
chairman of the inter-industry 
committee of the Utah Safety 
Council. 
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Pa.; Jack Ivey Motors, 223 S. Fourth 
St, Fort Pierce, Fla.; Broadway 
Motor Sales Co., 504 Broadway, 
McKees Rocks, Pa.; Neuberger 
Motors Co., 1143 Broadway, Row- 
lett, N. Y.; Ralph E. Lewis Co. 
250-262 W. Pearl St., Jackson, 
Mich. 


Wannalancit Garage, Inc., 19 
Varnum Ave., Lowell, Mass.; Hawn 
Motor Co., W. Fifth St. at Jeffer- 
son, Waterloo, Ia.; Robinson As- 
sociates, 466 Lowell St., Methuen, 
Mass.; Ed James Motor Center, 1365 
S. Figueroa St., Los Angeles; 
Broadway Motors, 125 W. Missouri 
St, Midland, Tex.; Bickelhaupt 
Motor Co., 127-131 Sixth Ave., South 
Clinton, Ia. 


Esquire Motors, Ltd., 1215 S. Ox- 
nard Blvd., Oxnard, Calif.; Schrodt 
Sales & Service, 530 Norton St., 
Rochester, N. Y.; August Osterlund, 
Inc., 1180 Washington St. West 
Newton, Mass.; Freeport Motor 
Sales., 123 N. Van Buren St., Free- 
port, Ill.; Arcure Motor Sales, 617 
Detroit St. Ann Arbor, Mich.; 
Grindle Motor Co., 140 S. North- 
west Highway, Barrington, IIl. 

Shaffer Motors, 422 Taylor St., 
New Castle, Pa.; J & C Motor 
Co., Fourth and Eye Sts., Marys- 
ville, Calif.; Keefer’s Garage, Inc., 
501 W. DuBois Ave., DuBois, Pa.; 
Gardner Motors, Inc., 118 Morris- 
town Rd, Bernardsville, N. J.; 
John E. Mackenna Motors, Inc., 
1307-11 Main St., Niagara Falls, 
N. Y.; Saul’s Auto Sales, Inc., 2301 
Main St., Buffalo. 

Arthur Lessard & Sons, Inc., 1027 
Union Ave. (Lakeport, P, O.) La- 
conia, N. H.; Studebaker & Pack- 
ard Sales, Inc., 211 Ontario St., 
Toledo; Raisch Motors, Inc., 201 
Bay St., Tompkinsville, N. Y.; Mer- 
cedes-Packard-Studebaker of Port- 
land, 53 Winslow St., Portland, Me. 

Kramer Motors, Inc., 1703-09 Tus- 
carawas Ave., W., Canton 8, O.; 
Lloyd’s Motor Sales of Evansville, 
Inc., 2214-18 W. Franklin St., Evans- 
ville 12, Ind.; Beckley Motor Co., 
P. O. Box 448, Beckley, W. Va.; F. 
H. Brandes Co., 929 W. Second St., 
Hastings, Neb. 


Mont selier 


FINE MOTOR M VEHICLE BODIES 


--OUTSTANDING FOR ALL 
MULTI-STOP NEEDS! 


Whenever products must be 


delivered to multiple locations, 
MONTPELIER BODIES provide 
the best choice of vehicle. 
Engineered for easy loading, 
more parallel space, and 
maximum operating efficiency, : 
MONTPELIER offers a 
COMPLETE LINE in both FRP 


AL 


(Fiberglass-Reinforced Plastic) 


and Lightweight Steel Construction. 


SIDE-AISLE DELIVER Y— 


ideal for house-to-house retail 
sales and deliveries. 


URBAN LOW-STEP DELIVERY— 
for heavy duty multi-stop 
delivery service. 


Nous [hawalu cout Roo} Onoas! 


A new development from _ 
MONTPELIER'’s engineering .. . 
Special FRP translucent roof area 
construction is optional on either 
FRP or Lightweight Steel Bodies. 
Natural, diffused light makes the 
entire load space an effective 


workspace. 


WRITE OR CALL TODAY .. 


The Montpe 


ONTPELIER, OHIO 
Telephone: Montpelier 5-3161 


lier Manufacturing Co. 
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America’s 


finest cars offer 


wool upholstery 


‘Loday’s customers—especially the women—are 
paying more and more attention to car interiors. 
They are looking for extra quality, extra com- 
fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 


springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It never catches 


fire, and it helps the driver keep in position 
on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not ravel, sag or wrinkle. Dirt and spots 
come out more easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models will be upholstered in wool. 
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Dealer Sold Used Car 
As New, Buyers’ Suit Says 


SALEM, Ore.—Misrepresentation 
in the sale of an automobile was 
charged in a damage suit filed in 
Marion County Circuit Court, 

Florence D. and Jaqueline Won- 
setler contend that J. H. Elsner of 
Elsner Motor Co. represented a 
Packard as being new and unused 
when he sold it to them in 1956. 
They state, in their complaint, that 
it was a second-hand car. 
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News to Note... 


Auto World in Brief 


WAUKESHA, Wis.—Hein-Werner 
Corp., maker of hydraulic automo- 
bile jacks and auto body straight- 
ening equipment, has purchased the 
hydraulic pump, motor, valve and 








Sa ae ee a ae 
SALES EXECUTIVES 


MARKET RESEARCH DIRECTOR 


A new position requiring experience with proven 
ability in developing merchandising recommenda- 
tions as well as research activities. 


FLEET SALES 


Extensive experience necessary in selling high 
dollar volume products to top management. 


REGIONAL SALES 


MANAGER 


Requires several years experience in retail and 
distributor-dealer selling. 


Aviation-flying experience preferred. 


CESSNA 


Write Professional Placement Supervisor, 


CESSNA AIRCRAFT COMPANY 


5800 East Pawnee Road, Wichita, Kansas. 


Publications advertised 


in this section are not 


produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


PUBLICATIONS PROVIDE COMPLETE 


PICTURE STORIES on 


‘ Over 200 pages 


and 450 illustrations 


Fundamentals 
Diagnosis 





control business of Century Engi-| 


neering Co., also of Waukesha. The 
purchase price was not disclosed. 
The tools, equipment and inven- 
tories included in the purchase will 
be transferred to Hein-Werner’s 
plant. The products will be manu- 
factured under the Hein-Werner 


name. 
+ + * 


Minnesota Dealer Denies 


$62,932 Tax Fraud Charge 


MILACA, Minn.—Millard Horn- 
quist, an automobile dealer here, 
has filed a petition in U. S. Tax 
Court contesting a Government 
claim he owes $62,932.22 in back 
income taxes and civil fraud pen- 


alties. The dispute involves the | 


years 1945 through 1953. 

Hornquist contends he filed 
proper income tax returns in the 
period involved. He says tax in- 
vestigators are in error in assert- 
ing his net worth increased from 
$31,226 on Jan. 1, 1945, to $156,- 
367.90 on Dec. 31, 1953. 

ae * = 


Volkswagen Warehouse 


Is Opened Near Toronto 


TORONTO.—Volkswagen Canada, 
Ltd.’s new 60,000-square-foot ware- 
house has been opened in suburban 


| Scarborough. The new structure 


was designed to house parts worth 


| about $4 million. 


The company began its Canadian 

operations here five years ago. 
> 

Reynolds Shifting Offices 
In Louisville to Virginia 

LOUISVILLE.—Reynolds Metal 
Co. has announced it will move 
its general and sales offices and 
advertising department from 
Louisville to Richmond, Va. 

In a letter to workers, David 


P. Reynolds, sales vice-president, 
indicated the move would be 
gradual, with completion sched- 
uled in 1959. 

+ * 


Grayeon Directs Sales 


CHARLESTON, S. C.— Willard 
F. Grayson has been appointed 
sales manager of McKethan Olds- 
mobile, Inc. He has been in the 
|auto business since 1945. 
¥ * = 


|Business Library Guide 


Is Revised by MEWA 

CHICAGO. — The “MEWA Busi- 
ness Library Guide,” detailing busi- 
ness management materials avail- 
able to automotive wholesalers from 
| Motor and Equipment Wholesalers 
Assn., has been revised. 

Issued to keep members informed 
on what is available to them, the 
Guide consists of 50 pages and lists 
almost 2,000 studies, MEWA News 
Bulletin items, special reports and 
convention addresses covering hun- 
dreds of subjects of importance to 
automotive wholesalers. 

+ o > 


Oil Group Picks Phelps 

NEW YORK. — Thomas W. 
Phelps, assistant to the chairman 
of Socony Mobil Oil Co., Inc., has 
been elected national chairman of 
the Oil Information Committee, 
public relations arm of the Ameri- 
can Petroleum Institute. 

> > > 


Dunlop Claims Snow Tire 


Features Improved Design 

BUFFALO.—Dunlop Tire & Rub- 
ber Corp. has developed what: it 
calls an improved version of its 
Silent Traction snow tire. The com- 
pany said the tire runs quietly on 
dry pavement. 


designed sipes which open up to 
der starting or stopping traction. 
. > = 


Goodyear to Dedicate 


New Plant in Scotland 
AKRON.—E. J. Thomas, presi- 
dent of Goodyear Tire & Rubber 
Co., and two other company execu- 
tives will take part in dedication 





Fail Pennsylvania Inspection + 2-0 


Foreign Cars in Trouble 


PITTSBURGH. — Volkswagens 


made for European customers and | 


later brought to the U. S. have 
drawn the fire of authorities in the 
Pittsburgh area. 

Volkswagens made for Euro- 
peans do not have the safety 
glass, sealed-beam headlights and 
the type of turn signals and tail 
lights required in Pennsylvania. 
Volkswagens built for factory 
export to the U. S. carry the 
proper equipment. 

There were reports that the hard- 


Free Inspection 


Offered in Drive 


On-the- Car Service |On Unsafe Tires 


a Overhaul Instructions 


Complete Flat Rate 


and 


Tool & Equipment Data 


Co covers all Dual-Range 


Hydra-Matic Transmissions 
through 1957. 


Zaumeutve covers all Fordomatic, 


Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


Please order by Manual Number 


WASHINGTON. — Tire dealers 
throughout the country will unite 
in a campaign Oct. 12-31 to get un- 
safe tires off the road. 

The “Safe Tires Save Lives” cam- 
paign is sponsored by the tire in- 
dustry in cooperation with the 
Inter-Industry Highway Safety 
Committee. 

During the campaign tire dealers 
will offer free tire checks and urge 
motorists to retire unsafe tires 
through the use of collection points, 
special displays and advertising. 

“Dealers cooperating in the pro- 
gram can provide a life-saving 
traffic safety service by advising 
motorists of any unsafe tire condi- 
tions,” said L. E. Stone jr., first 
vice-president of the National Tire 
Dealers & Retreaders Assn. 

Citing the potential danger of 
unsafe tires, M. R. Darlington jr., 
managing director of the Inter- 
Industry Highway Safety Commit- 
tee, said: 

“Two out of every three vehicles 
in the nation use our streets. and 
highways with no official inspec- 
tion of safe-driving condition. Only 
14 states and the District of Colum- 
bia require periodic motor-vehicle 
inspection. That means that 46 mil- 
lion vehicles are running on 184 
million tires that may be traffic 
hazards.” 


panies and rental agencies and 
then imported into the U. S. These 
cars do not have US.-type equip- 
ment. 

There were also reports that 
speedometers were turned back by 
used-car dealers who then sold the 
used VWs as new. 

Authorities report that some im- 
| properly equipped Volkswagens are 
being approved by State inspection 
stations while other owners are 
being required to make the neces- 
sary changes. 

There are conflicting reports on 
what it costs to have a VW fitted 
according to Pennsylvania regu- 
lations. One report put the figure 
at $260. Other estimates range 
downward. 

Inspection difficulties are being 
investigated by police, the Pitts- 
burgh Better Business Bureau, 

Pennsylvania Automobile Dealers 
Assn., auto clubs and organizations 
formed by Volkswagen owners. 

Army personnel stationed in 
Europe are reportedly involved in 
a three-way shuffle with European 
VWs, used-car dealers in the U. S. 
and the Government. 

The serviceman who is about to 
return home is asked to buy a 
VW. He has it shipped to the 
U. S., at Government expense, 
when he comes home. 

He then turns it over to a dealer 
and gets a $100 bonus for his 
trouble. Some dealers have found 
later that the serviceman bought 
a good used Volkswagen and made 
a little extra on the deal. 





S-P Dealers Pick Dooley 


MINNEAPOLIS. —Ferris Dooley, 
general manager of the automotive 
division of F. B. Clements Co., 
Mankato, Minn., has been elected 
president of the Studebaker-Pack- 
ard Dealer Advertising Assn. in the 
Upper Midwest. 


Dunlop said the tire has newly) 
give additional gripping edges un-| 


to-get VWs were being bought from 
European fleet operators, taxi com- | 








of the company’s newest foreign 
plant in Glasgow, Scotland, Sept. 26, 

Accompanying Thomas w ill be 
P. E. H. Leroy, executive vice. 
president of the parent company 
and F. T. Magennis, president 
Goodyear International Corp 

Capacity of the Glasgo 
will be 1,200 tires a day 
about equally between p: 
and truck tires—and emp) 
will be approximately 360. 

The new plant brings to 
number of Goodyear pro ‘uction 
units outside the United States. i 
will be operated under the direction 
of Goodyear Great Britain. 

oa o + 
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Foe of Communism Wins 
World Management Award 


DAYTON, O.— Adriano Olivetti, 
Italian office machine manufac. 
turer, has been named Interna. 
tional Management Man of 1957 by 
the National Management Assn. 


He will receive the Edward 0, 
Seits Memorial Award at NMA’s 


| national conference in Pittsburgh, 


Oct. 25-26. Olivetti is widely known 
for his anti-Communist activities 
in Italy and particularly around 
the village of Ivrea, site of his main 
factory. 


~ 








UTICs 


GIFT TOOL KITS 


Prize selections of midget and 
full-size hand tools. Handse 
leather or plastic kits. Guaranteed 
quality. Sure to please custe 
business associates or friends. 


WRITE FOR 


FREE COLORFUL CATAL? 


Many selections for every budget. 
Liberal Quantity Discounts! 
*#eeoeeeeeeeeev eevee * 


* Address inquiries to Business Gift De; 


Kelsey-Hayes Co., Utica 4, New York 


Hallmark of quality in Hand Tools since 1895 
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New Rambler Dealers 
“Signed in September! 


andso 

anteed 
‘ustome 
nds. 


















MAIL THIS COUPON AND 
FIND OUT WHY! 


or MAIL COUPON TODAY! 


It Pays To Be A DIRECTOR OF DEALER DEVELOPMENT 


AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN . 






Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 
inquiry will be held in strictest confidence. 
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Volvo Sees Itself 
As a ‘Slow Grower’ 


By Robert M. Lienert 
Associate Editor 

DETROIT.—“We will not try to 
grow too big too fast,” says the 
head man of Volvo in discussing 
the Swedish firm’s plans for the 
U. S. market. 

At the same time, Gunnar Engel- 
lau, managing director of Aktiebol- 
aget Volvo, who visited Detroit last 
week, made it plain that Volvo is 
not merely skirmishing in the ex- 
port market. 

“We are here to stay,” he said 
firmly. “Where we can compete 
on an equal basis, we will do all 
right. We are doing all right in 
the U. 8S.” 

Perhaps one of the reasons why 
Volvo.is doing “all right” is 
Engellau’s passion for service. 

“Service must be sufficient and 
efficient,” he said. 

The service manager for the 
U. S. reports directly to Sweden. 
He has six “service engineers” in 
the field in the U. S., who inspect 
dealerships minutely and conduct 








ers today! 
And here is a personalized 


tell the complete story of 
ship, your line — with 


and follow-u 
creates exci 


. 2 ee 
THIS 1S A_ TERRIFIC 


produced exclusively for you for dis- 
tribution without competition in your 
selling area. In this package you can 
our dealer- 
ctures. This 
unique news style and pictorial cover- 
age gives your new car announcement 
an air of importance... 
ent-in the readers and 
an urge to come in to your showroom 
and see the details of your new car. 


2500,: 
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training sessions for dealership 
mechanics. 

The quickest way for a Volvo 
dealer. to lose his franchise is to 
get caught with a slipshod service 
department. The field service en- 
gineers send elaborate reports on 
each dealership to the service man- 
ager upon the completion of each 
visit. 

When a new y dealership is about 
to be franchised, the contract is 
not signed by Volvo until the serv- 
ice manager has satisfied himself 
that the prospective dealer is going 
to operate a service department 
that is up to Engellau’s personal 
standards. 

“We are very careful that every 
car we can sell, we can take care 
of,” Engellau said. “Sometimes the 
sales boys get a little impatient.” 

Each Volvo dealer must buy a 
special tool kit and a minimum kit 
of parts before he receives cars to 
sell. Volvo has 380 dealers in the 
U.S. and plans to add only a few 
more. 


A well-stocked parts depot is 


NOW — 


Personalized Promotion | 
Attracts Floor Traffic 


Through personalized direct mail, it is 
now possible for you to concentrate 
your new car promotion efforts and 
realize more sales return per dollar than 
from any other form of local advertising. 


Successful dealers everywhere are find- 
ing that the key to profitable car selling 


ve. mt 


is through pin-pointed advertising within _ | Visitors Flock to See 
their area of highest sales potential. aeerseseers| "58 Blank in Debut 
Easy to read newspaper style adver- See E | At Your Auto Sales 


tising is the most productive, lowest 
cost medium available to new car deal- 


newspaper 


SELLING 


TOOL — TIE YOUR SALESMAN 
INTO YOUR ADVERTISING PROGRAM! 
Nowhere else can you publicize your entire dealership, tell the whole story, in short— 


ADVERTISE YOUR NEW CARS, USED CARS, SERVICE DEPARTMENT, 
PARTS AND ACCESSORIES DEPARTMENTS—ALL FOR ONE LOW COST! 


stitte as) 37 


(F.0.B. Detroit) 
ospecill ——— extra 


r 
| Mail This Coupon Today for Full Details; Sample Copies 


| FARRAND PUBLICATIONS, - 
1 320 Beaubien St., Detroit 26, Mich. 


| Please send me full details, prices and samples on the publication 
| of my own personalized paper. 


INC. 
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A Proven Method Toward 
Profitable Car Sales ... 


x * * 
"Giant Clearance Sale on Quality Used Cars 


Your Auto Sales 
Your Name News 


YOUR AUTO SALES 
_UNVEILS NEW ’98 





maintained in Detroit for parts 
which dealers may not have in 
stock, First rule at the parts 
depot is that the shipment must 
be on the way within 24 hours of 
the time it is received. 

Engellau is an engineer and econ- 
omist through formal training. He 
is also a production man, a sales- 
man and a purchasing agent by 
practical training in the exacting 
school of Swedish business. 

In discussing Volvo’s sales pros- 
pects in the U. S., he says first: 
“We will not disturb U. S, makers 
now or later on.” 

“We can never go below a certain 
number and will not try to sell 
above a certain number.” 

Volvo will sell about 12,000 cars 
in the U. S. during 1957, and plans 
to market 15,000 in 1958. This is 
the lion’s share of a total output 
of 50,000 units in 1957 and a planned 
62,000 in 1958. Volvo exports to 36 
nations besides the U. S. 

Volvo, he said, plans a factory 
expansion in 1959, but he declined 
to discuss details. He did say, 
however, that no Volvo would 
ever be manufactured or assem- 
bled in any country except 
Sweden. 

“We do not use cheap labor,” he 
said, claiming that, in terms of 
purchasing power, the Swedish fac- 
tory worker is better paid than is 
his U. S, counterpart. 


High manufacturing costs in 
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SPECIAL FEATURES: 


| 

| © Low-cost ‘handling of all mailing 
| for “you in any area(s) you 
| designate—or to your prospect, 
| customer or service list. 

| @ Pictures and descriptions of your 
| cars, dealership (or personnel). 
| © Complete personalizotion—your 
| name, your used car copy, your 


terms. 
| © Exclusive rights in your com- 
| munity. 
| DON'T DELAY 


| <x REQUEST 
i DETAILS TODAY! 
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Sweden, he said, preclude any Obituaries 


chances of cutting the U. S. price 
of Volvo ($2,170 for a two-door 
sedan at New York port of entry). 
On the other hand, there will be no 
increase in Volvo prices for 1958, 
he said. 


In discussing Volvo's future, 
Engellau said, “We can never 
afford to make a new model each 
year and we will never do it.” 


Volvo plans to export to the 
U. S. later on a line of diesel 
trucks, buses and farm tractors. 


“Our only problem is whether 
U. S. car makers decide to enter 
the small-car field,” he said. 

“Can an American maker 
economically turn out a smal] car 
of high economy and quality?” 
he asked. 

Then he answered his own ques- 

tion: “I believe they cannot.” 
_ Although Volvo has marketed 
cars in the U. S. for less than two 
years, it is not a stranger to De- 
troit. For 27 years Volvo has main- 
tained a purchasing office in De- 
troit, buying and shipping to Swe- 
den each year about $10 million 
worth of — Volvo will sell back 
to the U. this year slightly more 
than Ad, that amount in cars and 
machine tools. 

The Volvo group ranks fourth 
among Swedish industries in size, 
and is the 97th biggest industrial 
firm in the world outside the U. S., 
Engellau said. 

In addition to cars, trucks, buses 
and farm tractors, the 30-year-old 
firm makes farm machinery, jet 
aircraft engines, marine and indus- 
trial engines (gasoline and diesel, 
from 15 to 250 horsepower), ma- 
chine tools, printing presses, road 
graders and sawmill machinery. 

The printing press business is 
a brainstorm of Engellau’s—who 
diversified his jet-engine factories 
to turn out the presses during 
slack periods in jet manufacture. 

Engellau, tall, wiry and athletic, 
carries his 49 years gracefully and 
an interviewer gets the idea that he 
handles a pen, a wrench or ski 
poles with equal facility. 

He has been with Volvo for a bit 
more than 14 years: 13 years as 
president of Svenska Flygmotor 
Aktiebolaget, the jet-engine sub- 
sidiary, and 1% years as managing 
director of the Volvo group. 

He points with quiet pride to the 
translation of Volvo (a Latin word, 
not Swedish): “I am rolling.” 








Frank W. Yale, 63, 


Plymouth Dealer Aide 


DETROIT, — Frank W. Yale, 63, 
director of dealer relat ions for 
Plymouth, died Sept. 30 in a De 
troit hospital after a heart “attack 

A veteran of 30 years in the auto 
industry, he joined Chrysl:r Corp. 
in 1936 as a service representative 
of the parts division. 

* . + 


Allen William Rice 


ST. PETERSBURG, Fia.—Allen William 
Rice, 69, a retired automobile dealer from 
Northfield, O., - — Sept. 27 

* 
Charies C. Clark 

SUFFOLK, Va.—Charles Christopher 

Clark, an auto dealer 41 years, ‘lied Sept, 


27. He was 69. Mr. Clark was 4 dealer 
here from 1913 to 1924, and from 1924 tp 
1932 he operated a business ir Wilson, 
N. C. He returned to Suffolk in 1932 ang 
opened C. C. Clark Motor Co. which he 
headed until he retired in 1954. His son-ip. 
law now operates =. 


Charles J. Barry 
ST. LOUIS.—Charles J. Barry, 74, one 
of the first Ford dealers in St. Louis, died 
Sept. 17 in a hospital here after a long 
illness. 
* * * 
John J. Mitchell 
LANSING.—John J. Mitchell, 
dent of the Liquid Glaze, Inc., 
died Sept. 26 at his home after a 
attack. 


59, presi- 
since 1948, 
heart 


Besnard L. Siciman 
MELBOURNE, Fia.—Bernard L. Heiman, 
owner of nen Pontiac Corp., is dead. 
* 
Walter Ham Jay 
NORTH LITTLE ROCK, Ark.—Walter 
Ham Jay, 65, a retired automobile dealer, 
is dead. 
* * 
Harry E. Austin 
OKLAHOMA CITY.—Harry E. Austin, a 
former Chrysler- Dodge dealer in El Dorado, 
Kans., died Sept. 25. Mr. Austin, 67, had 
lived in Oklahoma City since retiring from 
the automobile business in 1950. 
* > * 


Eben C. Sprague 
BUFFALO.—Eben C. Sprague, 68 for. 
merly in the automobile business here, died 
Sept. 23 at his home in Newport Beach, 
Calif. He was a partner in the old Mée- 
drum Motor Corp. 
* . 


David J. Griffith 
DETROIT. — David J. Griffith, 74, an 
Oldsmobile dealere for 30 years before re 
tirement three years ago, died Sept. 27. 
He was a past president of the Detroit 
Automobile Dealers Assn 
* . * 


Harold O. Clark 

SYRACUSE.—Harold O. Clark, 63, whe 
operated the Buick and Pontiac dealership 
in Elbridge tor 36 years, died Sept. 24. He 
was a member of NADA and New York 
State Automobile Dealers, Inc., and & 
former director of the Syracuse Automobile 
Dealers Assn. 

- 


James E. Collins 
SEATTLE.—James E. Collins, 67, @ 
automobile dealer from 1913 to 1943, died 

at his home of a heart attack. 


John O. Munn Dies at 71; 
Advised Dealers 36 Years 


(Continued from Page 3) 


tive News offers to its dealer sub- 
scribers.” 


Carl R. Lane, president of ATAM, 
delegated three dealer association 
managers to represent the national 
organization at Mr. Munn’s fu- 
neral, They were Earl Burrows, of 
Cleveland; Gil Haley, of the Michi- 
gan association, and Ed Trepinski, 
of Toledo. 

“John Munn will be mourned by 
thousands upon thousands of auto- 
motive men throughout the land,” 
Lane said. “His helpful column in 
Automotive News each week will 
certainly be missed. P 


ME MUNN. was president of the 


Toledo chapter of the Automo- 


elected to that post last June. 
Other Toledo affiliations included 
the Exchange Club, of which he 
was past president, and the Ash- 
land Ave. Baptist Church. 


Services were held in the 
Bennett Mortuary, with burial in 
Woodlawn Cemetery here. 

Survivors include his Widow, 
Signora; daughters, Nancy and 
Mary, both of Los Angeles; broth- 
ers, Raymond E., James C. and 
Donald C. all of Cleveland, and 
Glenn G., of New York; sisters, 
Mrs. Merle - Breitenwiseher, of 
Grand Rapids, Mich, and Mrs 
James Cash, Cambridge, oO. 


The family residence is at 2535 


bile Old Timers, having been|W. Bancroft St., Toledo. 





The Automobile 
By John O, Munn 
(Written in 1921) 

I am speed made subject to human will. I give mankind dominion over 
distance. I open the avenues of all the world to humanity. I enlarge the 
radius of human life. I expand the horizon of human opportunity. I give 
to man a locomotion as rapid and as subtle as his desire. I give to his 
body the speed and mobility of his ambition. I promote peace and good 


fellowship in the human race, for I have bridged the spaces that kept 


men isolated and ignorant of each other. I hurry the master minds of 
the: world to conference places where the destinies of nations are de- 
termined. I snatch the dying from the scythe of Death and outrun him 


a thousand times a day. I am the silent partner in all the business houses ~ 


of the world. I save hours out of man’s work-day and give them to him 
to play with. I make man free of all the far places of venture, recreation 
and delight. [am the most capable and constant servant in the homes of 
men. I bear the sick swiftly and gently out to nature whose touch puts 
the roses into cheeks fatigue has faded. I take men from their stifling 
cities of steel and stone out to the murmuring streams and wind-swept 
meadows. I cement the ties of home and kinship with the blessing of 
Hence tos reunion and concerted recreation. I give supremacy of locomo- 
tion to man whom nature made slower than the beasts. I am individual 


® | transportation free of all laborious limitations . . I am the Automobile. free of all laborious limitations . 


. I am the Automobile. 
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Detroiter ‘Hounded’ to Death .. . 





Teamster Plot on Dealer Claimed 


(Continued from Page 3) 


that the strain, harassment 
violence of the Teamster cam- 
had killed her husband. 


Kritch said the auto salesmen’s 

dwindled out in 1955, and 

that Lower said they were “a 
panch of dopes” and he was “giv- 
ing them up.” 

Lower is now described as a 
Detroit real estate man. Local 376, 
powever, is still active in organiz- 
ing salesmen in the Detroit area. 

The union is currently in its third 
month of picketing at Dameron 
Motor Sales, Inc. (DeSoto-Plym- 
outh), in Detroit, and in its fourth 
month at Bill Root Chevrolet, Inc., 
jn suburban Farmington. 

7” > * 


ee ooaet the Teamsters 
union announced it has signed 
its first contract for auto salesmen 
in the Toronto area. It is a union 
shop for eight salesmen at Brimley 
Motors, Ltd, (Ford-Edsel), in sub- 
gban Agincourt. 

The contract, which is consid- 
ered revolutionary within the 
trade because of its commission 
arrangements, is expected to set 
the pattern for contracts with 
other dealers in the area. 

Jack Robinson, union representa- 
tive, said the agreement, signed 
with Local 930, gives salesmen a 
$%5 base salary for a 48-hour week. 
kh also calls for a 3 percent com- 
mission based on the price paid the 
manufacturer in new car sales, and 
a6 percent commission on the 
éllar difference in used-car sales 
with tradein. 

Other provisions include 10 per- 
cent commission on all accessories 
and options, $30 to be divided among 
the salesmen on house sales, paid 
vacations, six paid holidays, work- 
men’s compensation, a jointly paid 
welfare plan, seniority rights and 
grievance procedure. 

The company also agreed to 
supply demonstrators with full in- 
surance, maintenance and gasoline 
dlowance. 

Robinson said the contract is 
the result of several months of 
intensive organizing. Unions for 
ear salesmen are unusual in 
Canada. 

Local 930 was organized last year 
to serve Toronto’s 3,000 car sales- 
men. Certification was granted for 
several firms and a number of ap- 
plications are pending before the 
Ontario Labor Relations Board. 

> . * 

UTO manufacturers received 

some advice last week from 
Ernest G. Swigert, president of the 
National Assn. of Manufacturers. 

Speaking to the Economic Club 
of Detroit, Swigert called upon 
the auto industry to resist de- 
mands by the United Auto 
Workers for a shorter work 
week. 

The UAW has given the shorter 
work week, coupled with a sub- 

stantial wage increase, top priority 
in the demands to be made on the 
auto companies next year. 

Surrending to the union proposal 
for a shorter week, he said, will 
give unions a “device to secure 
More overtime” and will “speed up 
the destructive course of inflation.” 

“It will do no good to write 
treatises proving economic un- 
wisdom of a shorter work week 
at this period if. you don’t have 
the courage to face a strike.” He 


L-M Reshuffles 


Sales Personnel 


(Continued from Page 2) 


ton, T. C. Smith; Denver, C. L. Hos- 
tetler; New York, P. R. Davis; St. 
louis, J. A. Hall; Philadelphia, J. 
F. Abely; Oakland, Calif. F. L. 
Macarty; Washington, W. B. Grete; 
los Angeles, G. L. Boggs; Atlanta, 
W. A. Toms, and Seattle, W. H. 
Jacksonville, A. W. Luster; Cleve- 
E. F. Coll; Chicago, J. B. 
e; Buffalo, H. G. Maides; De- 
it, P. D, Warren; Houston, G. T. 
ith; Twin Cities, R. M. Thomp- 
; Kansas City, G. B. MacKen- 
m=; Cincinnati, J. D. Platt; Mem- 
W. L. Brenner; Dallas, G. H. 
‘“hricker; Omaha, R. H. Neely, 
ad Pittsburgh, J. W. Lancaster. 





added that “as Detroit goes, so 
goes the nation.” 

A UAW spokesman retorted: 

“Swigert does not represent the 
auto industry, The NAM never did. 
The only fortunate thing about 
Swigert is that he represents only a 
tiny fraction of industrial manage- 


ment. 
* 


* = 

THE factory front, the UAW 

has disclosed its intention of 
resisting announced plans of Chrys- 
ler Corp. to shift its two plants at 
Evansville, Ind., to other locations. 
L. L. Colbert, Chrysler presi- 
dent, announced that the com- 
pany was studying the operation 





License for Time Sales 


Required in Florida 


TALLAHASSEE. — Auto deal- 
ers selling cars on installment 
terms and finance companies 
purchasing auto paper now must 
be licensed by the State comp- 
troller. 

The requirement is part of a 
finance law that took effect Oct. 
1. Both new and used-car deal- 
ers must purchase the $25 
licenses. Banks, trust companies 
and industrial banks are exempt. 





of the Plymouth assembly and 
body plants at Evansville in re- 
lation to comparative costs with 
other locations. 7 

Norman Matthews, director of 
UAW’s Chrysler department, 
pledged the union’s support in re- 
sisting transfer of the plants in 
a letter to Evansville Mayor Vance 
Hartke. 


Matthews and Hartke claim that 
neither the union nor the Evans- 
ville administration had been in- 
formed of Chrysler’s dissatisfac- 
tion with operations in the Indiana 
city. About 7,000 persons would be 
affected if the plant were moved. 

Normal operations have been 
resumed at General Motors’ 

Fisher Body division stamping 

plants in Mansfield, O., and 

Marion, Ind. These plants, which 
turn out body parts for all GM 
divisions, were closed for eight 
days by a strike, The shortage of 
parts delayed production of 1958 
Buicks a week, and shut down 
seven Buick-Oldsmobile-Pontiac 
assembly plants. 

A third GM strike in a Chevrolet 
plant at Muncie, Ind., where four- 
speed transmissions for trucks are 
made, was settled last Wednesday. 
Full production is scheduled to 
start today. 





Clocker Cab Confirms 
Plans to Sell Family Car 


KALAMAZOO, Mich. — Checker 
Cab Mfg. Corp. last week con- 
firmed reports that it plans to in- 
crease its efforts in the family- 
ear field. A four-door sedan de- 
signed for the economy minded is 
scheduled to appear next spring. 

The car’s name — as yet un- 
announced — will not associate 
the vehicle with Checker Cab, 
and the car will have certain 
styling refinements so that it will 
not appear to be simply a cab 
without a meter. 

Basic construction and styling, 
however, will be much the same 
as the company’s for-hire units. 
Wheelbase will be 120 inches, and 
the cars. will be 200 inches long, 76 
inches wide and 61 inches high. 

They will be six-cylinder models 
and horsepower will be about 140. 
Checker buys its taxicab engines 
from Continental Motors, Muske- 
gon, Mich. 

If there is a demand for more 
power, the company may introduce 
a heavier engine in a few years. 
No annual model change is 
planned, however. 


Checker expects to build about 
12,000 cars in 1958, and this 
figure presumably includes cab 
production as well as that of the 
family-type model, In the first 
nine months of this year, the 
firm turned out slightly more 
than 3,000 units. 

Tooling and plant-expansion 
costs reportedly will total about $5 
million. 

Because of the limited volume, 
Checker will not set up a dealer 
organization. The company’s cabs 
—some of which now are sold to 
the public—are distributed through 
the factory and zone offices of or- 
ganizations affiliated with Checker. 

The company reportedly is set- 
ting up sales and service branches 
in 35 urban centers and is trying 
to interest dealers in established 
lines in handling the new car. 
Morris Markin, Checker presi- 
dent, said the car will have al] the 
power assists that buyers want to- 
day. It was estimated that the 
sedan would sell for about $2,500 at 
the factory, including automatic 


Dealer Sued in Crash; 


Car Called Defective 


BEAUMONT, Tex.—Holly Motor 
Co. has been sued for $139,850 by 
Mr. and Mrs. Allen Broussard and 
Mr. and Mrs. Harold English. 

The four plaintiffs contend that 
a car sold to them by Holly had a 
cracked tie rod, which caused the 
car to overturn and injure them. 





transmission and power steering, 
brakes and seat. 

The cars will have dual head- 
lights and wraparound wind- 
shields. The grille will be distinct 
from that used on Checker cabs 
and there will be a slender 
chrome strip along the sides of 
the body. 

The rear end will résemble the 
taxicab, but there will be more 
usable trunk space. Six colors will 
be available with matching or con- 
trasting interior trim using fabrics 
with leather borders, 

Markin said the car has been de- 
signed to “perform like a pleasure 
car and take punishment like a 
taxicab.” 
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United They Stand— 





All of the franchised new-car dealers in Waltham, Mass. joined forces in the 
used-car buying campaign, ‘Operation Demonstration." Dealer representatives were 
congratulated by Mayor Paul Shaughnessy (extreme left). From left are, front row, 
Jack Perry, Waltham Motor Co.; Jim Bothen, Towne-Line Motors; Fred J. Talento jr., 
Look magazine, and Bill Mitchell, West End Chevrolet and a NADA director. Second 
row, Seth Johnson, B & B Motor Co.; Ed Mara, Hall-Mara Co.; Ed St. Germain, St. 
Germain, Inc.; Walter D. Abbott, Abbott Motors and Ed Holmes, Holmes Motors. Top 
row, Bill Deiner, Deiner Motors; Jim Gustin and Hank Brown, both of Twinbrook Motors. 


* * * 


* * * 


‘Operation Demonstration’ 
Catches on Big with Dealers 


NEW YORK.—Enthusiastic part- 
ticipation by dealers all over the 
country in “Operation Demonstra- 
tion,” second national used-car pro- 
motion at the franchised dealer 
level, has been reported by Look 
magazine and NADA, cosponsors. 


Some dealers, according to the 
sponsors, conducted their “Opera- 
tion Demonstration” promotions 
on an individual basis, while 
many others joined forces, as in 
Waltham, Mass., during the Sep- 
tember campaign. 

All of Waltham’s 11 franchised 
new-car dealers united in a cam- 
paign to emphasize that the fran- 
chised dealer has the best buys in 
used cars, the sponsors added. 

Waltham Mayor Paul Shaugh- 
nessy joined in the campaign's 
kickoff, congratulating the dealers 
for their “outstanding community 
spirit in conducting this coopera- 
tive industrywide public service 
campaign.” 

The dealers pooled efforts in a 
series of newspaper ads and radio 
announcements during the two- 
week drive. 

The public was told that the best 
way to buy a used car is to get be- 


hind the wheel on a demonstration 
drive and check the car’s perform- 
ance personally. 

The 11 Waltham participants, 
representing all makes of cars, 
were Bruce Parker Buick, Towne- 
Line Motors, Waltham Motor Co., 
Twinbrook Motors, West End Chev- 
rolet, Abbott Motors, B & B Mo- 
tors, Holmes Motors, Hall-Mara 
Co., St. Germain, Inc., and Deiner 
Motors. 

The first “Operation Demonstra- 
tion” was held last September by 
Look and NADA. 





Taylor Visits Europe, 


Eyes Import Franchise 


LOS ANGELES. — Frank Tay- 
lor, president of Frank Taylor 
Ford, is touring Europe on a 
vacation trip and is investigating 
the possibility of acquiring a for- 
eign-car franchise for this area. 

While in Germany, he will visit 
the nine dealers who spent sev- 
eral days at his dealership during 
a recent trip to the U. S. 








Boytertown gives you a choice of 17 standard 
Merchandiser* and flat face cowl bodies—all 
with the industry’s most advanced features. 
The highest traditions of Pennsylvania 
Dutch craftsmanship assure you of long body life, 
few repairs. Special construction and outfitting 
for your business gives you a custom body 
at a production line price. Put more pay 
in your payloads with a Boyertown. 
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Sales Goal Put at 180,000 
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Cars... 


Big Gain in 1958 Seen for AMC 


(Continued from Page 2) 


180,000 sales, we should make very 
good money.” 
> 


* + 

OMNEY’S basis for his rosy 

predictions is his absolute be- 
lief that AMC’s entire line is in 
the “growth portion” of the U. S. 
car market — the small-car and 
compact-car field. 

He expects this part of the mar- 
ket to hit between 7 and 8 percent 
of registrations in 1958 and sees it 
growing to 50 percent by the end 
of the 1960s. 

When Romney speaks of the 
compact car, he means the 108- 
inch-wheelbase Rambler, top 
seller in the AMC line, His 
company also is well represented 
in the smalli-car class with the 
85-inch Metropolitan and the re- 
vived 100-inch Rambler Ameri- 


can. 

AMC will bring back the 100- 
inch job after a three-year absence 
with production scheduled to be- 
gin Dec. 1. Automatic transmission 
will be available, something of a 
rarity on small cars. 

> > > 


OUNDING out the new AMC 

line is the Rambler Ambas- 
sador, which has replaced Nash 
and Hudson as the company’s 
senior line of cars. Romney said 
the Ambassador would be priced 
substantially below the 1957 senior 
lines. 

Prices of the Rambler Six and 
Rebel V-8 series will rise, but 
Romney declined to say how 
much. He mentioned that labor 
costs have risen 7% percent and 
materials costs have climbed 5% 
percent in the last year. 

Public introduction of the new 

models is scheduled for Oct. 22. 

Other reasons listed for the pre- 
dicted AMC upswing were an im- 
proved product program, a better 
cost structure and the “fastest 
growing dealer body in the 
dustry.” 

The company achieved savings 
of $94 million in 1957, chiefly in 
nonmanufacturing expenses. Rom- 
ney said union cooperation has 
been a factor. 

> 7 > 


R° ABERNETHY, automotive 
distribution and marketing 
vice-president, ex panded on the 
growing strength of the dealer 
body. He said AMC has signed 552 
dealers since Jan. 1, including 123 
in September. 

“This represented one important 
new dealer every hour of every 
working day in September,” he 
said. “We have more applications 
for Rambler franchises on hand 


in- 


Safest AF Driver 
To Win a ‘Hawk’ 


judged the safest driver in the 
command during its “Drive-Safe 
Campaign,” which runs until Dec. 
31. 


“The increase in private motor 
vehicle accidents resulting in injury 
and death to airmen under 25 years 
of age within the Air Defense Com- 
mand calls for corrective action,” 
said Ralph M. Riley, Command 
director of ground safety. 

Many other runner-up prizes will 
be awarded, Riley said. 


establishments even though there 
are no such 1958 cars, There are 
“no specific plans” to bring back 
Nash and Hudson, he said. 

. + + 


BERNETHY said Rambler sales 

hit a record 86,000 in the fiscal 
year just ended, topping the for- 
mer mark of 72,223 set in 1954-55. 
The total was said to be 31 per- 
cent ahead of 1955-56 Rambler 
sales. 

“Our dealers could have used 
5,000 to 7,000. more Ramblers in 
the July-September period,” he de- 
clared. The company was unable 
to fill orders because of the shut- 
down for model changeover. 

October orders have exceeded 
original production schedules, 
Abernethy added. 

Enlarging on his prediction that 
the trend is to small and compact 
cars, Romney declared that “the 
Big Three bandwagon is going 
down the three blind alleys of size, 
horsepower and styling obso- 
lescence.” 

“Historically,” he declared, “the 


Auto Old Timers 
To Pay Tribute 
To 5 Industrialists 


NEW YORK.— Five leaders of 
American industry will be honored 
at the 18th anniversary dinner of 
Automotive Old Timers at the Wal- 
dorf-Astoria Hotel here Oct, 8. 
Willard F. Rockwell, president of 
the coast-to-coast organization of 
pioneers, announced. 

Stanley C. Hope, president of 
Esso Standard Oi] Co. is chairman 
of the dinner committee. This affair 
will .salute the petroleum industry, 
with Frank M. Porter, president of 
the American Petroleum Institute, 
as guest of honor. 

William G. Power, advertising 
manager of Chevrolet, will be prin- 
cipal speaker. Levin H. Campbell 
jr, chairman of the Automotive 
Safety Foundation, Washington, D. 
C., and an AOT director, will be 
toastmaster. 

Recipients of Distinguished Serv- 
ice Citations to be awarded by the 
Old Timers will be: 

Eugene Holman, chairman, Stand- 
ard Oil Co. (N. J.); W. Alton Jones, 
chairman, Cities Service Co.; John 
L. McCaffrey, chairman, Inter- 
national Harvester Co.; Thomas W. 
“Tommy” Milton, twice winner of 
the 500-mile Indianapolis Sweep- 
stakes, and Dr. Robert E. Wilson, 
chairman, Standard Oil Co. (Ind.). 





top volume American cars achieved 
their maximum market penetration 
when they were 100-to-110-inch- 
wheelbase vehicles, 

* + + 


“WHEY have all vacated the his- 
torical volume area at a time 
when the American economy is 
again screaming for greater com- 
mon sense in motor car design.” 
Traffic congestion and lack of 
parking space are other factors 
that dictate smaller cars, accord- 
ing to the AMC chief. 

He also insisted that the big, 
powerful car has lost much of its 
attraction for the consumer’s dol- 
lar. 


Speaking of the growth of 
multiple-car families, he asserted 
that a family now wants a 
“wardrobe” of cars, rather than 
one large, high-priced unit. 

Asked about air suspension, 
Romney said it will be available on 
the rear wheels of AMC V-8 models 
after the first of the year. It will 
be coupled with some sort of level- 
ing device. 

Abernethy noted that no big 
year-by-year styling changes are 
planned for the Rambler Ameri- 
can. He said this would enable 
the company to price the car lower. 

= * = 

OY D. CHAPIN, JR. AMC 

executive vice-president and 
general manager of the automo- 
tive division, told the newsmen 
that the introduction of the 1958 
models marks a new era for the 
firm. 


He said the completion of the 
company’s three-year program of 
consolidation and integration, be- 
gun in 1954, “will bear fruit in im- 
portant manufacturing and opera- 
ting advantages in the coming 
year.” 

The automotive division was in 
the black, he said, on July 31, the 
end of the 10th month of the 
1956-57 fiscal year. 

“The automotive division’s loss,” 
he declared, “will be a small frac- 
tion of the year-ago figure and far 


below what we had estimated.”| © 


Operating expenses were 30 percent 
below those of the previous fiscal 
period, he said. 


American Motors lost $19,746,243) -~, 
in the fiscal year ended Sept. 30,| 


1956, but the company did not say 
what portion of that figure was 
due to automotive operations. 

For the first nine months of the 
just-ended fiscal year, the corpora- 
tion’s net loss had been trimmed 
to $6,467,926. 


At Regio nal Meetings... 


Legislative Issues Aired 


WASHINGTON .—The transporta- 
tion and communication department 
of the U. S. Chamber of Commerce 
plans to take next year’s legislative 
issues in its fields directly to busi- 
nessmen in local communities. 

The purpose of the plan is to 
develop strong grass-roots sup- 
port for these matters when they 
come before Congress, 

National issues vita] to these in- 
dustries will be discussed this fall 
at meetings arranged through the 
individual chambers of commerce. 
The meetings will be conducted by 
Gerald W. Collins, manager of the 
department, and Verne R. Sullivan, 
assistant manager. Meetings have 
been scheduled in nine cities of 
the Southwest and West, and others 
are now being arranged. 

In order to determine which 
issues are of the most concern to 
transportation and communication 
members of the chamber, the de- 
partment sent queries last July to 
about 1,000 companies. The response 
indicated paramount interest in the 
following four subjects: 


Lake City, Utah, today (Oct. 7); 
Ogden, Utah, Oct. 8; Portland, Ore., 
Oct. 9, Seattle, Oct. 10, and Tacoma, 
Wash., Oct. 11. 


50 Years Later— 


New Dealership—New NADA Member— 


With the opening of Titus Edsel Sales Co. in Tacoma, Wash., and with his son 
in managerial roles—Leon E. Titus sr., left, Washington NADA director and veteran 
Tacoma Ford dealer, lost no time in signing up the new firm as an NADA member: 
The sons are Paul H. Titus, second from left, and Leon E. Titus jr., third from left, 
At right is James W. Will, Titus’ son-in-law who is associated with him in Titw 
Motor Co. and is president of the Tacoma Automobile Dealers Assn. 


Auto Personnel 


John F. Hack has been appointed 
customer service manager, fabri- 
cated products, for Western Brass 
Mills division, Olin Mathieson 
Chemical Corp. He will be located 
at the division’s executive offices 
in East Alton, Ill. Hack formerly 
was with the company’s Winchester- 
Western division. 


* * + 


Pittsburgh Plate Glass 
Shifts Executive Lineup 


Election of Edwin T. Asplundh 
as board chairman of Pittsburgh 
. Plate Glass Co. 
has been an- 
nounced by the 
corporation. He 
succeeds Harry 
B. Higgins who is 
retiring from the 
position of board 
chairman and 
chief executive 


president of the 
. D. G. Bim corporation since 
1955, will continue in that capacity 
and assume the additional duties of 
chief executive officer. Felix T. 
Hughes was elected vice-president 
of the merchandising division, suc- 
ceeding Donald C. Burnham who 
retires. | cece 


Hawkins Gets New Position 
In Stewart-Warner Service 


William J. Hawkins has been ap- 
pointed to the newly created posi- 
tion of assistant service manager 
of Alemite and Stewart-Warner in- 


strument division, Stewart-Warner 
Corp. 

For the past 30 years, Hawkin 
has been connected with the service 
of Stewart-Warner products. He 
had been service manager of the 
South Wind division since 1940. 


* > * 


Goodyear Moves Hemphill, 
Boosts Jernigan, Goodwin 
Goodyear Tire & Rubber Co. has 
transferred one district manager 
and promoted two 
men to distrie 
manager status 
Transferred wat 
George W. Hemp 
hill, former Ab 
bany district 
chief, who now 
heads the Buffa 
district. 
Ralph A. Jerni- 
gan succeeded 


G. W. Hemphill ° 
Goodwin was named Cincinnati dis 
trict manager. Jernigan formerly 


J. M. Goodwin R. A. Jernigas 
was assistant district manager 


retail in Pittsburgh» and 
was assistant district manager 


-| wholesale in New York. 


* + * 


}| Borg-Warner Spring Div. 


Marking the 50th anniversary of Buick in Canada, R. S. McLaughlin, second from 
left, board chairman, General Motors of Canada, Lid., chats with three of the men 
who worked with him when the contract to build Buicks was signed. Horace Gibbs, 
Clarence Duncan and Ernest Luke all joined Mclaughlin Motor Co., Oshawa, in 1907. 
In that year, McLaughlin arranged the contract with W. C. Durant that brought Buick 
engines to Canada to be incorporated in McLaughlin cars. Gibbs, left, started in the 


trim department and is now employed in 
de 


the tool section of the trim and hardware 


t. Duncan, who worked on the body of the first car, and Luke, who started 


partmen’ 
Meetings this week are in Salt| in the trim department, are both employed now in inspection. 


Advances Welch, Pacola 

A. J. Welch, formerly vice-presi- 
dent and sales manager of the 
Spring division of Borg-Warner 
Corp., has been promoted to vice- 
president and assistant general 
manager. 

Charles Pacola, formerly assist- 
ant sales manager, succeeds Welch 
as sales manager 

oa + : 


Trailmobile Appoints 
Chuck Gates has been named 
head of the bulk products division 
of Trailmobile Inc.’s West Coast 
division. 


Firestone Picks Hahn 
For Western Trade Sales 
Charles H. Hahn has been a> 
pointed to the newly created posi- 
tion of western trade sales manager 
for Firestone Tire & Rubber ©o. 
Barrett Kirkendall succeeds Hahn 
as central sales division manager. 
Hahn has been with Firestone since 
1931 and Kirkendall since 1946. 
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__ Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 








Week Week Total Jan. 1 
Ended Same Ended Output, To 
Oct.5, Week, 28, Sep- Oct. 6, 
1957 1956* 1967* tember* 1956* “Teer” 
2,598 2,156 8923 178,768 76,380 
eM Rtshatiaiidiids’- senithisvn Sed sich, > seuies 5,703 1,345 
iohailhidhe Sepealeiaa Oa 3,561 
AS SS Ee 2,270 1781 2,078 (17,000 60,108 69,111 
cts CE. mall eS  ——eE 2,363 
17,015 7,134 13,005 29,615 612,220 978,501 
mies Msccekmes 1,850 226 804 3,433 73,145 96,243 
salisdecdactahait 550 122 227 412 6,710 31,044 
sekeisBiisaissaoneihites 1,875 54345700 3,140 = 71,793 = -93,561 
2,540 4,293 7,920 141,626 230,538 
3,703 6,111 14,710 318,946 527,115 
ell Scie 2,614 29,609 33,719 146,150 1,177,699 1,484,937 
Seilcsiaienisin:- siete. eects’, ae Sueno 1,182 444 
Wea iicetiiccabeachasids 1,500... «= «428018815 __l.......... 48,685 
) 334 28,034 27,975 112,453 952,414 1,184,896 
hitatsiliiaiaiitboies 600 914 594 ««:11,949 36,438 = 29,254 
ceaienbaiaaiiees 130 661 870 12,933 187,665 226,678 
GENERAL MOTORS .. .......... 18,706... 92,275 2,356,348 2,103,462 
SUI dicclachsssonsdncen © neni BOO wabsecmn 5,790 428,542 298,474 
SN ie hlclacnskieubiets sidduciey, > ‘dais | annie 8,990 114,993 120,913 
Se Ree ae 13,960 oon... 56,685 1,206,878 1,124,515 
er SE icstsinn 12,008 345,183 296,868 
a OI nas 8,302 260,752 262,692 
SE 2,110 1,335 2,072 7,302 69,118 53,808 
ee ©. tian’: Sass sane 13,277 4,616 
Studebaker .................. 2,100 1335 2,072 7,302 55,841 49,192 
Total Cars, U. S......... 24,619 59,382 51,552 284,265 4,294,153 4,697,088 

















Varner COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 
awkins Week Week Total Jan. 1 Jan. 1 
service Ended Same Ended Output, To To 
Oct.5, Week, Sept. 28, Sep- Oct. 6, Oct. 5, 
1957 1956* 1957*  tember*  1956* 1957 
spbicncacianinah 4,500 5,752 uw. 10,6385 269,986 260,986 
ssiuadacushebaaaaih 145 132 145 509 4,051 4,295 
an 60 60 43 216 2,917 2,358 
sided cascade 950 1,963 766 3,229 668,106 + 59,708 
thd iaiemindinnee 212 5,801 3,950 21,821 236443 265,795 
EE ee eee 1,342 958 4,203 70,699 50,365 
2,344 2A87 2,508 10,015 105,956 92,885 
iat celdisialliestinascinnntoeniecs 370 320 393 1,422 14,733 13,361 
ileal diaineseteiiimecnennes ow 72 95 455 3,014 4,051 
ilicidiesiicna 160 5 156 503 11,047 7495 
Sali ediicsinsiisinenincesenink 235 354 81 8387 13,620 11,250 
Si ei entisiidaicas 1,600 1,490 sieisoneal 4,052 47,582 46,345 
ss 90 70 89 354 2,751 2,693 
10,756 19,893 9,189 58,301 850,905 822,087 
alain 35,375 79,275 60,741 342,566 5,145,058 5,519,175 
ei adal aches 1,275 4,315 1,373 9,919 360,432 328,382 


Corbitt, 





im Mack totals. 


N. B.: All U. S. totals include cars and trucks for military orders. 
"Autocar, Freightliner and Sterling are included in White totals; Brockway included 





West Coast S-P Dealers 
Hold Big Driveaway 


SAN MATEO, Calif—West Coast| expanded line of Packard automo- 


: Studebaker-Packard dealers and/ biles for 1958. 


their families gathered here today 
(Oct. 7) to take part in a mass 
driveaway of more than 100 new 
Studebaker cars. 

An estimated 500 persons at- 
tended the dealer showing at the 
Villa Hotel here, and in the after- 
toon dealers picked up their cars 
tan adjoining racetrack. 

In the evening, West Coast press 
tepresentatives saw the new Stude- 
taker cars and trucks and the 


» vice- 
eneral 


Welch 





named 
(vision 












Canton Dealers to Close 
At 3 P.M. on Saturdays 
CANTON, O. — Canton’s new- 
tar dealers have agreed to close 
their showrooms at 3 p.m. on Sat- 


é 













n ap 7 Saturday closings had 
| posi- & i from 3 to 6 p.m. 

nager Aileen wil: cumtiees 
| Co. ® be open until 9 p.m. on Mon- 
Hahn hy, Wednesday and Friday and 








6 p.m.‘on Tuesday and 








Studebaker - Packard announced 
new profit opportunities for its 
dealers at the meeting. It was said 
the parts and accessories division 
would offer the following program: 

1. Products which S-P dealers 
will have exclusively. 

2. Products which S-P dealers 
will have first. 

3. Products which are basic— 
needed and desired by all-make car 
owners. 

4. Products whose names are 
world renowned. 

5. Products whose dollar and 
profit content is high per unit sale. 

S-P dealers this month, the com- 
pany said, will commence to 
market Stewart-Warner’s minit- 
heat, a device which is said to give 
160 degree heat in 60 seconds and 
may be installed in present heaters 
in all-make cars. 

Other plans for dealer marketing 
include a battery program and a 
“changeover” tire program said to 
give S-P dealers a profit without 


: being in the tire business. 
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Output Near Postwar Low ... 





Four Makes Launch 


*:|°58 Run This Week 


(Continued from Page 1) 


last week’s output operations as 
GM was completely out of opera- 
tions and Ford’s assemblies sank 
to a low for the year. 

* * + 


——_ jumped its output 
from 13,005 units the previous 
week to 17,075 last week as all five 
assembly units scheduled increased 
assemblies. 


Plymouth was up from 6,111 to 
8,400 units; Dodge climbed from 
4,293 to 4,400; DeSoto jumped 
from 1,570 to 1,875; Chrysler divi- 
sion (excluding Imperial) rose 
from 804 to 1,850, and Imperial 
+l from 227 to 550 assem- 


Ford Motor, with its Ford divi- 
sion closed and Mercury working 
only its Wayne (Mich.) plant three 
days, turned out 2,614 cars last 
week, as compared with 33,719 the 
vrevious five days, when Ford divi- 
sion built out on its 57 models. 


* * * 


= hampered by changeover 
shutdowns at both Ford and 
Mercury, saw its output skid from 
4,280 units a week earlier to 1,500 
last week. 

Ford division turned out 334 


cars at its Atlanta and Buffalo 
plants on Monday, but closed 
down that night for changeovers. 
The previous week saw the divi- 
sion turn out 27,975 units. 

In other operations, Mercury 
turned out 180 cars from Wednes- 
day through Friday at its Wayne 
plant, compared with 870 assem- 
blies at its Metuchen (N. J.) plant 
a week earlier, and Lincoln climbed 


Regional Sessions 
Set for Dealers 


In Tennessee 


NASHVILLE.—Six regional din- 
ner meetings have been scheduled 
in November by the Tennessee Au- 
tomotive Assn. The meetings are 
designed to bring dealers up to date 
on advances in the field. 

The schedule follows: 

Nov. 5, Johnson City; Nov. 6, 
Knoxville; Nov. 7, Chattanooga; 
Nov. 12, Nashville; Nov. 13, Jack- 
son, and Nov. 14, Memphis. 


Wise Use Boosts Profits, Service Group Told .. . 
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from 594 units the previous week 
to 600 last week. 
* . + 


;* SAW no actions at any of its 
plants last week but Buick, 
Pontiac and Chevrolet are sched- 
uled to begin production of their 
’58 lines today. Oldsmobile is sched- 
uled to start output next Monday 
(Oct. 14), and Cadillac either the 
third or fourth week of the month. 

Mercury will begin operations 
at St. Louis and at its new Rose- 
mead (Calif.) plants today and its 
Metuchen plant tomorrow (Oct. 
8). 

Ford division is expected to be- 
gin assembly of its ’58 lines next 
Monday (Oct. 18). 


MERICAN. MOTORS CORP. in- 
creased its output from 2,756 

units a week earlier to 2,820 last 
week. Rambler output climbed 
from 2,078 to 2,270 assemblies, but 
Rambler Ambassador production 
was down from 678 to 550 units. 

Studebaker-Packard Corp. 
jumped its output from 2,072 
units a week earlier to 2,110 last 
week as its Packard division 
finally got into production. 

Packard turned out 10 cars last 
week, while Studebaker climbed 
from 2,072 to 2,100 assemblies. 

Truck output climbed from 9,189 
units the previous week to 10,756 
last week, as both Ford and Chev- 
rolet began output of 58 models— 
Ford with 212 and Chevrolet with 
an estimated 4,500 assemblies. 

Canadian car and truck opera- 
tions produced 1,275 vehicles last 
week, compared with 1,373 a week 
earlier. 


Wasted Backshop Space Deplored 


(Continued from Page 3) 
complain about business condi- 
tions. 


“The morale of so many auto 
dealers is low,” he observed. “If 
they feel that badly they should 
get out of the business.” 

“In my opinion,” Graham con- 
tinued, “our industry is entering a 
great boom period. While competi- 
tion will become keener, making it 


Union ‘Privileges’ 
Blasted by Bell 
In Detroit Speech 


DETROIT.—Addressing the Ad- 
craft Club of Detroit, Frederick J. 
Bell, NADA executive vice-presi- 
dent, let loose a blast at the “spe- 
cial privileges” enjoyed by unions. 

Bell was speaking of the need 
for service-responsibility clauses in 
factory-dealer agreements. He 
said: “It may be that national 
legislation is required. In fact it 
is not at all within the realm of 
doubt that the smal] businessmen 
of America will seek action to 
grant them the same rights and 
privileges that are granted under 
the law to trade unions. 

“I believe that the vast majority 
of small businessmen would vastly 
prefer to see changes in laws which 
would have the effect of removing 
special privileges from any section 
of our economy. 

“But if this approach seems un- 
reasonable to our lawmakers in 
Washington, then I suggest that if 
exceptions to the antitrust laws are 
going to be carved out for the 
benefit of one group of our citizens, 
it is not illogical to assume that a 
majority of our working men and 
women would like to receive any 
benefits that are now being 
awarded to a minority of working 
men and women. 

“What I’m trying to say is simply 
this,” he continued. “All of us must 
be governed by ground rules that 
are fair and square across the 
board. It is abhorrent to me — and 
I hope it is equally abhorrent to 
many of those who comprise 
American small business — that a 
man must pay tribute to an organi- 
zation for the privilege of gaining 
or maintaining employment. 

“The sympathies of Americans 
have always been with the under- 
dog, and I hope this will always be. 
But when that underdog becomes 
a lion, steps must be taken to cage 
the lion or create more lions, if 
that rather silly action is the only 
solution.” 





e} 


mandatory for parts and service| how to sell. The effort and money 


managers to keep on their toes, this 


spent will be repaid many times 


is still a great business, offering| over, he added. 


tremendous opportunities in the 


next two decades.” 

Commenting on “Parts and 
Accessories Merchandising,” Carl 
Schnippel, West Coast manager 
for Purolator Products, Inc., said 
one of the reasons service sales- 
men don’t make more sales is 
that they don’t know their prod- 
ucts. 


“You've got to know your product 
better than the customer in order 
to clinch sales,” he pointed out. 

“From now on,” he continued, 
“merchandising will largely be a 
matter of filling customers’ desires 
rather than their needs. This will 
be especially true in selling parts 
and accessories.” 

Ed Flinn, manager of car dealer 
sales for Standard Oil Co. of 
California, told service managers 
to take a close look at their pro- 
gram for mailing out customer 
follow-up cards. 

“These cards are of no value if 
they are not used,” he said. 

He suggested that more time be 
spent in training service personnel 








Tops Ford Salesmen— 


James A. King, left, Ford San Jose 
(Calif.) district sales manager, congratu- 
lates Eimer T. Bridge, salesman for Rett- 
White Motor Sales, Walnut Creek, Calif., 
who was top Ford salesman in the district 
during a May-June sales contest, M. J. 
Tracy, Ford general field manager, looks 
on. Bridge has a choice of several awards 
valued at $4,000 each. 





Mayor Terry D. Schrunk wel- 
comed the delegates to the city. 

Approximately 110 delegates from 
Oregon, Washington and British 
Columbia attended. Cliff Leach, 
service manager of Mallon Motor 
Co. (Ford) Tacoma, Wash., was re- 
elected president. Next year’s con- 
vention will be held in Yakima, 
Wash. 


Sales Boost Seen 
For Chryslers, 
Imperials in 1958 


MINNEAPOLIS. — Sales of 1958 
Chryslers and Imperials are ex- 
pected to be “considerably above” 
those of this year, Burton E. Dur- 
kee, director of advertising and 
sales promotion for Chrysler divi- 
sion predicted in an interview here. 

Here to conduct a special dealer 
preview, Durkee said he looks for 
a general sales increase throughout 
the industry “as people who bought 
during the 1955 record sales year 
come back for new models. 

Sales of Chryslers and Imperials 
are up 16.7 percent over 1956 “and 
we look for an even bigger year 
in 1958,” Durkee said. 

Although horsepower of the new 
models has been increased, Durkee 
said there is a definite de-emphasis 
of this in advertising and promo- 
tion. 

“We will not even mention the 
horsepower of our automobiles ex- 
cept in lists of specifications,” he 
declared. 

Durkee said increased horsepower 
is a necessity on the new models 
to give power for extra accessories 
and insure maximum performance. 


Standard Oil Adds 
Midwest Offices 


CHICAGO. — Standard Oil Co. 
(Indiana) is creating 48 new dis- 
trict sales offices in its 15-state 
Midwest marketing area, according 
to Dwight F..Benton, sales vice- 
president. 

The new district offices, an ex- 
pansion of 23 sales division offices, 
will be in operation Oct. 21. They 
will operate under the jurisdiction 
of eight regional offices. 

“The creation of the district of- 
fices throughout our marketing 
area more than doubles our oppor- 
tunities to serve our customers on 
a more localized basis,” Benton ex- 
plained. 
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on Problem with Dealers, Texans Told... 


Romney Hints at Security Remedy 


(Continued from Page 1) 


which a factory and its dealers 
can develop a means of seeing 
that dealers are rewarded when 
they render needed service. 

“But I think that solution is one 
that should be worked out by 
American Motors with its dealer 
council.” 

+ * * 

es said the Big Three 

concept of big cars is running 
contrary to the economic facts of 
life as to the use of automobiles, 
and the result is that the nation is 
in the early stages of a revolution- 
ary change in the automobile mar- 
ket. 

He predicted that within 10 to 
15 years, more than half the cars 
sold in the U.S. will be compact 
and small cars—smaller than 
today’s Ford, Chevrolet and 
Plymouth. 

Romney also spoke of highways 
and inflation, which he called the 
auto industry’s two biggest prob- 
lems. 

+ * + 
H® DWELT upon factory-dealer 
problems, the union situation 
and service responsibility clauses 
and offered a five-point program 
for the future. 

Romney long has been an 
apostle of the compact, economy- 
type car which he insists is typi- 
fied by his company’s Rambler. 


Auto Old Timers 
Elect Small in 
Washington Area 


WASHINGTON, — Frank Small 
jr.. long time Ford dealer, former 
member of Congress from Mary- 
land, and later motor vehicle com- 
missioner, is the new president of 
the National Capital Area Council 
of the Automotive Old Timers. He 
succeeds J. Leo Sugrue, early auto- 
mobile editor and in recent years 
a Nash dealer in Arlington, Va. 

The annual meeting, held at the 
Army and Navy Club in Washing- 
ton, also elected: 

Richard J. Murphy, first vice- 
president; C. J. Caithness, second 
vice-president; Lawrence O. Ken- 
yon, third vice-president; Robert 
J. Werner, secretary; Norment D. 
Hawkins, treasurer; Howard S. 
Fisk, Lionel Kaplan and Benjamin 
Jerman, directors. 

Sugrue was elected a life direc- 
tor, joining in that category former 
presidents Maj. Henry Cunning- 
ham, Stanley Horner and Donald 
C. Barnhart. 

It was voted unanimously to 
recommend Louis S. Jullien, 
veteran area dealer, to be named a 
director of the national AOT body 
at its annual meeting in New York 
City this month. 

Cunningham, now retired Lincoln- 
Mercury zone manager, and one of 
the area’s earliest auto dealers, 
was the principal speaker at the 
meeting. His subject was “Auto 
Selling Tactics, Past and Present.” 

The meeting appropriately noted 
the recent death of the council’s 
first president, Frank G. Stewart, 
and witnessed a color film of his 
military funeral services at Arling- 
ton National Cemetery. 


Sign Tells the Story— 


A national car rental and leasing system has been instituted by Grant Motors 
Co. (Ford) in St. Petersburg, Fia., under the name of Grant Cars Rental and Leasing 
System, inc. Standing before the new sign after they signed the franchise with 
Car Rental System, Inc., are, from left, M. Dan Manning, president; Dick Winning, 
vice-president; Jack Lynch, vice-president, Car Rental System, and Steve Keiss. 


He.often has used the term “gas- 

guzzling dinosaurs” when re- 

ferring to his competitors’ vehi- 
les. 


As he sees it, there are three 
types of cars sold in America today. 
There is the small import 
(85-to-102-inch wheelbase), the 
Rambler (108 inches) and all the 
rest (116 to 131 inches). 

- * . 

HE market revolution that is 

beginning “means that the 
Squeeze on the medium-priced 
models will continue to increase at 
an accelerating rate,” he declared. 

“The Big Three have helped 
bring that about by pushing their 
lowest-priced products up into that 
area. The fastest growing part of 
the market will be for small and 
compact cars. The shrinking part 
will be the medium and upper- 
medium part of the American big- 
car market.” 

Romney believes this trend will 
result in a revolutionary change 
in the pattern of dealerships. He 
sees Big Three dealers finding it 
desirable to own more than one 
deal and to own deals selling 
more than one line. 

He emphasized, however, that 
this increased dualling does not 
mean a supermarket approach. “By 
a supermarket,” he said, “I mean 
a dealer selling competing lines of 
cars. The appliance industry is a 
good example. 

> = > 
“AS DEALERS,” he told the 
Texans, “you can learn a lot 
about what you don’t want to hap- 
pen in’ the distribution of automo- 
biles by taking a little look at 
what’s happened in appliances.” 


He charged that the “postwar 
‘creaming’ of the market which 
permitted discount houses to come 
in has resulted in the creation of 
supermarkets, where the primary 
emphasis is on price.” 

“The manufacturers,” he 
charged, “have also contributed, 
through shortsighted policies, to 
the creation in 1957 of the most 
chaotic distribution conditions 
that have ever existed in the 
appliance industry.” 

Turning to highways, Romney 
said one of the industry's two big- 
gest problems is the lack of ade- 
quate, safe, efficient facilities for 


the use of more automobiles. 
” . > 


wo use of our product,” he as- 
serted, “is already being crip- 
pled by the lack of adequate facili- 
ties, both for their use and their 
parking. The Federal Highway Act 
will result in highways 15 years 
from now that we need today.” 

In discussing inflation, Romney 

tossed some barbs at organized 
labor. U.S. inflation, he declared, is 
the result of economic, social and 
political concentration that has 
produced abnormally high increases 
in wages and labor costs. 

These increases, he said, have 
stimulated a tremendous demand 
for money because industry has 
been borrowing to build facilities 
as mechanized as possible to try 
and circumvent the high cost of 
labor. 

The growth in union power, Rom- 
ney said, has reached the point 
where it is being used to gain ever 


| 
i 





larger hikes in wages and fringe 
benefits, and those increases now 
exceed the total annual increases in 
productivity. 
+ + + 
“TT DON’T see any sign of early 
change,” he said, “because in my 
judgment, the auto union is still 
doing a more effective public rela- 
tions job than the manufacturers. 
The UAW is beating the industry in 
efforts to appeal for public interest 
and support.” 

He continued: “I see no particu- 
lar reason to be hopeful about a 
change in this adverse trend until 
the industry gets off the defensive 
and takes the initiative, and until 
we publicly discuss the facts and 
the basic alternatives. 

“To do this job in the union 
field, I think our industry has to 
rebuild its goodwill. I think the 
union problem js going to be 
settled in the field of public atti- 
tudes and the political arena. I 
can’t see that as an industry 
we’re doing anything of conse- 
quence about it.” 

Romney then took up cross-selling 
and loosed a broadside at the Good 
Faith Law. “We at American 
Motors,” he said, “haven’t been able 
to cancel cross-sellers that we'd 
like to cancel because of the Good 
Faith Law. 

* > 


> 
“We HAVEN'T been able to pro- 
tect some of our dealers in 
metropolitan areas because under 
the Good Faith Law we haven't 
been able to do anything about 
cross-sellers.” 
On _ service-responsibility pro- 


British Visitor— 


Canada’s BMC distributor convention 
brought George P. Harriman, left, deputy 
chairman, British Motor Corp., to Toronto. 
Harriman, returning to England, is shown 
aboard the Cunard Liner Queen Mary 
being wished “Bon Voyage” at New York 
by A. E. Birt, president of Hambro Auto- 
motive Corp., sole BMC importer in the 
United States serving 12 U. S. distributors 
and 500 dealers. 


grams, he declared: “I believe there 
|is a way by which a factory and 
| its dealers can develop a means of 
seeing that dealers are rewarded 
when they render needed service. 
|But I think that solution is one 
that should be worked out by 
| American Motors with its dealer 
| council. 

| “— have some ideas about how 
we might approach this service 





problem. I don’t believe the De. 
partment of Justice viewpoint ig 
insurmountable in that area, but 
we want to discuss our ideas with 
our dealer council.” 


In conclusion, Romney declared 
“I think the biggest problem we 
jointly face is the excess concentra, 
tion of economic, social and politi. 
cal power in this nation. 

+ * * 


‘Te THERE is going to be legis. 
lation, let’s go after legislation 
that gets to the heart of the prob. 
lem: An adequate diffusion of 
power, a new national labor poli 
and provision in the antitrust laws 
for continuation of the process of 
birth, growth and death in our ma. 
ture national and basic industries” 


He recommended the following 
five-point program: 

1. Adjusting profitably to the 
revolutionary change that is in its 
early stages in the automobile mar. 
ket. 


2. Obtaining in time, adequate 
facilities for the safe, efficient use 
of the vastly greater number of 
cars present and future Ameri- 
cans need. 

3. Stopping the inflationary 
threat to the future expansion of 
automobile ownership and use. 

4. Reestablishing public conf 
dence and respect in the entire 
automotive industry. 

5. Obtaining changes in national 
labor and economic policies neces. 
sary for continued progress through 
people’s capitalism and its reliance 

on the unique American concept of 
competition and voluntary coopera- 
tion. 


Boots Adds Simca 
Boots’ Buick, Inc., 215 E. Seventh 
St., Joplin, Mo., has been named 
a dealer for the French Simca, 
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HELP WANTED 
SALES MANAGER—Midwestern principal 
city Edsel dealer offers attractive posi-~ 
tion with good opportunity for experi- 
enced sales manager. Write details. Re- 
plies confidential. Box 7554, c/o Auto- 
motive News, Detroit 26. 








AUTOMOBILE GENERAL SALES MAN- 
AGER. Large and aggressive Ford dealer 
in northern New Jersey offers an oppor- 
tunity for a high caliber, executive type 
sales manager and administrator. Hull 
Dobb's experience or comparable experi- 
ence preferred. All replies confidential. 
Box 7555, c/o Automotive News, Detroit 
26 


IMPORTER, GERMAN CARS, located in 
New York, wants experie sales man- 
ager with top connections and responsi- 
bility—on commission basis. Box 7556, 
c/o Automotive News, Detroit 26. 





USED CAR MANAGER—BZight years’ ex- 
perience with top profit record and excel- 
lent reputation. Hard-working, aggressive 
Southerner, age 34; capable of building 
hard-hitting organization. Seek oppor- 
tunity with reputable Chevrolet or Ford 
dealer, Stability, good personnel prac- 
tices of primary importance. Box 7569, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT - BUSINESS MANAGER 
desires position in New England. Thor- 
ough knowledge of GM Accounting Sys- 
tem. Three years’ factory audit, seven 
years’ accountant-business manager with 
GM dealer. Accounting graduate, previ- 
ous accounting experience, married, age 
36. Box 7558, c/o Automotive News, De- 
troit 26. 


FORD PARTS MANAGER—Well qualified 
with large dealers, desires change—East- 
ern seaboard or southeast preferred. Box 
7542, c/o Automotive News, Detroit 26. 


AUTOMOBILE FINANCE 
EXECUTIVE 
Services Available—Thirty Years’ Experience 
At Top Level Management 
Capable organizing new company or division 
your company. Full time—Or advisory 
capacity on fee basis. Box 7567, c/o automo- 
tive News, Detroit 26. 


pega cla 


ha Aslel. 


POSITION WANTED 


GENERAL OR SALES MANAGER—Col- 
lege graduate, six years’ successful ex- 
perience with both larger and smaller 
Ford and Plymouth deals in the Detroit 
area. Moving to Arizona, Nevada or Cali- 
fornia before the new model introduc- 
tion. Prefer Ford deal in smalier city. 
Box 7572, c/o Automotive News, Detroit 
26. 








GENERAL MANAGER—Capable of assum- 
ing full responsibility for successful 
operation of any size dealership. Over 
25 years’ experience in every phase of 
dealer operation. Prefer one of ‘Big 3."’ 
Am interested in buying into deal out of 
profits and/or will invest reasonable 
amount of cash in ethical operation only. 
Prefer southwest or south. All replies 
strictly confidential. Box 7557, c/o Auto- 
motive News, Detroit 26. 





SALES OR GENERAL MANAGER—Suc- 
cessful ex-dealer, 20 years’ experience, 
seeks position with ethical operator sell- 
ing 350 to 650 new units yearly. Depend- 
able, capable new-car, truck and used- 
car merchandiser with ability to develop, 
train and direct hard-hitting sales organi- 
zation. Proof furnished. Prefer north- 
eastern states or Pennsylvania. Box 7570, 
c/o Automotive News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT — Age 
32, nine years’ GM experience, business 
management, credit. Box 7559, c/o Auto- 
motive News, Detroit 26. 


ATTENTION CHEVROLET DEALERS— 
Manager — Reliable, trustworthy, with 
wide experience. Will furnish good refer- 
ences. Box 383, South St. Paul, Minnesota. 
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a nation =P hati hak 


with full name 
Replies to 
CLOSING 


3 box number 


MICH 


trucks and implements in smal! Cole 
town—Rich farming community, lots 
rain, good crops, An excellent oppe 
tunity to make money. Always produced 
a profit and will continue to do so. Lew 
than $25,000 will buy everything excel 
used trade-in merchandise and recei¥- 
ables, which need not be purchased. Fine 
opportunity to get yourself set for life. 
Box 7571, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING DODG 
PLYMOUTH—Handling 100 cars yeart 
in central Missouri, 5,000 population anq 
county seat of prosperous area. Mod 
building for lease on state high 
frontage, in heart of town. Box 7563, ¢/ 
Automotive News, Detroit 26. 

DEALERSHIP HANDLING CADILLAC 
PONTIAC and GMC. Wonderfully u& 
usual opportunity in fertile Indiana tert 
tory, County seat city. Potential: 100-150 
Pontiacs, 30-50 Cadillacs, 25 trucks 
Gross profit last year, $42,000. Will sac 
rifice for $19,000, Write Box 7564, ¢/® 
Automotive News, Detroit 26. rE 

ENJOY LIFE! Work a little. . . Play & 
little. Rocky Mountain’s most desirable 
area, Finest in big game hunting, lake 
and stream fishing, skiing and year 
around outdoor swimming. Finest se# 
sonal climate in U. 8S. Three GM line 
. . . Long established. Service absorp 
85 percent. Parts sales net $1,000 P 
month, Gross sales, $500,000; netti 
well over $30,000 for past 11 years. Will 
sell parts and equipment and give long 
term lease on fine brick building and 
used-car lot, Owner. Box 7565, c/o Auto 
motive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 
—One hundred fifty car potential. Good, 
going, profitable deal. Western New York. 
Larger deal reason for selling. No blue 
sky; good lease, Box 7561, c/o Autome 
tive News, Detroit 26. 


HELP WANTED 


LOAN SUPERVISOR 


Starting $7,200 


- $10,000 


Established, progressive, expanding, nationally known Midwest 
company seeks ambitious man with at least 6 years’ branch 
manager experience in small loans. Relocation expenses, annual 
bonus, many company-paid benefits. Submit complete resume, 
details of loan experience, business and personal: references, 
present salary, and recent photo if available. All replies confi- 
dential and promptly acknowledged. 


Box 7484, c/o Automotive News, Detroit 26 
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DEAL) RSHIPS AVAILABLE DEALERSHIP WANTED DEALER SERVICES ACCESSORIES WANTED MISCELLANEOUS 
hal —__——_—$<—————_ et teeta a 

RSH! ESTABLISHED 23 YEARS| DEALERSHIP WANTED — CHEVROLET WANTED—COMPLETE HEATER for 1955 


\ ' i resent Chrysler- —200 to 300 potential. Eastern Pennsyl- Cadillac. New or used. Write Superb 
; fl eee - twith Dodee, or| vania or New Jersey, Factory approval MILITARY BUSINESS Cadillac Co., Inc., Box 1419, Florence, B L U E & C H 1 Pp 
ymout Never thought I’d be doing assured. Box 7548, c/o Automotive News, — Got Your Share? — 8. C. 


nine .verything complete ready to Detroit 26. 


Most be» ‘ful and complete facilities | WANTED: WESTERN STATES franchise. | Military people will want to: SEALERS WING pro — 
ban Chicagoland, Perfect used- Any size, any price. Cash. Factory ap- . A —Ford, ev- 
Peeratio all set up with fine brick} proved. Replies held in confidence from Finance for 30 = 36 months. rolet, Plymouth, DeSoto, Chrysler, Olds- = 
sading signs and nemting. ast to} everyone. Box 7422, c/o Automotive Register and Title car out of state. nee ie oon —— Se geo 
nyself to the ways of today’s suc-| News, Detroit 26. ; : national list, ober, checked. 
art ey perator.’ 300 to 700 car poten- Take car overseas without refinancing. addressed labels, 35M, $14 per M. Box WITH LUBRICATED 
40,000 sunare feet of facilities. Lease Get low, money saving, financing rates. 7568, c/o Automotive News, Detroit 26. 


tial, jdings, No used cars or blue j - “ ween hens eee eee, 
gg we ot, inventory with factory Take immediate delivery. DECAL TRANSFERS AUTOMATIC BRAKE 


ay; DUY-OW ved. Will stay on as con- IBUTOR We specialize in such transactions on a sime= | ——@ ———W______________| 
a if desired. Box 7560, c/o Auto- LARGE DISTR u ° plified, no trouble, without recourse basis, DECALS, WOOD GRAIN, for all Ford- | & GUIDE CABLES 
motive News, Detroit 26. r ‘ MIL Mercury station wagons, Quick service, 
> HANDLING MERCURY |\desires foreign motor car for ITARY FINANCE CO. low price, Send for price chart and sam- 
LERSHIE |B \ngeles—Town of 35,000 502 Tioga Bldg., 2020 Milvia eae ee ewes ate ee MEETS ALL I.C.C. 
goburb of Los Angele: , | Berkeley 4, Calif. THornwall 5-2275 (Distributorships available to jobbers ms 


115,000—Fifteen miles from | : li Ford-M 
Sine Center 175 new, 300 used _ this Washington, Oregon and/or “Worldwide Financing for Military ety teen.) — end REQUIREMENTS 


Facilities new and modern. Used- Personne!”’ 


year. ; i | 

! jacent—Long lease, low rent. | North California, Phone GL 4-0178 TRUCK DECALS; h ere ———EEEEeee 
ar lot adjacent ccounts re- : t colors, Write for sam. |f DEALERS’ SPECIAL (F.0.B. Factory Net 
parts <q ty —— EB AAA DRIVEAWAY, CHICAGO, for safe} ‘urable, brilliant colors. Write for sam- a : 
ce 


Factory approval required, Box . ss les. Allied Decals, Inc., 8456 Hough, | Fed 
a Automotive News, Detroit 26.|Or write Distributor, c/o Beatty drivers to all points. One car or a fleet. Cleveland 3, Ohio, ’ : eT $52.35 . Tex Included 


7566, c/o 343 S. Dearborn St. WE 9-2364. 
LERSHIP FOR SALE handling Olds- - WITH AUTOMATIC BRAKE 


obile in south central town of 48,000— Investment Co, 5702 LaJolla AND BRAKE CABLE 


m 
part of metropolitan area of 600,000. Inventory Service Less Guide Cables 


its 1956. Nothing to buy but : . i cunmemaemeimneneieieaeninaaal —— 
fold 270 4 equipment—good lease, low | Blvd., LaJolla, California. Buying or Selling a Dealership ; GUIDE CABLES 
Pernead. Box 7562, c/o Automotive) . Bu Ri ht ry Sell Ri ht * 
News, Detroit 26. ey “Ig ight | | DEALERS’ SPECIAL (F.0.B. Factory Net) 


SALERSHIP NOW HANDLING MER- Parts—Accessories—Equipment Bea , E cluded 
CURY, 25,000 Texas recreational area DEALER SERVICES © @ A disinterested certified physical be F $9.90 Fed Tax In u 
town—trade area 150,000 combined with Inventory will save you money e e : * £ 
aaa rec checiste), acceaserien,  in- DON'T GUESS—BE SURE : 

n Ss, im-| ‘ hy 
covebic equipment, sirconanionine.| ATTENTION Call-or write for service aetai, — | (ae aa THE FAMOUS 
eating system. Net including owner's Automotive Inventory 4 v M oO T oO ‘i M A T 1 Cc 


glary since April ist, $8,937.00. Build- 


be snd, ot lane $260 per, montn | ALL DEALERS Service Co. ae rate, op “| TOW. GUIDE 


4al. Bob Miller Motors, Denison, Texas. 10040 Freeland, Detroit 27, Mich., WE 3-6445 


te enchnd Matern, Acari | ¢o oe Lf 
RSHIP HANDLING Dodge-Plym- We have the answers to your carburetor | i REWARD — INFORMATION lead- | Four oe Hook-Up 
F. 


ing to recovery 1951 Mercury coupe | 
-Dodge trucks. Established over 30 . u 
aon. More than full county exclusive | troubles. An aircraft type needle valve | CARS FOR SALE | (Green) No, 518L79681, Kansas license || OEALERS' SPECIAL (F.0.8. Factory Net) 


900 a ft "s hor rest ‘grained person end wel. Ptecprene fo mete Guess) vestanent Co. Garden City, Kansas. as $44.85 Fed. Tax Included 
?. . un . a oo ° . é a 9 = 
wl. tow’ overhead, good parts and service | Eliminates flooding, corrects rough idle, | Meets 1.C.C. Strength Requirements 


jasiness. Potential 100-150 units. Excel-| enhances fuel economy. Accepted by car | ANTIQUE CARS FOR SALE s 3 
mot reputation and customer loyalty. | 


fine home available, Owner leaving Indi- | manufacturers on warranty claims. MONEY MAKERS! 1914 FORD — Touring, Most Original — Liberal Quantity Discounts 


° Showroom condition, Drive anywhere— 
ma for health reasons. Price: Inventory < 
Sapprx. $19,500, Box 7544, ¢/o Automo- LIST $3.50 NET $1.85 | ° Seed dee “eam Venneeeee, To Distributors 
ltve News, Detroit 26.0 00° Minimum order 6—Give year, model and | 2 : 2 = —_—_—_—_———— 
LERSHIP HANDLING BUICK in| carburetor make. 1956 1917 MODEL T FORD, 5-passenger tour- | Write for Illustrated Catalog 


osperous Virginia town of 18,000. 150 ing—reworked, good condition, E, M. 2 
ar potential. Owner has other interest Anderson, Box 86, Magnolia, Arkansas. Factor Sales Division 


eventh Maly reason for selling. Box 748, ¢/0| Stone Brothers, Inc. PLYMOUTHS Tel. 42. PILOT DISTRIBUTING CO. 






































named GNDLING GM AND AMERICAN | 5100 cast 11 Street Tulsa, Oklahoma MISCELLANEOUS BATTLE CREEK 9, MICH. 
nca, WOTORS DUAL—Corner location—Ample WEb. 2-2311 = - — } Phone WO. 2-5257 All Dept's 
a mom for expansion. Growing locality. Box ster 2- with Power-flite LIQUID GALVANIZE” for mufflers, un- 


, c/o Automotive News, Detroit 26. dercoating primer, any rusty steel sur- “Leaders in the Industry 


face. $18.00/gal. Box 376, Cohasset, : 
DEALERSHIPS AVAILABLE NOW $3 9 5 | Mass, | Since 1939" 
. 





W | ELIMINATE COMPETITION. Create free 

HILLMAN - SUNBEAM - TRIUMPH Limited Quantity First To Bar Sales Co. | publicity, Ose an RCA professional Get. 
“ee. 3 car. 

wo ae | Stisinal cost” ($69.50). W. R. Slack, 


c se S ! 
ROVER - LAND ROVER Dog coe Mest Servedt UT og AS MEAR AS TOUR PHOME,, Sire nit x" 


ex-taxis with heater/defroster We char TI y 
’ S PS, $18.75—Willys Jeep 
good tires, clean. Most in service only Call Collect on ido odes [ae Ta edtetean $12.50. Free 


DEALERSHIP FRANCHISES AVAILABLE 8-10 months; some have Power-Steering. f | 40 So. Clinton St., Chicago 6, Ill. catalogue. Big Buck, 307 Cambridge 8t., 
TO A LIMITED NUMBER Don't wait . . . call, wire or write . Mass. 
OF QUALIFIED DEALERS | HALL PLYMOUTH CORP. 


B'way & 134th St. NEW YORK 


most complete line of the finest English automobiles. Call Ed Hogan at ADirondack 4-6000 || “Work Pattern’ 


y Cars—Finest sports cars top quality and lux- 
ery cars and FWD commercial units. 


Dealership Franchises for cars as listed are available in For Salesmen 


the states shown below: WHOLESALE Having trouble getting salesmen to do the things they should? You're 
: not alone. Here's a pattern to organize their work that is so simple a 

HILLMAN ROVER Used Cadillacs child could do it. Salesmen like the relief from red tape. No daily re- 

TRIUMPH SUNBEAM LAND ROVER port, no tedious advance planning. Automatic in its operation for the 
Colorado Arkansas Arkansas Look over our large inventory small dealer or the sales manager. Gives a weekly comparison of per- 


aeane Senses ° Colorado Ask for Ralph Sovel | formance of all phases of salesman's efforts. Comes complete with 
starting supply of forms. 


Missouri Losisione Konses CHARLIE’S OLDS-CADILLAC DEALER'S PRICE OF “WORK PATTERN"..........................$14.85 
Montana Missouri Louisiana 10225 Grand River PLUS STARTING SUPPLY OF FORMS................................ 9.40 


Nebraska Oklahoma Missouri (4 biks. west of Livernois) ——— 
| Detroit, Mich. WeEbster 3-5200 | TOTAL DEALER INVESTMENT... $2825 
 ahepwres mow Soeamee Senraene Mail your check today. You'll save the cost the first month. 


— _ path Gutate | | AUTOMOTIVE ENTERPRISES 
South Dakota Oklahoma Foreign & Sport Cars Retail Research Specialists 


Texas South Dakota New York's largest foreign cor whole- 10600 Puritan Avenue Detroit 38, Mich. 
saler must dispose of a terrific group 
Wyoming Texas | of one-owner, low-mileage cars taken 
in trade against Mercedes-Benz and 


other expensive cars. Our top-hea 
ADDRESS INQUIRIES TO inventory brings you a real oer 


tunity for some sharp buys . . . all > 


MID AMERICA CORPORATION nia errr 
New Subscription Order 








DEALER SERVICES 








P.O. BOX 9103 HOUSTON, TEXAS MERCEDES-BENZ 
Mercedes-Benz Division 


Studebaker-Packard Salon 


1751 Broadway, N. Y. 19 JUdson 2-5123 
New York's Largest Foreign Car 
Wholesaler 


ATTENTION DEALERS! 


We are Distributors for the complete line of the famous PARTS FOR SALE 


GERMAN GOLIATH VEHICLES USED-CAR LIGHT REFLECTORS 


Stop lighting up the sky and light up your 


| 
| 
| 
| 
| 
| 
| 
| 
| 
! 
| 
| 
4. . . cars. $15.00 100. These reflectors are 

the Southern Mid-West Region of the United States. The = titan, aaautetin te bette asedea. |i 
| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

l 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [[] or Two Years $20 [[] 
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OLIATH, having front-wheel drive and giving 35 miles to the RALPH TAYLOR AUTO SALES 

allon of gas, really means good news to the buyer. Dealers 4111 Gravois St. Louis 16, Mo. 
© are interested in a profitable Goliath dealership should pair asin sseacorsdeeaslbcne ocr ticked 
l or write to us at once, as we will appoint no more dealers 
an we are able to supply with Sedans, Station Wagons, Pick- 


bs, Express Panels and up to eleven-passenger Buses. WANTED 
OBSOLETE PARTS 


M. B. THOMAS AUTO SALES conn, Hien Sins, Che Par 


WE PAY CASH 
Lemay Ferry Road St. Louis 23, Mo. Please submit list. 


Telephone: Flanders 3-7393 FIMEX CORPORATION 
261 Broadway New York 7, N. Y. 


PARTS WANTED 





TRADE CONNECTION: 


Car Dealer [) Truck Dealer [_} Manufacturer [] 
Jobber [] Insurance [_] Financial [} Supplier [) 


Make of Car 
10-7-57 


ca a ee ee ee 





We’ve found that usually the INTERNATIONAL Dealer (like the 
smiling fellow here) can be picked out from among a group of 
motor truck dealers. 


Perhaps that’s because the INTERNATIONAL Dealer is the kind 

+ [ s I of man who knows trucks and does a good job of selling them. 
& nterna 1iOona The INTERNATIONAL Dealer sells the line with no gaps in it — 

the world’s most complete line with a model for every type of 


Tr = user. He sells lowest-cost operation—proved again and again 
ruck Dealer ¢ in fleets all over America. 


For further information about the franchise, write: Manager 
of Sales, Motor Truck Division, Inter- 
national Harvester Company, 180 N. 
Michigan Avenue, Chicago 1, Illinois. * 


INTERNATIONAL TRUCKS 





